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INCE the introduction of 
the Little Custom Six and 
the new Air Line Eight, the 
Jordan Distributing organi- 
zation has increased 100%. 





JORDAN MOTOR CAR CO., Inc., CLEVELAND, OHIO 





This is very definite evi- 
dence that dealers have found 
in the Jordan, the answer 
to the modern demand for 
speed, power and extraordi- 
nary performance, coupled 
with low Custom lines, rare 
comfort and lasting quality. 
Write or wire for details. 
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They Help 


Sell Service Too! 


N dozens of rear end jobs, the Weaver 
Hoist and Axle Stand are valuable 
shop assets. 


They work together to turn the job out 
for you quicker and better. They help, too, 
to show your customer the repair work 
that should be done—and convince him 
of your ability to handle the work right. 


The Hoist can be run over the car where 
it stands and requires practically no more 
room than the car itself. Two sizes—for 
passenger cars and trucks. The Axle Stand 
makes an easy job of overhauling any type 
of rear axle—and can be used on front 
axles as well. The adjustable jaws rigidly 
grip the work at the most convenient angle 
for the mechanic. Ten leading car manu- 
facturers recommend this equipment to 
their service stations. 





Ask your Jobber’s Salesman for 
complete details—or Ask Us! 


WEAVER MANUFACTURING CO. 
Springfield, Illinois,-U.S. A. 


Weaver Canadian Company, Ltd, 
Chatham, Ontario, Canada 
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ADV. PICARD-SOHN, INC., N. Y¥- 





2 MOTOR AGE October 13, 1927 


“HOWARD” SAFETY FIRST 
FRESH AIR AUTO HEATER 
The Heater That Heats With the Winter Front CLOSED or Open 
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PATENTED CAST 
ALUMINUM STOVE 
ENGINE EXHAUST AROUND EXHAUST 


HOT AIR REGISTERS 














Improperly Designed Auto Heaters Are Dangerous 


The “HOWARD” Safety VERYONE these days knows the poisonous nature of automobile exhaust 
First Fresh Air Heater is 


gases. Deaths due to carbon-monoxide poisoning are reported daily in 

the newspapers. Not all of these fatalities are caused by defective heaters, 
but once is too often for it to happen to any of us. Therefore, a heater that 
can under any condition carry fumes of the exhaust into the body of the car is 
a menace to the health and life of its occupants. It involves a risk that you 
cannot afford to ignore. To be safe and healthful a heater should furnish a 
generous supply of pure, heated fresh air and be so constructed that it cannot 
possibly carry deadly motor exhaust gases into riding compartments. 


not the standard type which 
can be interchanged on all 
makes of cars, but is INDI- 
VIDUALLY DESIGNED 
AND EXCLUSIVELY 
BUILT for each of the fol- 


lowing cars: 


LINCOLN The “HOWARD” SAFETY FIRST FRESH AIR HEATER is of the venti- 

CADILLAC lating type, which throws clean, heated, fresh air into the car sufficiently within 
the first mile run to keep the occupants comfortable on the coldest days. Hot 

PACKARD air registers are placed in the front or rear riding compartments or both. 

LA SALLE Our engineers have designed a Cast Aluminum heater, which in itself is the best 
heat conductor; getting away from the usual noisy, dangerous, stamped sheet- 

STUTZ metal type and have built a real quality product which will outlive the life of 

CHRYSLER aay Same 

MARMON It is so constructed that it fits around the outside of the hottest spot of a joint 
free section of the exhaust pipe, thus absolutely preventing leakage of exhaust 

HUPMOBILE gases into the car. 

STUDEBAKER The secret of the “HOWARD” SAFETY FIRST FRESH AIR HEATER 

PAIGE success is to be found in its practical construction. There are no working parts. 
The heater and the fresh-air intake at the fan are cast aluminum and the small 

NASH 4” radiators in the floor of the car are highly polished bronze and cast aluminum. 
Its simplicity makes it easy to install on any car in a very short time without 

DODGE cutting or disturbing any standard part of the car. 


Write for further information and prices, for the car you are interested in. 


“HOWARD” SAFETY FIRST FRESH AIR HEATER 


Manufactured by Automotive Division 


HOWARD FOUNDRY 


Pattern Makers, Founders, Machinists 
2701 Fulton Street, Chicago, Ill. 
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OTOP AGE A COMPLETE NEW LINE 
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Electric Hoist 


Hand push crane 






HE payroll saving on this particular job 
was over 43000 the first year that the 
‘*C-M” electric Hoist was used. 


Just as important, the one man and the hoist do 
more work than the four men formerly did—and 
do it in less time. Less space is required for the job. 


If, in your business, heavy loads have to be lifted, 
moved from one place to another or stacked high 
to save space, a “C-M” idea plus “C-M” equip- 
ment can make savings for you 
similar to those described above. 
A “C-M” material handling engi- 
neer will gladly show you how— 
without obligation. Write 
eiestitiieans THE CHISHOLM-MOORE MFG. Co. 
Pamphlet “$1.65 eside Ave. - Cleveland, Ohio 
an meri: en Branches: New York . Chicago . Pittsburgh 
Representatives in allterritories forimmediateservice 
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3 New 
Reasons 


you can make more profit 
with Studebaker in ’28 











Latest Studebaker Commander records: 


I Set new coast-to-coast record! 
(N. Y. Harbor to S. F. Bay in 77 hrs. 40 min.) 


2 Won Ist and 2nd place in A. A. A. 75 mile 
Labor Day Stock Car Race! 


(Averaged 85.59 and 84.58 m. p. h.) 





> 


Pikes Peak! 


Won 2nd in A. A. A. Stock Car Climb up 


(48 seconds behind car costing 3 times more) 


These dramatic achievements prove 
again: The Studebaker Commander, 
now $1495, will out-perform any car 
costing less than $2000! 


Everybody likes a winner. You 
can make more profit next year 
selling Studebaker Commander, 
President and Dictator models, in 
addition to America’s lowest priced 


high-quality car—the Erskine Six, 
now as low as $895. 


Write or wire today for complete 
and confidential information. This 
valuable Studebaker - Erskine Six 
franchise may be available in your 
territory. Address Department 51, 
The Studebaker Corporation of 
America, South Bend, Indiana. 





STUDEBAKER. 


ERSKINE SIX 





Ce 


Two franchises in one—offering cars from $895 to $2250 
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FLAT and ROUND FAN BELTS 


They're selling... 


and how! 


‘ Lyn il i, 





j 













“Tougher than 
Elephant Hide’’ 


ety Cay 





Accessory dealers, mechanics and L 
garage men woke up to the fact 
only this year, that they had been 
missing a good bet. They discovered 
that no one had thought of selling 





(C)Trock tr) Tractor 






Ei. fan belts. No one had realized a car 
re: should have a new one at least once 
ah a year. The owner came in for a new 
i ia one when the old one dropped off. 
i282 








But now! Try to bring a ragged old 
belt into a garage and take it out 
again! 


And if the garage man knows his 
groceries, if he knows what’s good 
for him and what’s good for the 
car owner—the new belt will be 
a Vitalic. 


Vitalics are worth selling and 
worth buying. 


They are sold to the trade through 


~ jobbers exclusively. 


4°39 MVS DINAVKAIA GOES & oe fs 











Continental Rubber Works, Erie, Pa. 


CHAS. C. KERNER, 152 Chambers St., New York, Exclusive Foreign Representative 
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HE bearing that is better made, of 
better steel, to closer limits than other 
types naturally costs more. 


It 1s worth more, and those who would 
have their cars retain “new” performance 
in after years, without readjustments and 
replacements are willing to. pay more 

to the tune of 140,000 New Departure Ball 


Bearings a day. 


THE NEW DEPARTURE MANUFACTURING COMPANY 
BRISTOL, CONNECTICUT 


Detroit San Francisco Chicago 


New Departure 


Qualliithy 
Ball Bearings 














MOTOR AGE October 13, 1927 


Tapered 
Roller 


The Most Enduring Motor 


Economy Ever Known 


For any electric motors now ordered, and in any orders to 
be placed, specify Timken Tapered Roller Bearings. Motor 
manufacturers can build in for you the permanent economy 
and endurance of Timken Tapered Roller Bearings. 


It means far more than the accepted anti-friction advantages! 


Gone are the wear and wasteof friction, not merely under radial 
load, but also under thrust and shock and speed conditions of 
every nature. Forall forcesfrom alldirections there is self-con- 
tained extra load areain Timken Bearings—utmost rigidity — 
extreme simplicity and compactness—invincible endurance. 


Lubricate Timken-equipped motors only a few times yearly. 
Their high-capacity, steel-to-steel, rolling motion main- 
tains the original gap. No worry about burn-outs. Fast, non- 
destructive starting. No dripping. Overheating and insurance 
hazards ended. No alteration for floor, wall or ceiling posi- 
tion on any type of drive! 


All industry knows these characteristic Timken economies. 
Timkens have been proved not only in motors, but by the ter- 
rific load, shock and thrust in rolling mills; by the precision re- 
quirementsof machine tool spindles; by speedsof 15,000r.p.m. 


Exactly where electric motors have been weakest you get 
the greatest durability, by specifying Timken Tapered Roller 
Bearings in the motors you buy. 


THE TIMKEN ROLLER BEARING CO., CANTON, OHIO 


THERE IS ONLY ONE 
s WAY TO THE MOST 
*ENDURING MOTOR; 
ECONOMY EVER 
KNOWN—THE EX- 
sCLUSIVE COMBINA- 
TION OF TIMKEN 
POSITIVELY ALIGNED 
ROLLS, TIMKEN TA- 
PERED CONSTRUC- 
TION, AND TIMKEN-& 
MADE ELECTRIC { 
~>FURNACE STEEL 


V year 
+e 
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“Turkey and Bean 
Contest”? Coming 


Chevrolet Salesmen to Stage 


Second Annual Sales 
Fight for Feed 


EXECUTIVES HELPING 

DETROIT, Oct. 13—More than 27,- 
000 persons who make up the Chevrolet 
retail selling organization are partici- 
pating in the second annual “Turkey 
and Bean Contest” which is to be 
staged during November by the Chev- 
rolet Motor Co. 

For the duration of the contest this 
huge sales organization has been divid- 
ed into competitive groups of which the 
winners will eat turkey while the losers 
will sit down and dine on beans and 
pay the entire dinner check. Two major 
divisions of the country have been made 
with an assistant general sales man- 
ager of the company in charge of each. 
D. E. Ralston has the western half and 
M. D. Douglas the eastern half of the 
country. Each of these sections has 
been further subdivided with the Flint 
region versus Middle West region and 
the Great Lakes region versus Pacific 
Coast. All of the 438 zone sales offices 
have also been pitted against each 
other. Cities are competing against 
cities as are dealer organizations and in- 
dividual salesmen thereby giving every 
man in the organization the opportunity 
to demonstrate his sales prowess and 
win a turkey dinner. 

Chevrolet sales officials have gone 
into the field to aid various groups. 
R. H. Grant, vice-president in charge of 
sales, is in the Great Lakes region for 
a week and will then move to other 
regions. J. Klingler, general sales man- 
ager, is stationed on the Pacific Coast, 
Mr. Ralston is working in the Middle 
West, Mr. Douglas in the Southeast, 
and R. K. White, sales promotion man- 
ager, has the Atlantic Coast, with Sid- 
ney Corbett, manager of truck division, 
in the Flint region. 








Marx Custom Dept. Head 


LOS ANGELES, Oct. 12—Announce- 
ment is made here of the appointment 
of Rene Marx, for seyeral years Loco- 
mobile distributor in southern Califor- 
nia, as manager of the custom depart- 
ment of the Studebaker company, with 
headquarters at South Bend, Ind. 

Mr. Marx’ first work will be at the 
Hotel Plaza Studebaker salon, a perma- 
nent feature maintained in New York. 








Fake Subscription 
Salesmen, Beware! 


ETER LE GLAIRE. alias 

Paul Leland, fake subscrip- 
tion agent of trade and tech- 
nical papers, was found guilty 
of obtaining money under false 
pretenses, last week in Phila- 
delphia, and was sentenced to 
18 months in the county jail 
by Judge Samuel L. Reed. 

He was brought to trial 
through the efforts of the Na- 
tional Publishers Association, 
in cooperation with John 
Schaefer, manager of the 
Trade Periodical Service Com- 
pany, New York. 

Readers solicited to  sub- 
scribe to a publication should 
ask to see the credentials of 
the salesman. Subscription 
salesmen for Motor AGE carry 
order blanks and other creden- 
tials from its publishers, the 
Chilton Class Journal Com- 
pany, Philadelphia, Pa. 


























Detroit Dealers to 
Form Salvage Co. 


DETROIT, Oct. 13—Prominent auto- 
mobile dealers of Detroit have formed 
a non-profit company to be known as 
the Detroit Salvage Corp., with the 
idea of ridding the streets of Detroit 
of the so-called junk automobiles now 
running there. A plant covering five 
acres has been purchased, and a ¢a- 
pacity of 3000 junk cars a year is pro- 
vided for. Details of operation will be 
revealed at a later date. 


M. R. Korshin Joins the 
Duckworth Chain & Mfg. 


SPRINGFIELD, MASS., Oct. 11— 
M. R. Korshin has been made special 
representative of the Duckworth Chain 
& Mfg. Co., of Springfield, Mass., 
maker of Duckworth shock absorbing 
silent timing chains. 

Mr. Korshin’s many years of expe- 
rience in the automotive trade make 
him well fitted for his new duties. 








Moon Postpones Meeting 


DETROIT, Oct. 12—Meetings of 
Moon Motors stockholders to vote on an 
increase in authorized capital stock 
of 400,000 shares from 180,000 shares 
has been postponed until Oct. 22. 


Output and Sales 
Are Both Spotty 


Many Manufacturers Above 
Last Year; Conditions 
Generally Quiet 


—___— 


USED CAR STOCKS UP 


NEW YORK, Oct. 12— Continuation 
of the downward trend of recent weeks 
in production and sales is currently ob- 
served. Whether the decline is more 
than normal for the season depends 
somewhat on the point of view, as 
several of the producers are still well 
above last year’s level. 

In September the group of producers 
exclusive of Ford turned out about 273,- 
000 vehicles, approximately equal to the 
same month of 1926. As a group, there- 
fore, they held their own, but the entire 
industry, including Ford, in September 
last year produced 410,000 cars and 
trucks. Thus, for the first time this 
year, the production deficit caused by 
Ford’s inactivity was not made up in 
part by the other companies. 

The heavy production of most of the 
factories during the summer months, 
after new models were brought out, was 
well absorbed but the rush of buying 
was not long maintained and conditions 
are now rather quiet. Although this is 
credited in large part to the disposition 
to await the Ford announcement, diffi- 
culty in moving used cars is causing 
many dealers to concentrate on this end 
of their business. 


Boulden With Pierce-Arrow 


BUFFALO, N. Y., Oct. 13—Hal T. 
Boulden has been appointed manager 
of the truck division of Pierce-Arrow 
Motor Car Co. to head an important 
expansion program which the company 
is undertaking. In accepting the posi- 
tion, Mr. Boulden will return to a field 
in which for many years he was widely 
known. For eight years Mr. Boulden 
was vice-president in charge of sales, 
service and advertising of the Selden 
Truck Corp., during which time he was 
also active in association work. He 
was president and one of the founders 
of the National Association of Motor 
Truck Sales Managers which later was 
merged with the present Motor Truck 
Industries. 

For the past three years Mr. Boulden 
has been president of the Boulden- 
Whittaker Co., Inc., of New York, 
which specialized in automotive adver- 
tising. 
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$222,000,000 for 
’27 GM Earnings 


Forecast Set by Alfred P. 
Sloan; Means Net of 
$12.50 Per Share 


NEW YORK, Oct. 11—General Mo- 
tors Corp. earnings for 1927 will total 
over $222,000,000, according to a fore- 
cast made by President Alfred P. 
Sloan, Jr. This figure compares with 
$186,231,182 last year, and in both cases 
the figures are after interest and taxes. 
Equities and undistributed profit of 
subsidiaries are included. 

The revised forecast by Mr. Sloan is 
to the effect that he looks to the com- 
pany to earn as much in the second 
half of this year as in the same period 
of 1926, with the added hope that the 
second half will be a little better than 
1926. 

After provision for preferred and de- 
benture dividends in 1927, of about 
$7,000,000, General Motors net for the 
common will be over $215,000,000 on 
the basis of the forecast, or more than 
$12.50 a share. 


Denver Has 23 Wholesalers 


According to U. S. Census 
WASHINGTON, Oct. 12—An analy- 
sis of the 4604 establishments en- 
gaged in business in Denver, Colo., 
during the year 1926, shows that there 
were 80 concerns selling automobiles— 











L.R. Pittman 


L. R. Pittman, prominently known 
in Spokane, who has been recently 
elected president of the Seattle Used 


He has assumed 
managerial duties. 


Association. 
his new 


Car 


S.C. Hanna 


The Paige Detroit Motor 


Car 
announces the appointment of S. C. 
Hanna as vice-president and general 
manager of its new branch at Omaha, 


the Paige Co. of Nebraska. 


Co. 





23 wholesalers and 57 retailers—that 
did a gross business of $42,751,200 dur- 
ing the year, giving employment to 824 
persons and paying $1,599,100 in wages. 

The figures are contained in a census 
showing just how various commodities 
are distributed in various cities, made 
by the U. S. Department of Commerce. 


‘No More Orders Taken for 


Solo Ocean Flights”—Stinson 

DETROIT, Oct. 13—The Stinson 
Aircraft Corp. will hereafter refuse to 
accept orders for planes intended for 
“solo” flights across the ocean, accord- 
ing to Eddie Stinson, head of the com- 
pany and one of the country’s veteran 
flyers. 

“Tt is asking too much of an airplane 
motor to run continuously for 30 to 50 
hours under adverse weather condi- 
tions. The success of Col. Lindbergh 
should not be accepted as a standard 
for the capabilities of modern airplane 
motors,” Mr. Stinson said. 








Houston Home 
DETROIT, Oct. 8—H. B. Houston, 
Cadillac specialist for South America, 
has returned to his territory. Mr. 
Houston has been in America for three 
months visiting the home office and fac- 
tories. 





Form Retail Division 
CHICAGO, Oct. 13—Smith, Sauer & 
Brown Motor Co., Marmon distributor 
at 23849 S. Michigan Ave., has formed 
a retail division of the company at 
this location. F. A. Okon will head both 
new and used car retail departments. 
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Sen. Oddie Favors 
More Federal Aid 


Says $15,000 a Mile Not Al- 
ways Enough; Highway 
Now Wider 


WASHINGTON, Oct. 10—A change 
in the Federal-aid law for highway con- 
struction will be urged with the re- 
convening of Congress under the terms 
of a bill, already prepared, to be in- 
troduced by Senator Tasker L. Oddie 
of Nevada. Under the present law the 
Secretary of Agriculture cannot spend 
more than $15,000 per mile under the 
Federal-aid program. This, in the opin- 
ion of Senator Oddie, is insufficient in 
states where the roads are mountainous 
and further because modern times re- 
quire that highways be constructed 
wider. 

“The growth of the automobile has 
been so phenomenal that the present 
law for Federal-aid is inadequate to 
meet the need for a bigger and better 
road-building program,” Senator Oddie 
stated orally. 


Dadin of G. M. Returns to 
Home Office, Sailing Soon 


NEW YORK, Oct. 18—D. F. Dadin 
of the General Motors Export Co., 
reached the home office recently, where 
he will remain a short time en route to 
his new assignment as general manager 
of General Motors International. 











SORE 


= 


J. H. W. Mackie 
J. H. W. Mackie, who has been ap- 
pointed vice-president and_ general 
manager of the Paige Co. of Min- 
nesota, Minneapolis branch of the 
Paige Detroit Motor Car Co. 
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AUBURN 





Window Display Number 10. It’s a Bird 


Wilcox Motor Sales Co., 


2054 Forman St., Omaha, sends us this picture of a window used about the first of the year when 


the new Auburn line was announced. The display, which attracted wide attention, was made in a short time at small 


expense. 


We still have many window displays on hand, but if you have a good one, by all means send it along. 
It doesn’t necessarily have to be new. 


We'll use it. 


It merely has to be excellent 





600 New Buick Engined 
Cabs Join Yellow Fleet 


NEW YORK, Oct. 12—The Yellow 
Taxi Corp. has placed an order with the 
New York branch of the General Motors 
Truck Co. for 600 new taxicabs, Model 
06, powered by Buick engines. The new 
cabs will replace an equal number now 
in service, so that the Yellow Taxi fleet 
will continue to have 1200 units. 


Gain 17,417 in Chicago 


CHICAGO, Oct. 13—During the first 
eight months of the current year pas- 
Senger car licenses in Chicago gained 
17,417 units over the corresponding per- 
iod of the preceding year. Cars under 
380 hp. gained 17,036 and cars over 35 
hp. gained 381. In the first eight 
months the total number of all auto- 
mobiles was 11,475 more than the total 
for the full twelve months of 1926. 





Eskew Chevrolet Co. Formed 


WOODRUFF, S. C., Oct. 12—The Es- 
kew Chevrolet Co. was organized and 


incorporated here the latter part of 
September with $10,000 capital, and 
has been granted the Chevrolet fran- 
chise for this district by the southern 
branch of the company which is located 
in Atlanta. 








Lawrance to Develop 
European Business 


HARLES L. LAWRANCE, 

designer of the Wright 
Whirlwind engine and presi- 
dent of Wright Aeronautical 
Corp., is sailing for Europe, 
Oct. 8, to look after the recent 
increase in foreign business 
attracted by the _ successful 
transoceanic flights. American 
orders for the engine have 
doubled and the company is 
planning to purchase the plant 
at Paterson, N. J., which it 
occupies on a lease. 




















Dawson Heads Fleet Sales 
Department of G. M. Corp. 


DETROIT, Oct. 10—C. E. Dawson 
will head a new department to handle 
fleet sales for General Motor Corp. In 
taking up his new duties Mr. Dawson 
retires as assistant sales manager of 
Chevrolet, where he served for 15 years. 
Mr. Dawson’s new department will han- 
dle commercial and passenger fleet sales. 





Greig Sails to Sell 


DETROIT, Oct. 10—D. K. Greig of 
the General Motors Export Co., recently 
sailed for Europe. Mr. Greig will be 
attached to the European Regional Di- 
rector’s staff in connection with a 
special assignment on single car sales 
to tourists. 


Organize T. & K. Motor Co. 


BEEVILLE, TEXAS, Oct. 11—The 
T. K. Motor Co., composed of John 
Teague, Milton Khone and F. W. Hunt, 
formerly with the Ford company, has 
been organized here. The company is 
handling the Oakland-Pontiac lines. 
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AEA Approves of 


Moock’s Progress 


GaMeDa Dept. Head Form- 
ally Congratulated on Its 
Accomplishments 


’ CHICAGO, Oct. 13—At the meeting 
of the Board of Directors of the Auto- 
motive Equipment Association held in 
Chicago, a complete report of the ac- 
tivities of the A.E.A. Greater Market 
Development, from its organization to 
date, was made by Harry G. Moock, 
managing director. 


Following the report the favorable 
reactions of the directors took the form 
of the following resofution which was 
adopted and ordered sent to all A.E.A. 
members: 


After a complete report on every 
phase of the A.E.A. Greater Market 
Development activity by managing 
director, Harry G. Moock, and a com- 
plete review of the department and its 
activities, the board of directors en- 
dorsed and congratulated the depart- 
ment on its accomplishments. 


The board feels that unusual prog- 
ress has been made and that the definite 
results already accomplished are re- 
markable. 


The board believes there will be 
unanimous concurrence in its feeling, 
when the entire membership has heard 
this report. 


The directors hereby formally ap- 
prove the action of the Greater Market 
Development committee to date and 
earnestly urge every A.E.A. member 
to support the department. 























Btlens to Make 
More Tire Profit 


AKRON, O., Oct. 10—Changes in 
sales policy are announced by the 
Goodyear Tire & Rubber Co. to enable 
dealers: to make a better profit on tires 
sold to corporations and commercial ac- 
counts. Larger discounts are to be al- 
lowed on this class of business, it was 
stated. 

Reports of the new discount policy 
led to the circulation of rumors that a 
general tire price cut was impending, 
but this was promptly denied by rubber 
company officials. Other leading tire 
manufacturers added that they were 
putting into effect discount policies 
somewhat similar to the Goodyear plan. 


Motor Age 


G.M.C. of Canada 
Truck Plant Ready 


{s First Unit in Proposed 
2,500,000 Expansion 


Program 

DETROIT, Oct. 10—General Motors 
of Canada has completed its new truck 
factory at Oshawa and to celebrate the 
opening, R. S. McLaughlin, president 
of the Canadian company, drove the 
first General Motors truck off the pro- 
duction line the other day. The truck 
plant is the first unit in the Canadian 
company’s $2,500,000 expansion pro- 
gram. 

According to Mr. McLaughlin, com- 
pletion of the program will nearly 
double the company’s output. Present 
factories employ about 5000 persons, 
but he estimates that this number will 
be increased to 7000 or 8000 by next 
year with a result that the population 
of Oshawa will be increased by approx- 
imately 10,000. Another interesting 
angle was brought out with a statement 
that no foreign help will be imported 
but that the company prefers Canadian 
or British-born workers. 


Bus Association Thinks 40 
‘Miles an Hour is Right 


DETROIT, Oct. 13—The Michigan 
Motor Bus Association in the closing 
session of their convention in Ann Ar- 
bor, took action requesting the state 
to raise the speed limit of buses from 
30 to 40 miles an hour and also went on 
record favoring the repeal of the three 
per cent excise tax on motor vehicles. 
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away pennies. 


wife’s cooking. 


bath yourself.” 


The Way to a Woman’s Purse 


— yourselves, gentlemen, calm yourselves. 


grentd ante, we have read in some scientific journal, is-America’s most popular indoor sport. If 
| dislike the game you’ll probably disagree, but what’s the difference? 

! pastime furnished an Empire State dealer with a scheme for moving’ used cars. 
We give warning so that Scotch readers may take heed and save themselves mental disquiet. 


Hy RING and holding salesmen presents a problem of vast interest to Motor AGE readers. 
issue will be found an article entitled “Help Wanted, Male.” 
actually it is the prayer of many and many a sales manager. 
a sales manager who, judging by his success, not only knows his Bermudas but how to peel them. 


OURTESY Months Rain Service Work” relates how a Milwaukee dealer went about making his expensive 
service plant pay. It’s an idea for you if on the same account you are losing weight and blaming it on the 


ND don’t overlook “Room and Bath,” which you cannot deny, rounds out in Avery Hopwood’s best 
manner an issue with double entendre (altogether unwittingly) titles. 
you'll be relieved to learn, no room clerk exhumes that old one wherein the r.c. naively says to the young 
dandy applying for a night’s lodging, “I’m sorry, sir. 


“The Way to a Woman’s Purse” doubtless causes your 

imagination to run riot, but in wholesome truth it is not the true confession of a Broadway parasite. 
Having read a few French stories ourselves we are fully aware that there are devious and sundry means of 
getting to madame’s bourse, and we’ll agree with you that the revelations of a repentant parasite would 
make interesting reading. But, gentlemen, the way to milady’s purse that we have in mind is the auto- 
motive way and for you in the automotive business a story along this line, which will appear in the Oct. 20 
number of Motor AGE, should be every bit as interesting as the human document hereinbefore referred to. 


That sounds like the maiden’s prayer; 
How he hires and holds salesmen is told by 


I can give you a room, sir, but you’ll have to take the 
With this assurance we know you’ll devour this garage management story. 


you 
The interesting thing is that the 
The scheme entails giving 


In the next 


In “Room and Bath,” we know 
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Leslie Weidenhoff 
Is First Applicant 


Chicago Executive Enrolls in 
GaMeDa Sales Course; 
Plan Popular 


CHICAGO, Oct. 18—Leslie Weiden- 
hoff of Weidenhoff Products, Inc., 4352 
West Roosevelt Road, Chicago, sent in 
the first enrollment for the Greater 
Market Development course in automo- 
tive selling, which was recently an- 
nounced by mail and through the trade 
press. Each mail is bringing in enroll- 
ments to the Automotive Equipment 
Association Greater Market Develop- 
ment headquarters. 

“Automobile owners, unlike the cus- 
tomers of most industries, are not sim- 
ply potential prospects—they are com- 
pulsory customers,” said Harry G. 
Moock, managing director of GaMeDa 
in discussing the selling course. “If 
a man runs an automobile he must 
patronize automotive aftermarket mer- 
chants. 

“Our job is to show him that he can 
get more comfort, convenience, pleasure 
and genuine utility from his automobile 
than anything else. In this way and 
only in this way can we of the industry 
hope to get a larger portion of his 
money. 

“The money is already being spent. 
Every industry is after it. That indus- 
try which has the best salesmanship— 
everything else being equal—will get 
the largest share. 

“Hence the GaMeDa course in auto- 
motive selling. We have provided both 
a retail and a wholesale course, based 
upon an extensive survey of the indus- 
try, and designed to increase the selling 
ability of both retail and jobber sales- 
men.” 





White Completes Factory 


Branch at Los Angeles 


LOS ANGELES, Oct. 11—The new 
home of The White Company’s Los An- 
geles factory branch, recently com- 
pleted, is one of the most modern truck 
sales and service plants in the entire 
West. The plant covers 132,000 sq. ft. 
of floor space. The building is of the 
industrial type, with two floors. The 
lower floor has 80,000 sq. ft. for stor- 
age of trucks awaiting delivery. On 
the upper floor are the executive and 
Sales offices, parts department, shop 
and inspection room. 


Chandler Expands in Los 


LOS ANGELES, Oct. 12—The Chan- 
dler dealer organization is being con- 
siderably expanded in Los Angeles city. 
Among the recent appointments an- 
nounced by J. M. O’Neill, wholesale 
manager, are the following: Sharkey’s 
Chandler Service at 717 Venice Boule- 
vard; Ben Knoth, at 1023 South Grand, 
and M. G. Artucy, at 1322 West 
Seventh St. 
















DIBBLE GABBLE 


By LEWIS C. DIBBLE 














More Czecho-Slovakians Wanted 


HAT America needs is more Czecho-Slovakians in Congress is the 

slogan of Alfred G. Reeves, of the National Automobile Chamber of 
Commerce, after he read in the newspapers the other day that the 
Czecho-Slovakian government has removed its 12 per cent excise tax on 
automobiles. It’s no wonder Al thinks a few of those Czechos in our Con- 
gress would take the bull by the horns, and there’s plenty of it down in 
Washington, and do away with our own three per cent excise tax. 


White Writes an Article 


(CCONGESTAE de Trafege Urbane” is the title of a highly interesting article 

Walter C. White has written to help the Brazilian government in its study 
of traffic problems. For your enlightenment the title, which is in Portuguese, 
when reduced to plain every-day English is “How the Modern City Traffic 
Problem is Affecting Business.” 


More Assembly Room 


HERE’S one chap in this business who is always doing the unusual. 

He is A. R. Glancy. Years ago he cut the top off a mountain down 
in Cuba. And now the ever popular president of the Oakland Motor Car 
Co. tells me his company will build a $3,000,000 assembly plant out at 
Pontiac for the Oakland All-American Six. 


re of “ 


And Even More 


UT we know someone else who isn’t going to let Glancy outdo him. He is 
W. S. Knudsen, president of Chevrolet, and he let it be known this week that 
Chevrolet will spend $2,500,000 on a new assembly plant at Atlanta. This is 
certainly great news for the Southern dealers for it will speed deliveries tre- 
mendously. P. S.—We know you’ll be pleased to hear that Mr. Knudsen is 
recuperating rapidly at his home here in Detroit from a serious operation he 


underwent recently. 
*k ae * oe 


*“Hoozooh” 


TT say Myles Bradley’s name will be conspicuous in the next edition of 
Who’s Who in America. The reason—Brad attended the beauty contest 
down at Atlantic City recently and danced with no less a personage than Miss 
America, herself in person. 


James and McLarty Tell Stories 


STORY of considerable interest to the automotive industry was told the 

other day by W. A. James, advertising manager, and J. E. McLarty, service 
manager of the Hudson Motor Car Co., when they addressed a bunch of oil 
men in Kansas City. Reciting how the great increase in motor car registration 
may threaten the fuel supply they pointed out that we are on the way to motor 
fuels which will use a much higher percentage of crude oils. Today about 
30 per cent of the crude reaches the motorist’s gasoline tank in the form of 
gasoline and this ratio must go higher. To bring a higher ratio they say engi- 
neers must design motors to fit fuels, and not demand special fuels to fit their 
designs. The automobile business has been able to give its great values by 
standardization, and they maintain that it should support a similar principle 
of mass production in the gasoline trade, by designing cars which will burn 
standard fuels. 


* 


Here’s Another Story 


pe Bigger Fish Are Caught, A Buick Man Will Catch Them,” is the 
modern parody on a now famous slogan, and all because Harvey Mallery 
came home the other day with a fish yarn that’s a wow. It appears that 
when Buick’s vice-president goes fishing he gets such big ones that it is necessary 
to beach the boat before landing them, at least such was the dope in this particu- 
lar case. With an Indian guide and a canoe Mallery set out to try his luck in 
Georgian Bay, but the luck was far more than had been anticipated, and, when 
he reeled a 27-pound lake trout up alongside the frail craft the honorable Indian’s 
eyes got bigger ’n saucers and grabbing a paddle put the boat ashore and insisted 
that Harvey, for safety sake, land him on the beach. At any rate it’s a good 
story and we ,believe it for ‘two reasons. First, because Harvey Mallery told it 
and second because he has a convincing picture of himself and the fish. 
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GaMeDa Offers 


Christmas Plans 


‘“TLet’s Make It Easy to Buy,” 
New Holiday Sales 
Slogan 


CHICAGO, Oct. 12—Departing from 
its policy of former years, the Automo- 
tive Equipment Association is not of- 
fering supplies for trimming Christ- 
mas windows this year. Instead it is 
advocating the use of certain merchan- 
dising ideas designed to move a max- 
imum of stock already on dealers’ 
shelves at a minimum of cost. 

“Let’s make it easy to buy automo- 
tive products as Christmas gifts this 
year,” is the keynote of the advice 
being given to A.E.A. members this 
year by Greater Market Development. 

“With the holiday appeal added 
Christmas merchandising of automotive 
products is simply properly displaying, 
advertising and asking ’em to buy ac- 
cessories, parts, supplies and service 
as Christmas gifts,” says a bulletin 
recently sent to members. 

It is suggested that, as far as dis- 
play is concerned, both wholesalers and 
retailers can take merchandise they 
have in stock, dust it off, wrap it in 
holly paper, tie it with red string, 
add the proper holiday appeal and ring 
the cash register. 

G.M.D. is advocating proper window 
and store displays and local advertising 
as a part of the Christmas merchandis- 
ing of automotive products. In addi- 
tion—and it is stressing this point— 
it suggests that several ideas, hereto- 
fore neglected, be actively and aggres- 
sively campaigned. 


Suggests Merchandising Ideas 


Among these ideas it suggests the 
following: 

That retailers push the sale of “Serv- 
ice Certificates” as gifts. While other- 
wise only accessories might be classed 
as gifts, the use of the certificate idea 
paves the way for the sale of parts, 
supplies and service this Christmas. 

That owners of shops, whether de- 
partmental or independent, be sold on 
the idea of giving their employees 
small tools this Christmas. Most em- 
ployers have trouble thinking of some- 
thing to give their mechanics. A certif- 
icate, or order, good for the purchase 
of small tools at the jobber’s store, 
will solve the problem for the boss and 
enable the mechanic to make his own 
selection. 


Should Sell More at Christmas 


The giving of accessories is obvious, 
but has not been pushed to the extent 
that is possible. Other industries have 
sold the idea of giving their products 
as Christmas gifts. As a result, people 
think in terms of jewelry, electrical 
appliances, etc. In these days of pride 
in appearance there are many most 
acceptable gifts in the list of motor 
car utilities. 

(Turn to page 17, please) 
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By SAM U. L. SPARKS 


AM pleased to announce to my customers and friends that even and although 

the Half-past Six has balloon tires, it is going to keep its feet on the ground, 
as you might say. What I mean, whilst a lotta 1928 models is taking to the 
air, yours truly is going to keep sale-ing the Half-past Six in my usual smooth 
way. se sk ok % 


Some people seem to wonder what it is about the Half-past Six that gives 
it such a strong appeal. The reason is because it has got a lot of “it,” if you 
know what I mean. x Ok 


* ’ 
PS AS 


Some guys seem to think the only kinda luck they ever have is bad luck, 
but no doubt if they looked at it in the right way the would see that they’ s some 
good even in bad luck. The kinda luck that makes a quitter ans is the best 
that could happen to him. — -_ = 


*, 
PS 


The reason some guys don’t never get nowheres is because they don’t 
know where they are headed for. 

















Well, I see where my old friend and boss, George M. Graham, is back again, 
and when you can call a guy “friend” and “boss” -in the same breath, he is some 
guy. All I know about the automobile game is what George started learning 
me, and I have gotta admit that when it comes to telling how automobiles 
had ought to be merchandised, and doing it, George can Whippet out in great 
shape. ;*“- *-. «= 

I see where some people think it’s a shame that they refinished the White 
House in such a bright and shiny white. It took away some of its “charm,” 
seems as though. ) s+ «= « 


Maybe it would of been better if they had finished it in lacquer, which the 
more you rub it the brighter it gets. 
ao i 22 
When you read that page ad which was reprinted in Motor AGE for Septem- 
ber 22, from the same favorite trade paper of 1905, it looks like the only thing 
that ain’t been improved in the last 22 years is the English language. What 
that 22-year-old ad said about “a wonderful car,” “the most flexible automo- 
bile motor ever built,” “smoothest running automobile motor in the world,” 
et cetera, you can see that they was using the same stock of words as today. 
* % Ke *k 
I see where some of them city dealers is advertising “guaranteed used cars.” 


The used cars I have got, you would know they was used without guarantee- 
ing it. 
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MSS Tin ane... 


I was reading the other day where a lotta these here scientists claim we 
sprang from monkeys. I don’t know, but when a guy looks around him he has 
gotta admit that if so, we ain’t such good ath-a-letes as we thought we was— 
what I mean, we didn’t spring very far, what with all the monkeyshines and 
goings-on you see now-days, and the way people are ape-ing each other. 

* Kk * * 
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This program is coming to you from station SULS, and we will now give 
you the correct time. When the gong strikes, it will be exactly Half- past Six. 
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K.C, Car Crackers 
Bust 450 Monthly 


Buy at $21 Average; Junk 
Men Are Outbidding 
Dealer Owned Firm 


KANSAS CITY, Oct. 11—The United 
Automobile Wrecking Co., Inc., owned 
by members of the Kansas City Motor 
Car Dealers Association, now is wreck- 
ing approximately 125 cars a month. 
The plan is to increase this gradually 
until 300 to 450 cars are wrecked each 
month. Since the business was started 
in June the company has purchased 
approximately 500 cars from motor car 
dealers, every one of which is wrecked 
or will be. The company’s sale of used 
parts is increasing rapidly but no junk 
parts have yet been sold. 

The company has run 
dificulties common to new _  organi- 
zations. Junk dealers who formerly 
paid the dealers from $7.50 to $17.50 
for junk cars—and then turned around 
and sold 40 per cent of them to used 
car prospects—now are outbidding the 
dealer owned wrecking company, offer- 
ing as high as $50 for junk cars, and a 
few dealers are said to be “breaking 
faith” and selling to the junk men. The 
average price paid by the United com- 
pany so far is $21. 

Tom Shugrue, manager of the com- 
pany, now is preparing a parts catalog 
which will be distributed over a wide 
area. When this is done it is expected 
that dealers and garagemen will find 
it much easier to order parts from the 
company and a big increase in parts 
sales will result. 


Haskell and Conyue Take 


Positions With G.M. Truck 

CLEVELAND, Oct. 10—The General 
Motors Truck Co., announces the ap- 
pointments of Al Haskell and C. B. 
Conyue to the sales staff of the organi- 
zation. Haskell was with the Truck 
Engineering Co., for many years and 
is well known. Conyue was formerly 
with the White Co., of Toledo and also 
with Autocar. 


Bufftalonians at Flint 

FLINT, Oct. 183—Buick dealers from 
the Buffalo territory arrived here Mon- 
day morning to visit the Buick Motor 
Co. plants. There were 116 in the 
party which was headed by William 
Sweeney, assistant manager of the Buf- 
falo branch. Today the party will visit 
the General Motors Proving Grounds 
at Milford. The visitation was one of 
a long series which the Buick company 
is sponsoring during the fall months 
during which all the Buick dealers 
throughout the country will be brought 
here to see the factory, and to meet and 
hear Buick sales executives. 





into some 





Howard Company Has Star 
SAN ANTONIO, TEX., Oct. 10— 
Appointment of the Howard Motor Co. 
































Packard’s Newest Showroom 
The Park Avenue Packard Co., formerly located at 247 Park Ave., has just 


opened a new showroom at 6 East Fifty-seventh Street. 


Spanish architecture 


and furnishings characterize the new salesroom 





at Aransas Pass, Texas, as Star 
dealer, was announced recently by the 
Orsinger Motor Co., Star distributor 
for Southwest Texas. 


Veazey Miller Co. Gets 
Willys-Knight; Whippet 
CINCINNATI, Oct. 12—The Veazey 
Co., composed of Max R. Miller and N. 
F. Veazey, has been formed to take 
over the distribution of Willys-Knight 
and Whippet cars in this territory. 


Chevrolet to Have 
New Atlanta Plant 


DETROIT, Oct. 10—The Chevrolet 
Motor Co. will build an assembly plant 
at Atlanta, Ga., costing $2,250,000, it 
was made known today. The unit will 
have a capacity of 350 cars a day, will 
employ 1200 persons with an average 
daily payroll of $8,000. The new fac- 
tory will serve Georgia, Florida and 
parts of Alabama and South Carolina. 











(all Again, Say We 











ACK HISCOCK, vice-president of 
the Eugene McGuckin Company, was 
a welcome visitor to the editorial sanc- 
tum of Motor AGE last week. Jack 
has been a close student of the auto- 
mobile business from the very begin- 
ning. His conversation on all phases 
of the subject is sparkling and stimu- 
lating. When we say “Come Again,” 
we mean it. 


«! ale 
a * 7% 


A. SMITH, known affectionately 

eas “Bill’ and one of the young 
old-timers who have done things in the 
industry, stopped in on one of his 
weekly commuting trips between New 
York and Wilmington in a duPont 
Convertible Sedan. Bill is sales man- 
ager of du Pont Motors, Inc., and is 
perfectly happy, thank you. 


* * * 


ERNARD C. WILSON came over 
from the New York office of Mac- 


Manus, Inc., to confer with HARRY 
DEBEAR, who handles the Chrysler 
line in Philadelphia. Bernard and Ye 
Editor were formerly associates in 
business, so the Gothamite chryslered 
out to the Chilton Class Journal plant 
at 56th and Chestnut Streets, where 
Motor AGE is published. Witnesses 
say the reunion was affecting. 


JOE DAWSON, service manager for 
Marmon in Philadelphia, and CAR- 
ROL McSHANE, service manager for 
Jordan in the same live town, dropped 
in one night on their way home from 
the S.A.E. Army joint meeting at 
Aberdeen, Md. JOE and MAC were 
amazed at the all-night activity in our 
plant. “With the evidence you have 
that complete shop equipment pays a 
publisher,” said Joe, “no wonder you 
are always preaching complete shop 
equipment for automobile dealers.” 
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How It Looks When AC Dep 


More than 200 departmental heads of the AC Spark Plug Co.—superintendents, foremen, engineers, salesmen—gathered 
company, was the principal speaker. (Quite coincidentally, the occasion marked the eve of the Nineteenth Anniversary of 
General Manager of the company, arrived in Flint. Other speakers were B. W. deGuichard, Albert Sobey, Director of 











N.A.C.C. Traffic Committee 


Makes Survey of Accidents 


NEW YORK, Oct. 11—The Street 
Traffic Committee of the National Au- 
tomobile Chamber of Commerce has 
just concluded a survey of commercial 
vehicle accidents in Hartford, Conn., 
between Jan. 1 and June 30, 1927, and 
the detailed report may be obtained 
from the Chamber. 

The survey, which is believed to be 
the first of its kind ever attempted, 
with a careful analysis of the causes 
of accident, is expected to be the basis 
of further study and for definite action 
looking to the removal of causes of 
accidents. 

For instance, it was found that two- 
thirds of the right-of-way accidents in 
the congested sections of the city and 
that at the 36 intersections in which 
all of the accidents occurred, 29 were 
unprotected. 

The N.A.C.C. reports motor fatalities 
in cities of more than 100,000 popula- 
tion as 499 in August, 1927, compared 
with 442 in July and 488 in August, 
1926. 


ee 


Taber Takes More Space 


HARTFORD, CONN., Oct. 10—Rus- 
sel P. Taber, Inc., Reo distributors, 
have taken over the building of the 
John J. Roche Co. at 830 Maple Avenue. 
The first floor will be used for the Reo 
truck department which will be re- 
moved from the main plant on Allyn 


Street where only new passenger cars 
will be handled from now on. The 
second and third floors will be used for 
the used car department. The gain in 
fioor space is 22,500 sq. ft. 





Reo Advances Anderson 


LOS ANGELES, Oct. 183—J. L. An- 
derson has been made manager of the 
territorial division of the Reo Motor 
Car Co. of California. Anderson has 
been with Reo two and a half years, 
coming from another local distributing 
organization. 








Believes Parking on 


Streets Will Be Out 


HARTFORD, CONN., Oct. 
10—The time is coming, ac- 
cording to Motor Vehicle Com- 
missioner Robbins B. Stoeckel, 
when parking on the principal 
streets of cities will be abso- 
lutely prohibited. He says 
this statement will arouse con- 
siderable opposition in the 
minds of merchants but adds 
that if the merchants will con- 
sider the situation they will 
find that the parking of cars 
in front of their places of bus- 
iness will be keeping trade 
away rather than bringing it 
in. 




















Los Angeles 72-Car Club 
Has All-Day Get-Together 


LOS ANGELES, Oct. 12—One hun- 
dred and seventeen members of the 
Chevrolet “72-Car Club” of the South- 
west, representing Chevrolet salesmen 
who have sold at least seventy-two new 
Chevrolet automobiles or the equivalent 
in used cars during the past year, were 
recently entertained at an all-day jolli- 
fication that started in the morning with 
a breakfast at the Ambassador Hotel 
and moved to Catalina Island in the 
afternoon. At midnight the party 
again returned to the Ambassador. The 
southern California Chevrolet sales 
leaders were joined by those from Ari- 
zona, New Mexico, and West Texas, 
and everybody reaped a full reward 
for a year of hard work selling cars. 





Johnson Kissel Distributor 


HARTFORD, WIS., Oct. 11—G. A. 
Kissel, president of the Kissel Motor 
Car Co., announces the appointment of 
Lloyd S. Johnson Co., San Francisco, 
as Kissel distributor for northern Cali- 
fornia. 





Jackson Opens Second Branch 


LOS ANGELES, Oct. 12—L. A. Jack- 
son, Oldsmobile dealer in Los Ange- 
les, recently opened a second city Olds- 
mobile sales and service headquarters 
at 4515 South Vermont Ave. The 
branch is in charge of Paul A. Ziegler. 
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artmental Heads Get Together 


| at the Hotel Durant recently, to attend the dinner and organization meeting at which Albert Champion, President of the 
the establishment of the AC Spark Plug Company’s plant in Flint, at which time Mr. Champion and B. W. deGuichard, 
General Motors School of Technology and N. F. Dougherty, Director of Personnel for General Motors Corporation 








Ships Via Mississippi 
to Coast; Saves Money 


ST. LOUIS, Oct. 12—As an indica- 
tion of the way in which St. Louis man- 
ufacturing plants are utilizing the serv- 
ice of the Federal Barge line, a decided 
impetus was given Mississippi River 
navigation last Saturday when 51 Moon 
automobiles left the port of St. Louis 
on two boats of the Mississippi Warrior 
Service for Los Angeles via New Or- 
leans. 

The 51 cars, recently ordered from 
the factory by the Barrows Motor Co., 
Moon and Diana distributor at Los An- 
geles, consisted of 36 Royal Six-Sixty 
roadsters and 15 Six-Sixty sedans. The 
shipment was loaded at the Municipal 
docks at the foot of North Market St. 





Bauer Sails for England 


NEW YORK, Oct. 11—George F. 
Bauer, manager of the foreign depart- 
ment of the National Automobile Cham- 
ber of Commerce, sailed last week to 
join other delegates of the Chamber 
at the Fourth World Motor Transport 
Congress, to be held in London Nov. 
14-16, and to visit the Paris and Lon- 
don automobile shows. 





Greer-Robbins Opens New One 


LOS ANGELES, Oct. 10—Carrying 
out its policy of neighborhood sales and 
Service units that now cover practically 
every available district of Los An- 


geles city and Hollywood, the Greer- 
Robbins Co. recently opened a new 
station in the Highland Park district 
in charge of H. K. Gooldsby. 





Buxton Takes on Reo Line 


LOS ANGELES, Oct. 13—Lynn C. 
Buxton, formerly Stutz distributor for 
southern California, has organized the 
Buxton-Reo Co. and is now serving as 
metropolitan Reo dealer at 1635 South 
Figueroa St. The firm has a modern 
sales room and a well-equipped service 
station at the new address. 











Second Story Riders 
Like Modern Buses 


SPRINGFIELD, MASS., 
Oct. 11—The New England 
Transportation Co., a_ sub- 
sidiary of the New Haven rail- 
road, has installed de luxe ob- 
servation coaches on the run 
from Hartford to this city. 
These buses have a raised 
deck or section half the length 
of the body, are comfortably 
fitted and afford clear vision 
over the traffic as well as the 
surroundings in general. They 
have made a decided hit with 
the passengers. The round 
trip from Hartford to Spring- 
field costs $1.50. 




















Nutmeg Decision Makes 


Car Owner Responsible 
HARTFORD, CONN., Oct. 12—Ac- 
cording to a decision of the Connecti- 
cut Supreme Court, the owner of a car 
is responsible for the negligence of an 
employee of the garage making the 
repairs while delivering the car to the 
owner after hours. The court recently 
found that the employee of a garage 
was the servant of the car owner be- 
cause it was not the custom of the gar- 
age to make deliveries of cars. In this: 
particular case, the employee was de- 
livering the car to the owner after 
hours. 


Offers Christmas Sales Tip 
(Continued from page 14) 

G.M.D. is suggesting that every re- 
tailer call attention to this between 
now and Christmas through direct-by- 
mail matter, newspaper advertising, 
show cards displayed in service sta- 
tions, etc. Make a special display of 
articles—a few at a time. Change the 
display often. Have the service sales- 
men call attention to the idea. 

After all, an idea must precede the 
actual sale. There are few entirely 
new ideas, but G.M.D. believes that 
many of the old ones, used successfully 
by others, can be supplied to automo- 
tive products at Christmas time. 

It has advocated that every Jobber 
salesman who drives a car carry a tire 
cover with the words, “Give Something 
for the Car This Christmas.” 
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Studebaker Distributors Are Prosperous 


Byers-Patro Motor Co. Studebaker-Erskine distributor at St. Paul, has recently 
opened this new showroom and service station. It is thoroughly modern in 
every respect and is located on a prominent corner of the busy Minnesota City. 





Wins “Geschicklich- 
keitsprufung” Test 


SOUTH BEND, IND., Oct. 13— 
Demonstrating its brilliant perform- 
ance in a series of 12 different tests, 
a stock model Erskine Tourer was 
awarded first honors in the “Geschick- 
lichkeitsprufung” or _ skill test in 
Hamburg, Germany, under the direc- 
tion of the Allgemeine-Deutsche Auto- 
mobil-Club and the Automobil-Club von 
Deutschland, according to word received 
from Hamburg by Studebaker. 


Wild Sails for S. A. 


DETROIT, Oct. 10—E. K. Wild, as- 
sistant general sales manager of the 
General Motors Export Co., sailed 
recently on the S. S. Pan America 
for a visit to the South American 
plants. Before returning to America, 
Mr. Wild will go to London. He ex- 
pects to return in January. 








Boone and Summers Win 
JACKSONVILLE, FLA., Oct. 12— 
Announcement is made here that C. 


E. Boone and Joseph Summers were 
the successful salesmen in the Medlin- 
Buick sales contest and as a reward 
for their sales efforts earned a trip to 
the General Motors proving ground at 
Milford, Mich. They were accompan- 
ied on the trip by Leon Medlin, head 
of the Medlin-Buick Co. and J. E. Sew- 
ard, manager of the Buick branch here. 


Alexander Milburn Co. 


Opens Office in Boston 


BOSTON, Oct. 11—The Alexander 
Milburn Co., Baltimore, has organized 
an office here to be known as the Alex- 
ander Milburn Sales Co., with head- 
quarters at 50 Terminal St. The office 
will be under the direction of M. B. 
Crouse and G. B. Malone, both expe- 
rienced executives in welding and cut- 
ting equipment. The office will pro- 
vide sales facilities in the New England 
territory. 








Opens Tire Service Station 


MINNEAPOLIS, Oct. 11—Duluth 
Motor Arcade, Duluth, Minn., has open- 
ed a tire service station for the Kelly- 
Springfield Tire Co. 














Whippet, Locked in High Gear, 
Goes 300 Miles Over Mountains 














| OCKED in high gear, sealed and in- 

spected by an official of the Automo- 
bile Club of Maryland, a Whippet Road- 
ster, strictly stock, a few days ago 
traveled more than 300 miles over the 
mountains of Maryland and Pennsyl- 
vania in eight hours, on a non-stop 
road run from Baltimore, Md., to Cum- 
berland and return. 

The test was arranged to demon- 
strate the power of the Whippet and to 
show its performance in high gear over 
the steep mountain highways which are 
well known to every tourist who has 
ever crossed these states. 

Shortly after passing Hagerstown a 
blinding fog was encountered which 


made the going dangerous. Despite 
this condition the Whippet negotiated 
the steep grades of Braddock Heights, 
South Mountain, Negro Mountain, Po- 
lish Mountain and Martin’s Mountain. 
The average speed of the Whippet over 
the crest of these mountains was 32 
miles an hour. 

The Whippet, which started from 
Baltimore at 12:30 A.M. arrived in 
Cumberland at 4:05 A.M., checking out 
for Bradford at 4:15. On through Bed- 
ford to Chambersburg sped the Whip- 
pet, thence up the difficult Tuscarora 
Mountain, at an altitude of 2123 feet. 
This mountain was crossed at 32 miles 
an hour. 


Motor Age 


Reeves Decalogues 
European Selling 


N.A.C.C. General Manager, 
Back From Overseas, Offers 
Helpful Advice 


NEW YORK, Oct. 11—Pointing out 
that the greatest drawback to automo- 
bile sales in European countries is the 
belief that motor cars belong in the 
luxury class, Alfred Reeves, general 
manager of the National Automobile 
Chamber of Commerce, who recently re- 
turned from abroad with several other 
officers of the Chamber, has just pre- 
sented some observations and recom- 
mendations having to do with the for- 
eign trade in motor cars. 

It is important, said Mr. Reeves, that 
export managers treat each country as 
a separate problem rather than attempt 
to have one plan cover all of Europe. 
Some countries fare better when parts 
are sent by parcel post; others by 
freight or express. Some ask for serv- 
ice stocks in home ports, while others 
are willing to have them in free ports 
in other countries. He says: 

“To aid in broadening markets in the 
countries we visited, our manufacturers 
of cars, trucks, tires and accessories 
must consider and be ready to aid in 
connection with the following: 

“1. Get cars out of the luxury class. 

“2. Teach women to drive. 

“3. Lower taxes, particularly on the 
first sale of the car; sales taxes in Den- 
mark run as high as 40 per cent on the 
amounts above $2,370. 

“4. More improved highways’ with 
funds from motor vehicle registration 
for use only on the roads. The English 
system is in excellent shape. 

“5. Important for American makers 
to have the highest possible type of for- 
eign representatives and especially men 
who are sympathetic with the countries 
visited. Dealers complain of the many 
changes in representatives of American 
factories, and it takes time for new men 
to learn the problems of the dealers and 
the country. 

“6. Need for more funds at reason- 
able rates to be used for instalment 
selling. 

“7, Discourage dealers from overload- 
ing the American list price thus curtail- 
ing markets. 

“8. Careful study by competent rep- 
resentatives of the requirements of each 
country. Forexample: There is a run 
on small sixes in some countries just 
now, while others demand four-cylinder 
jobs. Colors are most important. Deal- 
ers ask that with every special paint 
job there should be included a pint of 
the paint used. 

“9. Supply all possible kinds of sales 
help, but of a character especially pre- 
pared for the country. 

“10. A large amount of Europe’s 
business is done on credit and dealers 
do not wish to pay for cars until re- 
ceived. They ask some provision for 
financing stocks and retail purchases.” 
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American Motif 


In Oakland Salon 


Colonial Murals and Furnish- 
ings Appropriate Back- 
ground for Display 





NEW YORK, Oct. 11—A beautiful 
blending of Colonial furnishings and 
colorful wall murals, depicting early 
scenes when Michigan was the hunting 
ground of the Indian, instead of the 
home of the automobile, make the re- 
cently-completed New York salon of the 
Oakland Motor Car Co. a show place 
even among Broadway’s multiple at- 
tractions. 

The salon, a permanent exhibit of 
Oakland and Pontiac Sixes, is located 
in the new General Motors building on 
Broadway between Fifty-seventh and 
Fifty-eighth Streets. | 

A. R. Glancy, president of the Oak- 
land Motor Car Co. and Mrs. Glancy, 
who have as their hobby the collection 
of early American furniture, assisted 
the Bodine-Spanjer-Janes Co. in plan- 
ning the murals, decorative scheme and 
furniture. 

The arrangement of the salon is such 
as to afford a highly appropriate Amer- 
ican background both for the display of 
the new Oakland All-American Six, de- 
signed and manufactured to meet the 
requirements of American motorists, 
and for the Pontiac Six, named after 
the famous Indian chief who once ruled 
the district where the two cars are 
built. Both furniture and murals re- 
flect the transition period from aborigi- 
nal to Colonial supremacy in Chief 
Pontiac’s former domain. 

The salon furnishings are Colonial 
even to specially-woven “hook-rugs,”’ 
arrowhead curtain poles and bull’s-eye 
mirrors (converted into indirect lights) 
which follow faithfully the design of 
furnishings in the home of George 
Washington at Mt. Vernon. All of the 
furniture is copied from museum pieces, 
the desk being an exact duplicate of that 
used by Washington. The paneling, 
coloring and wall treatments, excepting 
of course the murals, are from a home 
at Woodbury, L. I., built in the middle 
of the Eighteenth Century. 

The murals are from the brush of 
Paul Honore, one of America’s foremost 
mural artists. They show with his- 
torical accuracy many events of the 
days when the white man was extending 
the western frontier into Michigan. 

One mural represents Chief Pontiac 
and his birch bark canoe flotilla of 
painted warriors advancing to the siege 
of Detroit in 1763. Another shows the 
signing of the treaty of 1795 by which 
General Anthony Wayne of Revolution- 
ary War fame obtained from the In- 
dians the district which now includes 
the City of Pontiac and Oakland 
County. Other murals picture various 
events which culminated in the estab- 
lishment of a flour mill at Pontiac in 
1819 on a site not far from the present 
plant of the Oakland Motor Car Co. 


19 








Not Named for Barney Goosle’s Horse 


At first glance it might look as though this plane were named “Spark Plug.” 


But look closer and you'll see the “AC.” 


That makes a difference. It is a 


Buhl “Airster” entered by AC Spark Plug Co. in the Spokane Air Derby 





The tiny water power flour mill and 
an equally small saw mill constituted 
Pontiac’s first industrial enterprises. 
They could be hidden one thousand 
times over in the gigantic Oakland fac- 
tories which little more than a century 
later now stand in their stead. 





Allots Space According 


to Meeting Attendance 


PEORIA, ILL., Oct. 11—The Peoria 
Automotive Dealers’ Association has in- 
stituted an unique system of promoting 
attendance and interest in its weekly 
gathering by making allotments at its 
annual automobile show upon basis of 
records made by the individual members 
in attendance at the association meet- 
ings. 





Parkway Sales Taken Over 


CHICAGO, Oct. 12—Parkway Motor 
Sales, former Hudson-Essex dealer, at 
3308 W. North Ave. has been taken 
over by the Hudson Motor Co. of IIli- 
nois and is now operated as a branch 
at the same address. The branch for- 
merly at 2342 W. Division St. has been 
discontinued. 


“Cape to Cairo” An 
Interesting Book 


CAPE TO CAIRO. By Stella Court 
Treatt. Boston: Little, Brown & Co. $5. 


This is the story of the first success- 
ful expedition by motor car from Cape- 
town to Cairo. It is told in a whole- 
some, straightforward and breezy style 
by the only woman member of the ex- 
pedition, the altogether charming wife 
of Chaplin Court Treatt, leader of the 
expedition. How the two heavy Cross- 
ley motor cars are taken over un- 
bridged rivers on a raft supported by 
two canoes, how the motor cars are 
filled with water, sunk and dragged on 
the river bed by swimming natives 
through the flooded Bahr el Gell are 
just two of the instances where the in- 
genuity of the travelers surmounted 
overwhelming odds, driving into Cairo 
in January of 1926, just one year and 
three months from the start at Cape 
Town. The book is lavishly illustrated 
with scenery, natives and the members 
of the expedition, together with map of 
the route. (Reviewed by L. C. W.) 














St. Louis Dealers Cooperating 


With Y. M. Automobile School 














T. LOUIS Automobile Dealers’ As- 

sociation members have entered 
inte a unique arrangement with the 
automobile schools of the St. Louis 
Young Men’s Christian Association, 
which is intended to provide a highly 
trained group of young men for the 
mechanical departments of automobile 
concerns. 

It is proposed that 20 young men 
recently graduated from high schools 
will be taken into the Y. M. C. A. au- 
tomobile school and given intensive 
mechanical training for one year. This 
training is to consist of seven months 
school training and five months of ac- 
tual work in selected shops. In the 


school training there is to be daytime 
studies and work in the automobile 
school for practical training and at 
night the students will attend classes in 
English and salesmanship to fit them 
for contact with the public. 

At a recent meeting at the Y. M. C. 
A. attended by W. J. See, educational 
director of the Y. M. C. A., and P. H. 
Brockman, president, R. C. Frampton, 
H. L. Schnure, George Weber, G. W. 
Oliver, Edward Weber and other mem- 
bers of the St. Louis A. D. A., together 
with Robert E. Lee, manager of the 
Association, plans for working out the 
arrangement were laid. 
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Willys’ Men Talk 


to Boston Dealers 


BOSTON, Oct. 10—“We hear a great 
deal about problems of the automobile 
dealers, but did you ever stop to think 
that dealers in other lines also have 
problems?” asked Sales Manager L. G. 
Peed, addressing a gathering of 300 
Willys- Overland dealers at the Copley 
Plaza Hotel. “While others may be 
worrying about the future John N. 
Willys has no such troubles, for he is 
heading along the lines that have made 
the company a success and intends to 
keep on doing so. Our financial position 
today is stronger than it ever was in 
our history.” — 

Herbert G. Fitch, New England 
branch manager, announced the taking 
over of the Boston Overland Co., and 
making it a retail factory branch 
through which the parts service for all 
New England would be handled. He 
stated that Mr. McNulty, zone super- 
visor, would be made branch manager. 
John R. Farley, assistant factory man- 
ager here, also spoke optimistically 
about the future, showing that the New 
England territory had run ahead on 
deliveries over 1926. 


Detroit Employment Is 


Increasing, Report Shows 


DETROIT, Oct. 12—A decrease of 
1980 in Detroit employment is reported 
compared with the previous week and 
35,555 for the same week a year ago, 
according to figures issued by the Em- 
ployers’ Association of Detroit. The 
report shows 194,600 workers employed 
and are compiled on the basis of two- 
thirds of the Detroit workers. 
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no SMITH has spent a long time get- 

aes established. He handles a popu- 
lar make of car. His sales room is al- 
ways in immaculate order. His stocks of 
accessories and supplies conveniently dis- 
played are the best that 
can be obtained. He 
hasn’t a_shelf-warmer 
in the entire place. And 
this end of the business 
makes money. 

Bob’s service station 
keeps his customers 
fairly well satisfied but 
it costs him plenty. The reason is because 
everything is done in a haphazard way. 
Much of the service given is free, and 
a lot of it that should be charged isn’t. 
He hires good mechanics but he isn’t 
particular as to whether they are equip- 
ped with time-saving small tools. And 
much of his service equipment, although 
it looks all right, is antiquated. 

Bob himself has many times said that 
he can’t see just why the service sta- 
tion is such a total loss. However, says 
Bob, there probably isn’t much money in 
that end of the business anyway. He be- 
lieves that Jim Jones and Ed Johnson, 
who have told him about the money they 
make from their stations, are kidding him. 

Bob is particular about the 
merchandise he sells and the 
way he sells it. He should 
accord the same attention to his 
service station. 


(Business Doctor) 








Motor Age 


NACC Members 


Output Increases 


NEW YORK, Oct. 10—Car and truck 
production by members of the National 
Automobile Chamber of Commerce 
totaled 273,309 units in September, ac- 
cording to preliminary figures. This 
was about equal to the production of 
chamber members in September, 1926, 
when a mark of 273,295 was recorded 
but it was 138% per cent under the 
August, 1927, production of 316,058. 

As in August, the chamber produc- 
tion virtually was identical with that 
of the industry as a whole. In Sep- 
tember, 1926, with Ford’s production in- 
cluded, the total was 410,852. 

For the first nine months of 1927, 
N.A.C.C. members produced 2,605,803 
cars and trucks, an increase of 228,351 
units or 6 per cent over the correspond- 
ing period of 1926. 





Small Kissel Meeting 


With Favor of Public 
HARTFORD, WIS., Oct. 10—Deliv- 
ery of samples of the new smaller Kis- 
sel announced Sept. 15, have now been 
made to most Kissel distributors, and 
are receiving much public attention, 
according to G. A. Kissel, president of 
the company. Many orders are being 
booked and production at the factory 
at Hartford is stepped up to meet the 
demand. 

Mr. Kissel also states that in addition 
to good sales on the new smaller Kis- 
sel, the sale of Kissel Popular straight 
eights and De Luxe straight eights 
is also on an upward trend, and 
he predicts a steady sale of Kissel 
products throughout the balance of the 
year. 








What’s Coming in Motordom 


SHOWS 

Automotive Equipment 
Coliseum, Chicago 
*Baltimore, 


Association, 


oth Readiness 


*Boston, Mechanics Bldg. ..... March 10-17 
Brooklyn, Brooklyn Motor Vehicle 
Dealers Association, 23rd Regiment 


Armory 
Buffalo, 174th Armory....... ... Jan. 14-21 
Camden, N. J., Convention Hall, 
Jan. 30-Feb. 4 
*Chicago, National Automobile Cham- 
ber of Commerce, Coliseum, 
Jan. 28-Feb. 4 
*Cincinnati, Music Hall ...... Jan. 15-21 
*Cleveland, Public Auditorium..Jan. 21-28 
Columbus Jan. 14-21 
*Dallas, Automobile Building, 
Oct. 8-23 


Texas, 


Deadwood, S. D., Auditorium....Feb. 20-25 
Denver, Auditorium ...... Feb. 27-March 3 
Des Moines, Coliseum ........... Feb. 20-25 
Detroit, Convention Hall ........ Jan. 21-28 


Hartford, Conn., State Armory ..Feb. 18-25 
Holyoke, Mass., Charlton Bldg...Oct. 12-15 
Indianapolis, Auto Show Blid¢g.. Feb. 13-18 
*Kansas City, Mo., American Royal 


jeer rr Feb. 11-18 
~eamine. Ky., Jefferson County 

Dt <....speceenaemedemellll an. 16-21 

*Milwaukee Auditorium ......... Jan. 14-21 
Minneapolis, Municipal Auditorium, 

Feb. 4-11 

*Montreal, Canada, Motordrome..Jan. 21-28 


Muskegon, Mich., Armory ...... Feb. 21-25 
National Standard Parts Association, 
Convention Hall, Cleveland..Nov. 14-18 
ee. BEES o6006e0eeseneess Jan. 14-21 
*New York, National Automobile 
Chamber of Commerce, Grand Cen- 
fae a ergEy Jan. 7-14 








Coming Feature Issues of 
Chilton Class Journal 
Publications 
Nov. 10—Marketing Annual — 

Motor World Wholesale. 


Feb. 18—Statistical Issue—Auto- 
motive Industries. 




















*Philadelphia, Commercial Museum, 
Jan. 14-21 
Providence, R. I., Cranston Street 
CT tected etideieaig am aaeel Feb. 11-18 
Rochester, N. Y., Edgerton Park, 
Jan. 23-28 
Salon, Automobile Salon, Inc., Hotel 
Drake, Chicago ......... Jan. 28-Feb. 4 
Salon, Automobile Salon, Inc., Hotel 
Biltmore, Los Angeles ....... eb. 11-18 
Salon, Automobile Salon, Inc., Hotel 


Commodore, New York..Nov. 27-Dec. 3 
Salon, Automobile Salon, Inc., Palace 

Hotel, San Francisco..Feb. 25-March 3 
Salon, Los Angeles Motor Car Dealers 

Association, Hotel Biltmore..Oct. 18-21 
San Bernardino, Cal., National Orange 


I Feb. 16-26 
*San Francisco, Civic Auditorium, 
Jan. 28-Feb. 4 
Sheboygan, Wis., 


Eagles Auditorium, 
Feb. 6-12 


Springfield, Ill., State Arsenal..March 7-10 


Springfield, Mass., ——— Audi- 
ee Feb. by March 3 
*St. Louis, City Market Bldg. .Feb. 20-25 
Syracuse, State DP! scccesseas Feb. 6-11 
Trenton, N. J., State Armory...Feb. 18-25 


*Washington, D. C., 
Wichita, 


Auditorium, 

Jan. 28-Feb. 4 
Municipal Forum, 
eb. 6-11 


* Will have special shop equipment exhibit. 


CONVENTIONS 
Automotive Equipment Association, 
Cotisowum, CRIGRMO ccccccccess Nov. 7-12 
Iowa Automotive Merchants Associa- 
Coe, DG ROOD ce cceceseseuss Oct. 28 
Michigan Automobile Trade Associa- 
tion, Annual Meeting, Hotel Stat- 
ler, Detroit 
National Association of Finance Com- 
panies, Congress Hotel, 


Kans., 





National Standard Parts Association, 
Hotel Hollenden, Cleveland, Nov. 14-18 

National Tire Dealers Association, 
Brown Hotel, Louisville, Ky..Nov. 15-17 


N. A.D. A. 
Chicago, Jan. 31-Feb. 2—Annual, Palmer 
House. 
Chicago, Feb. 1—Banquet, Palmer House. 
New York, Jan. 9-10—Eastern District, 
Hotel Commodore. 


S.A. E. 
Chicago, October 25-27—National Trans- 
——— and Service Meeting, Hotel 
erm 
Detroit, Jan. 24-27—Annual Meeting. 
New York, Jan. 12—Annual Dinner. 
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‘Jest—A Bit Cynical 











By S. G. SWIFT 


S INCE we have been using the Chilton Flat Rate System our employees 
have gotten along together much more harmoniously,” writes Ray 
Black. “Nowadays they’re all peace-workers,” he explains. 


M* talk about pants’ guards in last week’s Motor AGE brought to one reader’s 
i mind the two-toned bicycle whistle. He states that he found one up in 
his attic the other day and that, after an inactive couple of decades it is again 
in use, his son being the envy of all the boys in the neighborhood. Incidentally— 
I wish I had space to reproduce his letter—he says that his boy is riding a 
bicycle which, with the exception of the tires, is 24 years old. That, as news, is 
nothing much; Dan Tomlen, down home, is wearing his father’s false teeth and 
the old man died 38 years ago. 


3s % 


F I am not crazy—and persons better qualified than I to judge, have refused 

to commit themselves one way or another—we of MoToR AGE have been in- 
sulted. At least I have that helpless feeling of not knowing whether we have 
been complimented or kidded. Here’s why. An employee of my employer, 
working on another of the several business' papers published in this office, was 
looking at our Oct. 6 issue. “MOTOR AGE,” he said sweetly, “is thicker than 
usual this week.” I thought at first that he was being generous; even .a casual 
glance will show one that the front and back covers of the book are getting 
farther apart each week; but I. don’t know. I have a vague unrest, gradually 
resolving into a suspicion, that he really meant, thicker, in the sense I hope 
he didn’t mean it. I'll have to take the matter up with John Cleary. 


*k * * * 


WANT—if I may do so unobtrusively—to call your attention to a 
recent headline which stated: “Many film stars have Willys. That 
confirms my suspicions, except that I thought it was Heebeejeebees. 


* 3% * * 


apnea of personal insult—the morbid cerebration that prompts me to 
do this is hard to analyze; it may be a progressive phase of something that 
will eventually manifest itself as a well developed inferiority complex, God 
forbid—but anyway, another reader of this column has me somewhat undecided 
as to his intent. The insult this time—if that’s what it is—has to do with a 
certain paragraph that appeared in this column a few weeks ago anent the 
advisability of purchasing good, dependable hand tools. Our old friend, Mr. 
Anon, who I thought had died years agone, sends me a clipping of the paragraph 
we’re talking about, pasted to a sheet of paper with a scrawl under it which 
says: “If you want to know how to bring up babies, always ask an Old 
Bachelor.” I shouldn’t feel concerned about that, it isn’t really a rap at me 
because I’m married. He must have me confused with a coupla other fellows. 


3s aS * 


HANKS for growing favorable comment. Still another letter. This 

time the writer is at least appreciative; better still he sends me a bit 
for this column. “A nearby farmer owns two cars,” his letter reads. 
‘“‘He came into dad’s service station and said he was going to trade in one 
of his cars for a new one. ‘Going to trade in the Knight?’ I asked, that 
car being the oldest and having given good service for 10 years. He 
looked at me puzzled. ‘You’re gettin’ slicker than your old man ain’t 
yuh?’ he grunted. ‘S’pose you want me to trade in the night so’s I'll get 
stuck worse than I would in the daytime.’ ” 


M* Aunt Abigail used to say that it did one’s soul good to have the mirror 
of public opinion held up to him so that he could see how he stood with 
his fellows. I think she made that up out of the wisdom of her great experience. 
She may have read it because she had a book, but whatever its source, the 
remark is not lacking in truth. I have lived in Drexel Hill, Pa., with the 
editors and millionaires for four months. In that time 48 distinct and different 
trades-persons have scrambled for my business; but not one car salesman has 
so much as left a card. Since this gentry is popularly supposed to leave no one 
alone that can afford to purchase even a second-hand Ford, I know how I 
stand, in the minds of these salesmen. As a buyer of bread and other sundries 
I’m a good, even excellent, 10-cent-store prospect, but when it comes to purchas- 
ing a car they put me in the scooter class. 
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Dealer’s Car, But 
That Made No Dif. 


It Had Booze Aboard So 
They Seized it and the 
Court Said O.K. 


WASHINGTON, Oct. 12—The right 
of the government to seize an auto- 
mobile and libel same when used in 
the liquor traffic has again been upheld 
by the United States Circuit Court, in 
the case of the United States vs. the 
Champlain Motors Co., a Vermont 
dealer. The court holds that the right 
of the government is even superior to 
that of the dealer who held a condi- 
tional bill of sale on the car and was 
innocent of any wrong doing. 

The Champlain company, Buick 
dealer, sold a car to Mrs. Edith M. 
Belmont, and reserved a conditional 
vender’s lien thereon for $382.50. The 
car was seized under conditions which 
the higher court held was unconstitu- 
tional as against Mrs. Belmont. How- 
ever, 60 quarts and 168 pints of liquor 
were found in it and she pleaded guilty. 

The court held that notwithstanding 
the unconstitutionality of the seizure, 
and notwithstanding the vender’s lien 
held by the motor company, that as 
Mrs. Belmont’s constitutional rights 
were the only ones involved, that as 
against the motor company the seizure 
was legal, and that the company must 
sustain the loss, notwithstanding its 
vender’s lien. 








Chevrolet Dealers Meet at 
Portland, Ore., Hear Klinger 


PORTLAND, ORE., Oct. 11—Some 
two hundred Chevrolet dealers, sales 
managers and retail salesmen gathered 
here from all parts of the Portland 
zone, which embraces Oregon, southern 
Washington and part of Idaho for their 
October meeting and from the signed 
pledges made it indicates that October 
will be a banner sales month. Many 
dealers voluntarily increased _ their 
quotas. 

The meeting was called by W. J. 
Richmond, zone sales manager, and the 
guests of honor were H. J. Klinger, 
general sales manager, and E. W. Fuhr, 
regional sales manager. Other officials 
were J. Val Strough, R. W. Bush, C. W. 
Cooley and A. C. Arthur, representing 
R. L. Gibson, Portland manager of the 
General Motors Acceptance Corp. 


Hold Alemite Sales Meet 


LOS ANGELES, Oct. 12—A _ south- 
ern California Alemite sales convention 
was recently held here under the direc- 
tion of the Alemite Lubricator Co. of 
California in honor of the visit of Frank 
A. Hiter, vice-president of the Bassick 
Manufacturing Co. of Chicago, and C. 
H. Dalrymple, sales manager of the 
organization. Both men addressed the 
gathering. 
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Here’s Gar Wood, the Speed King 


Gar Wood, speed boat racing king, photographed with AC research engineers 


while on a visit to the AC Spark Plug Co. at Flint. 


Left to right, H. 


Rabezzana, Frank Nutt, Gar Wood and David Gregg 





M.& A.M.A. Plans 
Trade Attendance 


NEW YORK, Oct. 11—The M. & A. 
M. A. is developing plants to enlist 
cooperation of shop equipment whole- 
salers and their salesmen in the New 
York and Chicago areas to promote 
trade attendance and to work in the 
shop equipment exhibits with the manu- 
facturers whom they represent. The 
association also plans to bring about 
cooperation of car and truck factory 
service managers and the service asso- 
clations of the metropolitan areas to 
arouse trade-wide interest in the ex- 


hibits. 


Smith Goes Abroad to Take 
In Paris and London Show 


NEW YORK, Oct. 8—Edgar W. 
Smith, assistant to the president of the 
General Motors Export Co., and Mrs. 
Smith, sailed recently for Europe on the 
Steamship France. Mr. Smith will go 
directly to Regional Headquarters in 
London for special work after which 
he will attend the Paris and London 
automobile shows, returning to New 
York the latter part of October. 








Cramptons to Argentine 


DETROIT, Oct. 183—R. S. Crampton, 
of the General Motors Export Co., and 
Mrs. Crampton sailed from New York 
recently on the Steamship Pan Amer- 
ica for Buenos Aires, where Mr. Cramp- 
ton will assist in supervising the con- 
struction of General Motors Argentina’s 
new building. 


Buxton Gets Locomobile 


CHICAGO, Oct. 10—G. C. Buxton, 
veteran of Chicago’s automobile row 


and president and general manager of 
the McFarlan Chicago Co., 25388 S. 
Michigan Ave., has been appointed 
Michigan Ave. dealer for the Locomo- 
bile. Sales room and service station 
will be maintained at the same address. 


Wilkening Co. Establishes 


European Sales Office 


PHILADELPHIA, Oct. 138—Henry 
Gerstley, treasurer of the Wilkening 
Mfg. Co., has recently returned from 
Europe where he established a British 
sales office at Birmingham under the 
management of G. H. Rodway. Com- 
plete warehouse stocks will be carried. 

The Wilkening company has under 
consideration the establishment of addi- 
tional European branches, one of which 
probably will be in France and another 
in central Europe. 


Goes to Java for G. M. 


NEW YORK, Oct. 8—A. C. Emmett, 
of the General Motors Export Co., and 
Mrs. Emmett, sailed on the Steamship 
Minnewaska for London. Mr. Emmett 
will be supply manager at Java. 
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Reo Regardlessly 
Wrecking Records 


September, With New High, 
One of Biggest Months; 
Other Marks Fall 


LANSING, Oct. 10—Reo’s record- 
breaking production and sales activities, 
which began last January, continued 
through September, according to official 
figures just released. Shipments of 
4318 units in September not only sets 
a new record for that month but con- 
stitutes one of the biggest months in 
the company’s history. 

Passenger car shipments of 2271, 
comparing with 894 in September 1926, 
represent an increase of 156 per cent, 
while commercial shipments increased 
20 per cent from 1709 to 2047. Passen- 
ger car shipments since Jan. 1 are now 
well over 25,000, which is in excess of 
combined years 1925 and 1926. Total 
shipments aggregating 37,594 in nine 
months since Jan. 1 are well in excess 
of shipments for Reo’s biggest pre- 
vious 12 months’ period. 

Indications are that total shipments 
for 1927 calendar year will approximate 
50,000 units, of which, for the first time 
since 1918, more than half will be pas- 
senger car units. The biggest previous 
calendar year was 1925, when 34,015 
units were shipped. 

New car registration figures from 
Cook County, Illinois (Chicago), for 
September show that whereas registra- 
tions were only 4558, as compared with 
5450 in September, 1926—a drop of 16 
per cent—Reo’s registrations increased 
from 29 to 66, an increase of 124 per 
cent. 











Floridians Pay Thirty 


Millions for Licenses 
TALLAHASSEE, FLA., Oct. 12— 
Comptroller Ernest Amos reports that 
the automobile owners of Florida, for 
the year ending July 31, 1927, used 
936,602,838.75 gallons of gasoline, ard 
paid into the state treasury a total of 
$30,980,815.71 in taxes. 





Distributes McLaren Tire 
ST. LOUIS, MO., Oct. 11—Distribu- 
tion of the McLaren tire in St. Louis 
and district has been taken over by the 
St. Louis Tire Service Co. 











Convention Delegates Must 
Walk, Western Dealers Say 














[? is reported that a number of auto 
dealers in the large Pacific Coast 
cities won’t supply any more free rides 
for convention delegates. 

They say there has been too much 
free riding at their expense; that the 
habit has grown to the significance of 
the old adage of riding a free horse to 


death; that their machines have run 
400,000 miles in the free-ride business 
during the past summer. 

At 10 cents a mile, all this has cost 
the auto dealers $40,000. This esti- 
mate may be too moderate. If so, 
figure it out yourself, was the comment 
of one veteran west coast dealer. 
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National Battery 
Group Loses Towne 


—_—- 


Commissioner Resigns to Give 
Entire Time to Work 
of Church 


NEW YORK, Oct. 10—The National 
Battery Manufacturers’ Association, 
which had its convention at Niagara 
Falls Sept. 29 and 30, regretfully ac- 
cepted the resignation of its commis- 
sioner, O. B. Towne, who will take an 
active part in church educational work. 
He has been very active in the promo- 
tion of the association and in bringing 
its membership up to the _ present 
broadly representative position. Mr. 
Towne was also identified with the 
management of the Asbestos Brake 
Lining Association. 

The battery manufacturers reelected 
D. H. Kelly as president, and the fol- 
lowing other officers: C. H. Smith, 
Westinghouse Union Battery Co., first 
vice-president; Ward S. Perry, Vesta 
Battery Corp., second vice-president; 
J. B. Perlman, Hartford Battery Mfg. 
Co., secretary; Paul M. Marko, Marko 
Storage Battery Co., treasurer; Leon 
A. Doughty, Carlile & Doughty Co., 
Inc., director, and J. D. Wanvig, Globe 
Electric Co., director. 

The association adopted a recommen- 
dation that the standard guaranty for 
batteries adopted in May, 1925, be re- 
vived, and discussed the plan for a book 
of specifications for automobile bat- 





teries. 
Auburn Cars on Hand at 
Lowest Point For the Year 


AUBURN, IND., Oct. 183—The stock 
of Auburn finished cars at the factory 
and in the hands of dealers is lower at 
present than at any time during the 
year, totaling 1500 cars or about two 
cars per dealer, a survey made by E. L. 
Cord, president of the Auburn Auto- 
mobile Co. shows. 

Since 1924, Auburn has increased its 
sales organization by 251 dealers, bring- 
ing the present total to 731. 


Clark Sails for England 


To Form Bendix Company 


SOUTH BEND, IND., Oct. 10—Her- 
bert Clark, of Bendix Brake Co., sailed 
for England where he will establish a 
British organization to manufacture, 
service and sell Bendix self-energizing, 
mechanically operated, four - wheel 
brakes for cars, trucks and buses. 


Voorhees Has G.M. Position 


. DETROIT, Oct. 13—Announcement 
is made of the appointment of J. H. 
Voorhees as sales manager of General 
Motors G. M. B. H., Berlin, Germany. 
Mr. Voorhees, with his family, plans 
to sail from New York tomorrow on 
the S. S. New York. Mr. Voorhees has 
been Succeeded by C. A. Lewis as 
assistant to the general manager. 
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How’s Your Batting 


several weeks refer to accessories and equipment, 
senger automobiles. 
ence to the news columns and advertising pages of Motor AGE. 


Average on These? 


ERE are 10 more questions to test your knowledge of the industry. 
It is interesting to note that many of the questions in the last 
as well as pas- 
Most of these questions can be answered by a refer- 
Have you 


sent in your questions and answers yet? 


10. 


1. What manufacturer uses the phrase, “Turning Water 
into Gold,” and what product does it identify? (Asked 
by A. F. Hurd, Beckley-Ralston Co., Chicago, III.) 
2. What company uses the argument, “Time wasted wait- 
ing for a Hand Tool is money lost,” in its current adver- 
tising? (Asked by Matt Dittman, Phila., Pa.) 
3. “Standitall”’ is the trademark of what product of what 
company? (Asked by L. G. Wilcox, Cleveland, Ohio.) 
4. What is an Oilostat? (Asked by F. O. Kirkpatrick, Chi- 
cago, Ill.) 
5. ew the missing word, or words, in the slogan, “If it’s 
product it’s the leader in its line.” (Asked by 
P. de Philpott, New York City.) 

6. Va-Car is the trademark of what company? (Asked by 
Matt Dittman, Phila., Pa.) 

7. What are Hexdees? (Asked by C. K. Brauns, Detroit, 
Mich.) 

8. What is the derivation of the trade name, 
(Asked by D. C. Taylor, Phila., Pa.) 

9. What is an ilerlite? (Asked by A. J. Maginnis, Cleve- 
land, Ohio.) 

10. What is meant by Stormizing? 

Dexter, Chicago, III.) 


ANSWERS TO OCT. 6 QUESTIONS * 


Good mechanics prefer to own their own tools because they get better 


acquainted with what they have to work with and hence improve 
their results and make more money. They also get greater satisfac- 
tion from their work when they are independent of other men’s tools. 
(Asked and answered by Matt Dittman, Phila., Pa.) 

The slogan, ‘“‘The Wrench People,” is used by J. H. Williams & Co., 


Buffalo, N. Y. (Asked and answered by Tom WHudson, Buffalo, N. Y.) 
Lubricating oil does not freeze in winter, although it may become 
very stiff. If ice is found in the crankcase it is most likely from 
water which has condensed there. (Asked and answered by A. F. 
Denham, Detroit, Mich.) 

The Nelson Bohnalite piston is described as “the light alloy piston 
with a steel backbone.’’ (Asked and answered by C. K. B., Detroit, 
Mich.) 

A voltage reading on a storage battery is of value only if the battery 


is being charged or discharged. (Asked and answered by C. A. Engel- 
beck, Chicago, III.) 


Weather King products (car heaters and radiator shutters) are man- 
ufactured by the Metal Stamping Co., Long Island City, N. Y. 
(Asked and answered by P. J. Philpott, New York City.) 

The end-play in the crankshaft of an engine is controlled by only 
one main bearing because the shaft elongates when heated by running 
and would bind if the play were controlled by more than one bearing. 
(Asked and answered by L. N. B., Indianapolis, Ind.) 

Edward R. VerLinden is president of the Peerless Motor Car Corp.. 


Cleveland, Ohio. (Asked and answered by L. D. S., Cleveland, Ohio.) 
A 3-in. cast- iron piston would be fitted with a .003 in. skirt clearance. 


The rings would have an end-gap of .009 in. The difference in piston 
and ring clearances is due to the fact that the ring expands 3.1416 
times as much as a cast-iron piston. Ring expansion is figured by the 
circumference of the ring, while the piston expansion is figured by 
the diameter of the piston. (Asked and answered by Joe Cunningham, 
Melrose Park, Pa.) 

Prosperity Boulevard runs through every city, village and town in the 
United States, according to an Oakland-Pontiac advertisement in the 
current issue of MOTOR AGE. (Asked and answered by C. A., 
Pontiac, Mich.) 





Duco? 


(Asked by Walter E. 





* These answers are not guaranteed to be correct but have been obtained 


from sources we believe to be reliable. 
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Gas, Oil and Hot Dogs—Drive In 


XTRY! EXTRY!! It is 

rumored that the Ford Motor 

Co. is contemplating the production 
of a new model. 


Chevrolet to build factory at At- 
lanta. Why doesn’t some reformer 
suggest that a Chevrolet be given to 
the departing guests of the Federal 
Prison instead of the customary (is 
it five bucks?) 

& 


If the new Chrysler models are to 
have Triplex glass, asks the office 
stenog., why foah brakes? 

oF 

Franklin “Airman” has larger 

engine. Nothing has been said yet 


about traveling vast distances on 
nothing more than one sandwich. 


News item in Motor AGE an- 
nounces that the Dunn Motor Co. is 
now handling the Star. Why call it 
Dunn when it is just Star-ting. 


““Be-A-Life-Saver” is the slogan 
in Massachusetts since the safety 
campaign originated by the A.E.A. 
went into effect. “That,” said the 
automobile driver, “is better than 
being sent up for life. 


It takes little nerve to bone a 
smoke. But it takes a steel back- 
bone to Bohnalite. 


We hear that stuffed rattlesnakes 
are a failure as far as warning 
people to keep out of snake infested 
canyons of Nevada are concerned. 
Why not get rid of these stuffed 
pets by giving one with each bottle 
of near pre-war stuff? 


Car Laundries are now referring 
to their places as Beauty Stations. 
No doubt the Shock Absorber places 
will call theirs Comfort Stations. 


W. H. Lolley is manager of shock 
absorber sales for the Indian Com- 
pany. Since he is the father of the 
sales department, is it proper for 
the salesmen to refer to him as 
Lolley Pop? 


Slogan suggestion for an Akron 
manufacturer of fan belts and 
other products :—‘“‘Don’t be annoy- 
ed. Be Farran-oid.”’ 


Spratt Motor Co. has_ been 
chartered in Hickory, N. C. Is this 
our old friend, Jack? 


Automotive jobbers buying Pret- 
zels by carloads, says Johnson 
Motor Products Co. advertisement 
in Motor AGE. They’re laying in 
their Alcohol and Pretzels for the 
winter. 


An Erskine stock car won the 
Geschicklichkeitsprufung of the 
Allegemeine-Deutsche Automobil- 
Club and the Automobil-Club von 
Deutschland, at Hamburg, Ger- 
many. Thank God, that’s settled. 


“Pedestrians act like they owned 
the streets,” growled the driver of 
the big car. “And some of the 
drivers act like they owned the cars 
they drive” rejoined the pedestrian. 


Remember that 99 out of every 
100 salesmen, had “Buy, baby Buy” 
sung to them in infancy,” cautions 
the office stenog. 


National Casket Co. sells Kissel 
funeral cars. This reminds us, and 
always will until something is done 
about it, that Kissel ought to have 
preference in the use for its funeral 
cars of such names as “Silver 
Phantom” and “Gray Ghost.” 

. ® 


Moon opens branch. And this 
Moon does not run around in circles. 


Wiley on European trip. Was 
he? (Just overlook this one.) 


Kansas City wrecks 125 cars 
monthly. St. Louis hasn’t been 
heard from since the tornado. 








meat. 








John Cleary Says— 


The automotive salesman who works only half the time ts 


like Shamus and his pig. 


Shamus liked bacon that alternated strips of fat and lean 


So he fed his pig every other day. 


Result—the meat was all lean. 
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The new three-story building which now 
houses the general offices of the AC Spark 
Plug Co. at Flint. 


Here's Dust 
in lour € ‘ye 


The man at right whom you envy so 
heartily is A. J. Schamehorn, manager of 
the G. M. Steel Pier Exhibit at Atlantic 
City. And the cause of the envy is Miss 
Lois Delander, of Joliet, Ill., the incum- 
berit Miss America. Armond T. Nichols, 
pageant director general, at left. Don’t 
expect us to say any more. 


The used ox problem 
being solved in Neal 
Adair’s native Ver- 
mont. Herbert Buck- 
man, manager of the 
Cleveland Automo- 
bile Manufacturers 
& Dealers Associa- 
tion, is the one with 
the hat on. 


ee 







“The motah awaits 
without, milord.”’ 
With this ingenious 
rig the Buick dealer 
at Southend, one of 
England’s popular 
watering places, 
created a bloomin’ lot 
of interest and put 
over Buick Show 
Week with a blawsted 
percussion. 
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SK ’em to buy” has been and still is a 
good slogan for the salesman, but 
the experienced business-getters on the force 
know that there are ways and ways of asking 

em. “How about buying a Snifty-Six?” has been ar- 

gument enough to sell some automobiles, but some- 
thing more potent is necessary in a vast majority of 
cases nowadays. 

And typewriters have been busy in recent years, re- 
cording manuscript for articles, pamphlets, books and 
merchandising talks designed to simplify for the helpless 
automobile salesman the inner mysteries of sales psy- 
chology, approach, attention-getting, conviction and ac- 
tion-getting with which he has been told he must be 
familiar if he is to get the prospect’s name on the now 
trite dotted line. 

When first some honest-to-God salesmen, who hap- 
pened to have the ability to write as well as talk, began 
to put down in writing the practical things they had 
learned about selling, the old timers on the force gave 
them a loud horse laugh and passed by on the other 
side. The same thing happened when some of the prac- 
tical-minded among the psychology professors began try- 
ing to show the salesman how a few of the principles 
developed by this new science might be used to advan- 
tage in sales work. The back-slappers would have no 
truck with this new-fangled nonsense and kept on put- 
ting over fast ones and passing out the cigars. 
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M akes These B uyers 







Some of the younger fellows, however, began to think 
as how there might be something in this sort of thing. 
They did a bit of investigating. They studied some. 
And pretty soon it began to get so that a salesman 
didn’t feel like his shirt had blown off in the public 
square if he were caught by one of his associates read- 
ing something that might help him in his business. 


But then came the Boys with the Typewriters. They 
began to make selling easier yet. They wrote books and 
sold courses which guaranteed to show you how to make 
big ones out of little ones practically without the appli- 
cation of any gray matter or the utilization of any shoe 
leather on your part. 

Then—Came the Dawn!—as our newer school of 
novelists say. 

And in many ways it was too bad, because there is a 
wealth of excellent and helpful things to be learned 
from current trade literature, from books on automobile 
selling written by intelligent, practical men and from 
talks by factory sales executives on occasion. Most of 
the difficulty has arisen from the tendency of most of 
us to read informative material with an attitude of 
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Buy ‘This : 








“Well, what 
have you got 
for me?”; an 
attitude 
fraught with a cer- 
tain belligerency, a 
certain rigidity of mind 
perhaps. So much more 
can begained when the 
article or book or talk is ap- 
proached—not merely with an 
open mind—but with a grasping 
mind, a mind reaching for mental food and defi- 
nitely attempting to assimilate that food in the 
way best suited to its own needs. 
: Probably there isn’t a dealer or a member of a 
, dealer sales organization in the country today 
.- who cannot weekly gain a vast store of useful in- 
formation and mental stimulation from written 
material appertaining to this business of selling if he 
can but visualize that material as something to be fitted 
into his own mental background rather than as some- 
thing to be absorbed and followed like a formula in one 
extreme or discarded as “the bunk” in the other. 

Nowhere is this better illustrated than in connection 
with actual automobile sales material. 

Many things influence people to buy automobiles and 
parts and accessories. Students of psychology and mar- 
keting methods frequently have broken down into clear 
logical divisions the different “groups of influences or 
forces which determine what purchases will be made.” 
Put down in black and white and arrayed one after the 
other in order, these motives seem quite distinct from 
one another and the problem of selling, for the moment, 
Seems to be merely that of finding out the particular 
one of the group of motives which will actuate the par- 
ticular prospect. We read a book of that kind quite 
recently—a very good book, by the way. 

So clearly defined and so logically reasoned is the 
discussion of the different motives for buying, as to 
make the reader feel a new light shining through his 


By Norman G. Shidle 


Directing Editor, Chilton Class Journal Publications 


mind as regards how he may analyze, approach and 
handle his car prospects the next day. Emotional and 
rational motives are differentiated: pride, ambition, 
emulation, desire for innovation, desire for comfort, 
desire for recreation, and self-love, in one book for in- 
stance, are listed under the first category; and under 
the second, dependability, economy, money gain, and 
convenience. Each of these is explained and discussed 
and the salesman-reader gets a really good picture of 
how these various motives may influence buying. 

But when he gets away from the comfort of his arm 
chair and goes out to call on the Hon. George Ritzbaum, 
whom he has been working on for several weeks, he 
suddenly finds it hard to size up that particular man 
in the definite and segregated terms of the material 
he was reading the night before. The two just don’t 
quite seem to hook up; the reading begins to seem 
academic. “Probably it was just a lotta bunk after 
all,” the salesman may begin to figure. 

That isn’t the trouble at all. The trouble usually lies 
in too direct an attempt to apply general knowledge and 
principles to a single specific instance. 

But before putting into practice the knowledge gained, 
the salesman has to realize that in any given instance, 
the motives actuating his prospect probably aren’t 
nearly so clean cut nor logically arranged as to lend 
themselves to anything like so detailed a classification. 

Usually, it seems to us, a prospective buyer is likely 
to be motivated by several influences at once. Moreover, 
the combination and power of each of these influences 
probably change a thousand times during the process 
of the sale. 

Factory sales conferences, trade press articles, books 
or pamphlets—all of these sources offer constant and 
valuable material to the dealer or salesman who sees 
their possibilities and utilizes them intelligently. None 
of them will provide a formula for making sales with- 
out continuous thinking and working; all of them will 
help enlarge the salesman’s background and help make 
his mind a more sensitive plate upon which may be 
vnhotographed the reactions of his prospects. 
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Why Some Dealers 





F you are not a suc- 

cess, don’t blame God, 
don’t blame the manufac- 
turer, don’t blame your 
competitor, don’t blame 
business conditions. Go 
into your own sanctum 
sanctorum, close the door 
and kick your own pants 
—because they hold the 
fellow who is responsible. 














AM a sales promotion man. 
I know that many people 
wonder just what reason or 
excuse a sales promotion 
man has for being on the payroll. 

Many people confuse sales pro- 
motion work with that of adver- 
tising and publicity. We get the 
credit—or blame—of originating 
all the freak ideas, all the speed 
runs, all the _ cross-continental 
drives, all the bathing beauty con- 
tests and lotteries. 

Some people even blame us for 
writing the advertisements. 

However, I have an entirely dif- 
ferent conception of the functions 
of a sales promotion department. 

Advertising seeks to educate the 
purchaser, while sales promotion 
seeks to educate the seller. 

Advertising serves to mold pub- 
lic opinion and arouse interest, on 
the part of the buyer, in a given 
commodity or article of merchan- 
dise. Sales promotion work, as I 
view it, serves to underwrite the 
success of the advertising and 
publicity campaigns by teaching 
the merchant and the salesman 
how to cash in on the favorable 
impression created by the adver- 
tising. 

I have just returned from an 
extensive trip throughout the 
states of the East and Middle 
West. On this trip I called upon 
and interviewed some three hun- 
dred or more automobile dealers, 
handling various competitive makes of automobiles. 

I wanted to study conditions at first hand. I wanted 
to gather opinions and views of dealers upon a number 
of problems and phases in order that I might be more 
effective, might render greater service and have a bet- 
ter knowledge of what to teach. 
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My principal objective on this trip was to find out 


why some dealers succeeded and others failed. I was 
interested in getting from each dealer his conception of 
his job, of his duties and responsibilities. I wanted to 
know how he managed his business. I found that suc- 
cess did not run with any particular line or make of 
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FAIL 


q They Disdain to be Guided by the 
Lamp of Experience 
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By Roland Rowland 


Sales Promotion Manager, Willys-Overland Co. 


cars. Nor did local business conditions prove an insur- 
mountable barrier for the successful merchant. 

Someone has said that the successful man was one 
who knew what had to be done, knew how to do it, and 
then did it. A study of the successful merchants and 
their methods revealed nothing that was new or start- 
ling. 

Furthermore, the dealer in one make of car found 
that certain fundamental policies of Sales Management 
—of Service Management—of Business Management— 
worked as successfully for him as they did for the 
dealer in another make of car. 

Any dealer who followed these principles was success- 
ful, regardless of the prosperity of his community. 

Why did the unsuccessful dealers fail? 

Because they either did not know what to do, or how 
to do it, or knowing these 
things failed to follow through. 

They could not forecast their 
business. They did not keep 
adequate records, nor did they 
study the records which they 


had. Factories 
maintain exten- 
sive research 
departments and a corps of 
sales analysts who use their 
accurate knowledge of what 
has happened in the past, 
and what is happening now, as a guide of 
what will happen in the future. 

Remember Patrick Henry’s statement: “I 
have but one lamp by which my feet are guided 
and that is the lamp of experience. I have 
no way of judging the future but by the past.” 

So these unsuccessful dealers not knowing 
what had gone before were traveling in the dark and 
did not seem to be greatly concerned. 

They did not know how many cars they could sell. The 
factory quota on their contract was their only guide. 
And yet that figure was determined six months in ad- 
vance by a group of men 600 to 1000 miles away. They 
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were ignorant of the body types to 
order, of the proportion of coaches, 
sedans, etc., which would make a bal- 
anced stock. Nor would they send in to 
the factory their reports of previous 
week’s or month’s sales by models, so 
that neither factory nor dealer could do 
more than guess. The result was “slow 
sellers,” slow turn-over of invested capi- 
tal and periodic clean-up sales, where 
prices were slashed and profits lost. 

There was no systematic effort to 
locate buyers. That most important job 
was left to the salesmen who were indif- 
ferently trained and who had little di- 
rection, and yet the location of 
the buyer is a job of sales man- 
agement and not of salesman- 
ship. 

They did not know the condi- 
tion of their live prospect file: 

(a) The number of names 
contained. 

(b) The types of cars wanted. 

(c) The kinds of cars offered 
as trade-ins. 

(d) The length of time in the 
file. 

I asked one dealer what his file clerk did and he told 
me she handled the files. He paid her $100 per month, 
or $1,200 per year, yet did not know what she was sup- 
posed to do or whether she was doing it properly. 

They did not know how many prospects were needed 
to produce a given number of sales. 

Some did not even know how many sales they had to 
have, or the gross profit they had to accumulate, to pay 
the overhead and meet expenses. 

They had no definite course of training for their 
salesmen. They hired them indiscriminately and in hap- 
hazard fashion gave them some catalogs and literature, 
sometimes an order book, gave them a slap on the back 
—or a kick in the pants—and sent them out to locate 
buyers and secure orders. 

And then if the salesman failed, seldom was he fired. 

It is a job of sales management to train salesmen, 
and salesmanship has nothing to do with it. 

Few dealers properly supervised the activities of their 
salesmen. Most salesmen will do only what they are 
told. Seldom does a salesman work harder than you ask 
him to. 





They did not analyze the salesmen’s efforts: 

(a) Relation of calls and interviews to sales 

(b) Relation of “demonstration” to sales 

(c) Relation of “appraisals” to sales 

(d) Relation of “prospects brought to store” to sales 

(e) Relation of any of these items to the other. 

Yet it is the job of sales management to study each 
salesman and his work in order that ignorance and 
weakness may be transformed into knowledge and 
strength. 

The only cure most unsuccessful dealers had for 
weakness or laziness in a salesman was a liberal use 
of turpentine. 

Few dealers pay any attention to the proper display 
of their merchandise. Few realize the value of their 
show windows. Every so often I attend the opening of 
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Roland Rowland, sales promotion 
manager of Willys-Overland, Inc. 
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a new showroom or building staged by 
one of our dealers. And everything is 
new and attractive, attention has been 
paid to decorations and to lighting 
effects. The public surge in because of 
the newness and because of the change 
in display. Yet I can go back months 
later and find the same decorations, the 
7 same lighting effects and the cars set in 
* exactly the same positions. 


Sometimes I find they are the same 
cars. 


And, of course, the public has quit 
surging in. There is nothing new or 
novel to arouse their interest or curios- 
ity. Consider department stores, 
or cigar stores, or drug stores, 
or almost any progressive retail 
merchant in any other line. They 
realize the value of their show- 
windows and they periodically 
rearrange their stock. 

It is the managers job to 
watch these things. He cannot 
leave such matters to salesmen 
nor can I see why he should wait 
until some guy from the factory 
reminds him of them. 

Few had any idea of how many used cars they would 
have to sell if they secured the desired amount of new 
car business. Which, of course, brings up the whole 
used car question. 

The successful automobile dealer is one who is used 
car minded, instead of new car minded; who realizes 
that he must sell nearly twice as many used cars as he 
does new cars. 


The successful merchant realizes that the used car 


buyer is just as necessary as the new car buyer and his 
good will must be cultivated accordingly. Volumes have 
been written and enough talk made about the used car 
business until there is little new to be added. 

Some dealers blame the factories, others blame their 
competitors, many place the responsibility upon the 
shoulders of the poor salesmen. 

Yet let me tell you of an instance that I ran across 
the other day in a certain city of about half a million. 
I checked every fact personally, so I know I am in pos- 
session of the facts. 

A prospective purchaser had a seven passenger tour- 
ing car 1924 model eight cylinder engine. 

The Blue Book valuation was $225, from which had to 
be deducted reconditioning costs and selling expense. 

Dealer No. 1 offered $660. 

Dealer No. 2 offered $650. 

Dealer No. 3 offered $600. 

Dealer No. 4 offered $666. 

Dealer No. 5 offered $875. 

One of our three dealers in the town offered $666, and 
so the two others offered the same amount. A salesman 
from our branch brought back the signed order and a 
deposit of $100 by offering $666.50! 

And we turned the order down, so Dealer No. 5 got 
the deal at $875, in spite of the fact that two of the 
other dealers raised their bid to $750. Now, I ask you, 
what earthly good can the manufacturer, or the 
N.A.D.A., or all the books, or all the speeches, do with 
a situation like that? 

(Turn to page 36, please) 
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When the Woman Speaks the 
Industry is Quick to Listen 
and to (Comply With Her 
Desires. Some lmprove- 
ments She Has 
Influenced 


By K. S. Clapp 


Sales Manager, The United States sa 
Air Compressor Co. 


Ur are, ... 


were men, and barber shops catered only to 

masculine custom? Do you remember those 
comfortable “hang outs” of a vanished era whose 
masculine serenity was disturbed only by the passing 
of Doc’s red Ford? 

Then came bobbed hair, shingles and boyish cuts. 
And the erstwhile sanctuary of the stag changed to 
the modern “Bobber Shoppe.” Gone are the sanded 
floors—the spittoons—the weather beaten row of 
chairs. Gone are the noisy arguments as to whether 
Bryan had a chance. And the boisterous stories of 
somebody’s new car being towed home. The shaving 
mugs have gone, too, and in their place is a well ap- 
pointed studio-like shop, tastefully decorated and well 
lighted. Mirrors brilliantly polished and spotless adorn 
the walls. Conversation is restricted to remarks about 
marcels, and ladies look askance when a mere man 
responds to the call of “Next.” 

But it is not only in matters tonsorial that woman 
has effected a noticeable change. 

Take the case of the automobile, or if you must have 
it, the motor car. Long before the woman driver had 
become an accepted fact, she had begun to make her 
influence felt in motor car construction. At least so 
Say those high foreheaded experts who tell us about 
the cycle of business. 

Take the closed car for instance—today it is prac- 
tical, convenient, depended upon for everyday service. 
Who can tell what feminine influence inspired the 
building of the first sedan? Perhaps it was because 
the woman in the family objected to the long flapping 
dusters and veils which adorned the first “tourists”; 
Perhaps it was because sunburns in those early days 
were things to be avoided. But whatever the particular 
influence may have been, tops went up to stay up and 
glass kept out the mischievous breeze. And now 75 
ber cent of present-day automobile construction is in 
Closed cars. Men who first designed them to make 
their women content demand them for comfort through 


snow, sleet, frost and even the dust laden air of the 
highway. 


ID you remember the “good old days’ when men 
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with the 
closed car 
came many 
other improve- 
ments and con- 
veniences then con- 
sidered luxuries, but 
today considered as 
standard. While a man 
might put up with the 
necessity of cranking a car, 
milady would have none of it, 

and so the improved electrical systems were developed. 
Specialized battery and ignition service stations are 
almost as prevalent as garages to render quick service. 
Ask the proprietors of these establishments the per- 
centage of their women customers as compared with 
men and you'll surely be surprised with the answer. 
Tires, too, came in for their share. The old-fashioned 
smooth tread, “good-for-3000-miles” tire didn’t con- 
tribute to the feminine idea of what was nice in tire 
service. Tire changes make soiled hands—sometimes 
blisters—always profanity, all the negative appeal to 
the woman driver. Today tires are not only expected 
to last two years but they must harmonize with the 
general beauty of the car. Auto club service is at hand 
when a tire change does happen to be necessary. 

If you have ever noticed the cretonne on the daven- 
port, you’ll know who started the seat cover idea, and 
artistic window awnings. A cover on the sofa helps 
to keep it clean—why not a cover on the mohair in 
the car that the family now uses more than any piece 
of furniture? Clean, good looking cars are now the 
order of the day, the woman of the household has 
spoken, and the industry is quick to comply. 

When she can afford to do it the woman owner or 
driver makes her car as attractive, comfortable and 
luxurious as she does her boudoir. Formerly she read 
fashion or garden magazines before the afternoon nap 
or evening retirement, but now she reviews the pages 

(Turn to page 42, please) 
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In Pursuing the Path That Others Have Trod, the Prospecting 
Dealer Will Find the Cards Stacked in His Favor. 
On His Part the Task Requires Only a Will. 
Here -Are the Tested Ways That Have 
Brought Success to Many. 


may] ACK in the woolly days when gold dig- 
S4!| gers wore a month’s growth of hair in- 
stead of short skirts, the prospector led 
a merry life on the sidewalks of the 
West. If the dime novels we read behind 
our grammar school geography were not 
wholly the brainstorms of fanatic fic- 
tionists, it can be said that many of the bewhiskered 
gents went out into plain and range country with pick, 
shovel, pan, grog and hard tack and some returned with 
prospects of riches; others provided the vultures with 
succulent viands. 

But, however fate dealt with these hardy prospectors, 
it is safe to declare that they knew what they wanted 
and were prepared to suffer all sorts of hardships in 
order to attain their objective. If you are up on yellow 
literature you will recall that it was nothing unusual 
for a prospector to awaken in the dead of a silent, 
western night and by the light of overhead stars find 
himself blinking at the poised head of a rattlesnake that 
had coiled itself upon his manly, hirsute chest. 

Or perhaps he was startled into an upright position, 
hand on holster, by vulpine howls that drew closer, 
closer, and mounted to a shuddering crescendo as the 
wolf pack hemmed him in. 

Sometimes the snake won. Sometimes the prospector 
managed to find brush enough (shaving must have 
helped) to keep his fire burning until morning, or 
possessed enough cartridges and skill to close the awful 
eyes that glared out of the darkness beyond the dancing 
light of the fire. At any rate the thought of hardship 
did not deter these pioneers. 

Several facts stand out prominently with regard to 
the prospectors of the gold rush days: they were fully 
aware that no amount of loafing in the Lucky Penny 
Cafe would enable them to make a strike, and that to 
find gold and stake out a claim required hustling. Ac- 
cordingly they hustled. But in so doing they didn’t hire 
boats to sail uncharted seas. They plumbed the hills, 
the valleys and the streams which had been tried and 
found not wanting in the precious metal. Pursuit of the 
new and the novel they reserved for their social hours; 
in the business of prospecting they were content with 
the commonplace. 

And today’s new form of prospector—the automobile 
retailer, the gold ore of whose business is the car pros- 
pect—can derive profit from the lesson taught by the 
old-timers. He must busy himself to accumulate the 
ore that will enable him to enjoy a steady and plentiful 
flow of business by concentrating upon sources that 





have been prolific of prospects for years on end. 

In pursuing the path that others have trod, the pros- 
pecting dealer will find that the cards are stacked in 
his favor; that no wolves or reptiles lurk along the way; 
that external factors are prepared to assist rather than 
hinder. Indeed, prospecting for prospects is a task quite 
simple. On the dealer’s part it requires only a will. Here 
are the ways that have brought success to many. 

The names that should be the first to go on a prospect 
list are the persons to whom you already have sold a car. 
They are potential repeats, depending, of course, upon 
the. nature of the service you give them and the other 
means you undertake 
to convince them that 
your interest in them 
and the car did not , ~@# @ 
cease with the sale. <a Vea 
The satisfied customer ~“<@8ige 
cannot do otherwise 
than look with favor 
upon the man who 
sold him satisfaction. 

Next come the 
names of all the car 
owners in your terri- 
tory. This does not 
entail any house to 
house canvass on your 
part, nor the purchase 
of gum-soled shoes and a mail course in sleuthing. These 
names can be obtained from license lists and if you do 
not have access to such records, there are list companies 
at the state capital that will supply this service at 
reasonable cost. If the names of such companies are 
unknown to you a letter to the secretary of the capital 
city’s chamber of commerce will doubtless bring you 
the desired information. 

This territorial list will need breaking down into 
price classes. Three groupings will result: owners of 
cars in the same price class as the car you sell; owners 
of cars in a lower-priced class, and owners in a higher- 
priced category. The first group represents competitive 
cars and since competition breeds familiarity it would 
be superfluous to suggest what use you could make of it. 
The second group introduces you to many individuals 
whose ownership of a car has aroused a yearning for 
something better. It becomes your job to satisfy that 
“ven.” Grouping the third brings us in contact with 
the owners whom dealers in low and medium-priced 
cars have a right to regard as second-car prospects. 
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For further comprehensiveness 
procure membership lists of golf, coun- 
try and other clubs in your locality; get from 
the county records a list of mortgage loans 
and the due dates, and get to the prospect just ahead of 
the due date; get a list of the officers and directors and 
the due dates of dividends of the large industrial cor- 
porations in your section. In regard to the latter your 
banker will be able to assist you. Dividend time is the 
best time to talk to this type of prospect. 

After you have milked dry these come-and-get-me 
sources of business nutrition, your next allotted task 
will be to keep your eyes and ears open, because what 
you hear and what you see may put you on the trail of 
the prized prospect. 

For instance, you pick up the evening or morning 
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ODAY’S form of prospector—the 

automobile retailer, the gold of 
whose business ts the car procpectc—can 
derive profit from the lesson taught by 
the old-timers. He must busy himself to 
accumulate the ore that will enable him 
to enjoy a steady and plentiful flow of 
business by concentrating upon sources 
that have been prolific of prospects for 
years on end. 


iad 


paper and in sifting the news from the advertisements 
come across an item chronicling the unfortunate 
“accident at the corner of Criss Avenue and Cross Street 
last night in which the automobiles of Joe Snook and 
Harry Trout crashed head on, resulting in costly dam- 
ages to both vehicles.” If you are alert to possibilities 
you will not emit a mildly sympathetic “Lucky they 
weren’t killed” and turn to the comic strips. No. What 
you will say is “I’m glad they weren’t killed; they’re a 
pair of live prospects.” And there and then you will 
make note of the names and addresses, add them to 
(Turn to page 41, please) 
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UR hand tools,” says Fred Hahn, successful 
Studebaker dealer of Western Springs, IIli- 
nois, “are the backbone of our service de- 
partment. True, our heavy shop equipment 

is indispensable, but it is the complete hand tool 
equipment, which I insist on every: mechanic having, 
that makes our shop a success. 
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By C. Edward Packer 
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“Of course, no two tool kits are exactly alike but 
there are certain items which I insist on and which 
all good mechanics want, and these are a set of high- 
grade detachable head socket wrenches with “L” 
handle, speeder handles, a rachet handle, extensions 
and a universal connection for the places hard to 
reach. Then a complete set of special alloy steel open- 
end wrenches completes the foundation. 

“But this is only a foundation. To this must me ad- 
ded hammers of different sizes, chisels, punches, files, 
a hack saw, screw drivers and many other items de- 
pending on the nature of the work in which each man 
specializes. 

“And you’d be surprised how the average mechanic 
is lacking in many items. Our boys, however, know 
that they must keep their hand tool equipment com- 
plete, so when the jobber’s salesman calls I introduce 
him to the fellows and they order such items as they 
may need. I let the jobber bill me and I in turn de- 
duct a small amount each pay day until the tools are 
paid for, and in this way the boys can get the highest 
grade tools and never miss the money.” 

The wisdom of Mr. Hahn is reflected by his profita- 
ble shop and the number of new and used automobiles 
that good service sells. 

But just what is a complete set of hand tools? 

Of one thing you can be sure, and that is that no 
tool equipment is complete because of the quantity 
of tools in it. The first requirement of the complete 
tool kit is quality. Unless each tool is of the correct 
design and material the tool is a liability and not an 
asset. 

Volumes could be written on the metallurgical 
study behind a simple open-end wrench, but such dis- 
cussions have no place here. The wise serviceman 
of today does not worry about the grade or alloy of 
steel that goes into a tool. Instead he buys tools with 
a reputation. 

Because of the frequency with which the following 
tools are needed they should be in the kit of every 
man who would be known as a real mechanic: 

1. Set of double-head, open-end wrenches with 
openings to fit S.A.E. nuts from 4% in. to 11/16 in. 

2. Set of tappet adjustment wrenches. 

3. Water pump pack nut wrenches. 

4. Set of sockets from 7/16 to % with offset han- 
dle, ratchet handle, 6 in. T handle, 12 in. T handle, 
sliding T handle, long and short brace or speeder 
handles, long and short extensions, and a universal 
joint. 

5. Set of 90 deg. open-end wrenches for brake ad- 
justments and places hard to reach. 

6. Set of impact type wheel pullers. 
7. Ignition adjusting wrench set. 
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And a (hart of Operations That 1s Convincing 
Proof of the Requirements Enumerated 


8. Two pairs of combination pliers, 


7% in. 


9. Screw drivers, 2, 4, 6 and 12 in. in length. 


10 Oil can. 
11. One pair of side cutters. 


D 


in. and 


Adjustable-end wrenches, 4, 6, 8 and 12 in. 


Hand drill. 
Set of twist drills. 
Hack saw with extra blades. 


(Turn to next page, please) 
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OPERATION TOOLS REQUIRED (NUMBERS CORRESPOND WITH TOOL LIST GIVEN ELSEWHERE) 
DESIGNATION WORK INVOLVED 11/2/1314 15 16 17} 8/9/10 J 12} 22 [15 | 14 115 116 117118) 19] 20] 21 j 22 | 25} 24 25 | 26 | 27 | 28 | 29 | SO} 31 
F 13 | Adjust steering system to take 
out all lost motion. x x x xi x| x x| x x x x 
D 1/R&R radiator assembly |x x xix| x] x|x x x x 
D 6 | Hose, renew x x x |x x 
D 8] Fan belt, renew x x x 
D 135 | Water pump packing, renew. x x|x x| x x 
D 14/R & R oil pump for inspection. |x x xi|x-| x] x] x x x 
D 18 | Adjust oil pressure x x x 
A 1/R & R carburetor x x x |x x} x a 
A 4/|Ges tank, R «= R, for cleaning. | x x x |x x| x x 
A 6\|Muffler, R & R or renew. x x x x| x x 
B 6 |Major adjustment - all brakes. |x x |x |x x|x|x|x| x x| x x x 
B 10 |All 2 wheel brakes - reline. x x |x |x xix|x]x|x xi x|x x x x 
B 12 |All 4 wheel brakes - reline,. x x |x |x xix|xjixj| x x} x} x x x x 
© 1 |Grind blocks,fit pistons,pins, , 
bearings, and grind valves. xix |x{|x |x xix ix}; xi_ x] xi x} x x xi; x] xi xi x] x] x] xix x} x} xi x 
P 7 | Tune engine. x |x x xixi|x]}x x x x 
P 15 |0i1 pan, R & R and clean, x x x x x x 
P 15 |Sorape carbon from all cyls. x x x x x « 
Q 1 |Rings, renew all and adj.rods. |x x xix] xix] x] x{| x x{| x x | x x}; x] x x xi x 
Q 8 |Pins, oversize, install all andj ~- 
adjust connecting rods. x © xix|xjix| x xi x| x x} x xi} x] x x x} x 
Q 14 |Hone cylinders, fit pistons 
and rings. x x x |x xix; x{| x] x x |x x x xi x 
4 |Rod bearings - take up all. x x xi xj|x x xi; x} x] x x x 
V 1 |Grind valves, clean carbon 
and tune engine, x |x x x |x x x xi x x x 
V 6 |Adjust tappets. x |x x x |x x x 
K 2 |Adjust timing chain. x x x x 
K 4 |Chain or gears, renew. x x x |x x| x x xj x x 
C 1 |Adjust clutch pedal. x x x| x 
S 3 |Adjust side play of shackles. (|x x ‘" x x} x x 
S 9 |R & R spring. x x x x x x x 
R 7 |Ring gear and pinion,ad just. x x x xix x 
Rll |R & R rear cover, wash out, 
inspect gears and refill. x x x xj] x x x 
“= =1 |wheel, one rear, R & Re x x x x x|x x x 
W 3S {Tram front wheels. x x x x] x x 
M 1 IR & R fender. x x x x| x x x x 
M 5 iR & R running board. x x x x| x x x x 
X 1 |Body bolts, tighten all. x x x x} x x 
X 4 |Door glass, renew. xi xi x x 











* OPERATIONS AND NUMBERS CORRESPOND WITH THOSE IN THE CHILTON RAPID FLAT RATE PRICE LIST 
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16. Feeler gage. 

17. Hammers, 4, 34, and 1% Ib. 

18. Soft-face hammer or mallet. 

19. Valve spring compressor. 

20. Hand valve lapper. 

21. Piston ring compressor. 

22. Assortment of files. 

23. Set of cold and cape chisels. 

24. Bearing scrapers. 

25. Center punch. 

26. Pin punches. 

27. Pipe wrench. 

28. Putty knife. 

29. Contact point oil stone. 

30. Spark plug wrench. 

31. Cotter key puller. 

A steel kit for keeping these tools in good condi- 
tion where they may be readily reached should be 
provided. This kit should have rollers and a strong 
lock, 

In addition to these basic items the mechanic will 
from time to time add other tools that he feels a 
need for. Many mechanics are finding it profitable 
to their own precision instruments, such as dial gages 
and micrometers, for the guessing days are gone for- 
‘ever. Others are also buying their own reamers, 
taps and dies and other items formerly carried only 
in the tool room, for they recognize the value of time. 
‘They know that in the long run they will be paid for 
what they can produce regardless of the basis on 
which they are paid. 

Or as one mechanic put it, “I didn’t buy these 
reamers and other special tools to save money for 
the shop but to make money for myself. Every trip 
to the tool room is a loss. Even if I get just the tool 
needed it may not be in as good condition as it should 
be and again I lose time. In other words there is 
nothing like your own stuff.” 

Be this as it may, a good mechanic is justified in 
expecting the shop and tool room to be adequately 
equipped, and among other things to contain: 
benches, vises, creepers, cylinder - reconditioning 
equipment, dial gages, inside and outside microme- 


TOOL KIT 


CQO ® 
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SHOULD CONTAIN 





ters, valve refacer, valve seat reamers, expansion 
and line reamers, taper pin reamers, hoists, steel 
horses, jacks, parts and drip pans, “C” clamps, taps 
and dies, Ezy-Out screw extractors, engine stands, 
extension lights, gear and special wheel pullers, and 
such special tools and jigs as are required for any 
particular cars for which the shop is service repre- 
sentative. 

Of course no one job calls for all of the hand tools 
that a good mechanic owns. It is surprising, how- 
ever, how frequently certain tools in a kit are needed. 
To clearly picture this situation, the accompanying 
chart is presented, in which are listed representative 
service shop operations which yield probably 80 per cent 
of service station profit. (Operations are from Chilton 
Class Journal Company’s Rapid Flat Rate Price List.) 
While some tools may not show up on the chart as 
frequently as others their importance should not be 
underestimated, for without them the jobs might be 
impossible of accomplishment or very difficult. 

In other cases where tools may not be checked, it 
merely indicates that space would not permit listing 
all possible service operations, or else type of tool 
used varies. For example, some mechanics may pre- 
fer adjustable open-end wrenches for work more com- 
monly done with solid open-end wrenches. Where a 
number refers to several tools identical except for 
size, a check does not mean that all of those tools are 
needed but merely the one best fitted for the work. 

Checking the tool chart against the list of tools one 
quickly sees how constantly detachable head socket 
wrench sets and the engineer’s type of open-end 
wrench are used. Looking at the chart from the other 
angle it is easy to see that some jobs require many 
more tools than others. An example is seen in opera- 
tion O 1, which calls for grinding cylinder blocks, fit- 
ting pistons, pins and bearings, and grinding valves. 
This operation calls for 27 tools from the mechanic’s 
kit, not to mention the equipment that the tool room 
must furnish. 

The ambitious mechanic, the conscientious jobber’s 
salesman, and the shop operator will find this chart a 
guide to better and quicker service. 





Why Some Dealers Fail 


(Continued from page 30) 


Imagine men of intelligence, distributors as well as 
dealers, fighting each other tooth and nail for the privi- 
lege of losing money! 

There is no substitute for brains. 
way to manufacture common sense. 

What I want to get across is that the job of merchan- 
dising 3,500,000 new cars and nearly 5,000,000 used cars 
is one of Sales Management, rather than salesmanship. 
I am all through cussing the salesman. I think the 
retail automobile salesman has done a splendid job, op- 
erating as he does under the handicap of sit-spot man- 
agement. 

In other words, it is not the line of cars you sell, or 
the prosperity of your community, so much as it is the 
type of management you give your business. It is not 
the retail salesman, or the service manager, or the fac- 
tory, or your competitor, who is to blame if you fail. 
But 99.44 per cent of the responsibility for success or 
failure rests upon the shoulders of the boss. 


And I know of no 


The speed of the boss is the speed of the gang. 

No salesman will work any harder than the boss 
works. No salesman will work any longer than the boss 
works. No salesman will be any more enthusiastic about 
his merchandise than the boss is. 

There are no secrets about successful Sales Manage- 
ment. Know what has to be done. Know how to do it. 
Then do it. 

If you are not a success, don’t blame God, don’t blame 
the manufacturer, don’t blame your competitor, don’t 
blame business conditions. Go into your own sanctum 
sanctorum, close the door, and kick your own pants— 
because they hold the fellow who is responsible. 





Sell Your Share 

The market for alcohol to be used as an “anti- 
freeze” in the radiators of cars in the United States 
is approximately 50,000,000 gal. each winter. 
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(Cleveland Fixit Body Co, Who 
Claims Divorce--Averting 
Medal of Honor 


HAVE averted more divorces than any other man 
between Paris, France, and Reno, Nevada.” 
Joseph Schneider, shop superintendent of The 
Cleveland Fixit Body Co., candidly makes the 
statement. 

And, in fact, Schneider and his famed crew of 55 
hammering, grease-splotched, laboring mechanics are 
the original “Happiness Boys” to thousands of husbands 
and wives, and sons and daughters of Greater Cleveland. 
Why? 

Joe and his boys are specialists in straightening 
slightly bent fenders and twisted bumpers while you 
wait. They’ll remove the last trace of a bad accident 
in a few hours, or they’ll put a new body around your 
motor in a couple of days. 

It’s 7 o’clock any morning in the week except Sunday, 
and Joe opens the doors of the plant where 15,000 cars 
are fixed yearly. Here comes a woman, the first cus- 
tomer of the day. She looks with a wild stare. Appre- 
hension becomes lost in the shuffle as she quakes in a 
panicky voice: 

“Oh, Mr. Schneider, my husband’ll kill me if he sees 
what I’ve done to the car this morning—can you fix it 
before he gets home for dinner tonight?” A sob. 

Joe looks benignly at the car. This is old stuff to him. 
He gets out the tools, hammers the fender into its 
original position, puts a little paint on the place, and 
presto— 

Mrs. Jones leans over as if to kiss him. 

“Name your price,” she cries joyfully to him, and 
opens the pocketbook. Joe names the standard cost and 
a happy, yet penitent woman drives carefully into the 
street. 

Schneider soliloquizes as he bends over his work or 
directs his helpers. 

“She isn’t just another customer—she’ll mean the 
rest of the bridge club for me. Mrs. Jones will go to 
her party this afternoon and they’ll hear her story. 
She’ll tell them out of sheer joy where to go and evade 
hubby’s wrath, and tomorrow morning we get another 
batch of the same kind of customers. 

“And at night when George gets home for dinner the 
coast is clear with the car reposing peacefully in the 
garage.” 


Repair Service 


Spreads Happiness 


“When a Body Fixes a Body a Body Needn’t eng oo — 
Cry,” is the Song of Joe Schneider, of the aa 


Motor Age 


Mrs. Jones over the back fence in the morning: “Oh, 
he’s a wonderful husband to me; but my heavens! when 
I even put a scratch on the car, he simply raves.” 

Men? Joe kids them rather than sympathizing and 
comforting them. 

“Here comes Mr. Smart Husband. He’s taken a nose- 
dive at another car and the bumper is bent out of shape. 
These husbands are just as nervous as their wives. Do 
you suppose that he’s going to let the wife get some- 
thing on him? 

“No, sir. If she’d find it out, then when the evening 
drive began it would be something like this: 

“Now, George (from the back-seat), you remember 
what happened this morning—you’ve got to drive more 
carefully now—and so it goes.” 

The flappers and shieks supply the rest of the repair- 
while-you-wait business. 

“They had to beg hard for the car the night before, 
and they’re not jeopardizing their chances for the next 
time,” Joe says. “They would rather spend their allow- 
ances and get the car fixed right away than let the old 
folks know about it.” 

Plans of the Fixit company are now under way to 
provide a luxurious waiting room for the women and 
their daughters. 

These boys up at the Fixit company haven’t been in 
business for a long time—just eight years—but they’re 
mighty proud of their organization and of what they’ve 
done in that short time. 

It was back before the war. People used to come to 
a little auto repair shop down in an E. Fifty-fifth St. 
barn. Business wasn’t so good, and the young man who 
ran it found the way out by enlisting. That was the 
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Hurry jobs “before 
hubby sees the dam- 
age’ are a regular 
part of the service, 
Joe Schneider, su- 
perintendent, gives 
Cleveland Fixit Body 
Co. customers 
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turning point. 
A young miss by the name 
of Electa Hauserman, who pos- 
sessed an exceptionally good busi- 
ness head, looked the place over. 
“Why can’t I run it?” she 
asked herself. 

‘ So Electa Hauserman started 
out to get a few ideas on how 
a real automobile repair shop 
should be operated. She owned 
a car herself, but she didn’t 
know much about it. She started 
going around to different gar- 

N ages comparing methods of oper- 
ation, treatment of customers— 

| both in repair work and good- 

will. She went into these various 

| places as a customer, not as one 
in the trade asking another for 
advice. 

One day she drove into a spick 
and span repair shop that at- 
tracted her attention. She called 
the boss. 

“I believe that there is some- 
thing wrong with my steering 
Wheel,” she told him. “As I 

‘ don’t know the least thing about 

a car, would you mind fixing it 

for me? TI’ll call some time , 





These are the “happiness boys” of Greater 
Cleveland. The Fixit Body Company’s 
shop crew consists of 55 mechanics 
Seymour Brennan, at left, is the manager, 
secretary and treasurer of the Cleveland 

Fixit Body Co. 


car; you must have imagined it. It doesn’t 
need repairing. Come around again and 
if there is anything wrong we'll fit it. 
We'd be mighty glad to oblige you.” 

Right there Electa Hauserman knew 
that she had discovered one of the foun- 
dation stones upon which her future 
business was to be laid. 

And that is the way the present com- 
pany, with its area of 30,000 sq. ft. 
| compared to the 2000 in the old place, 





night.” _ | is operated. 

The mechanic told her to wait a minute, and he would There are three stockholders in the company now, 
take a look at the car. He went over the steering Miss Hauserman, her brother, Earl F. Hauserman, and 
apparatus. the present manager, secretary and treasurer, Seymour 


“Why no, miss, there isn’t anything wrong with your’ Brennan. (Turn to next page, please) 
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The Cieveland Fixit Body Co. doesn’t merely hang a service motto on the wall in foot-high letters. 


service. 


Brennan, just 26, has active control of the plant. 
The original starter is now in Kansas City, Mo., and 
her brother has too much other business. Brennan 
has carried through the first ideas and has added his 
own. Let’s hear Brennan talk. 

“Do we hang a motto on the wall that spells SERVICE 
in foot-high letters? We do not. We actually give it 
to them. They get service here in every way and our 
repeat customers’ faith proves our words. 

“A wrecked car is brought in. The owner asks us 
for an estimate on the job. We look the car over and 
make a fair price for the job. And when that auto- 
mobile is finished it is in exact accord with our original 
estimate. It may be lower, but it’ll not be higher. We 
would rather lose money than lose our customers’ faith. 
We won’t skimp to make the estimate come out right, 
either. Customers, as a rule, don’t relish the ‘skimping 
treatment,’ or overcharge, either. 

“Our business is repeat business and our people know 
that they can trust us. They are made to feel as if 
they were one of us, and that we hold no secrets from 
them.” 

“There are a lot of people who don’t know the first 
thing about a car,” Brennan went on, “but we give 
them every opportunity to acquire such knowledge.” 

And it is true. A cus- 
tomer walked in during 
the interview and Joe 
Schneider came up and | 
took him over to the | 
repaired car. Now, Y V 
Schneider is one of the , 
busiest men on E. Sixty- oa 
fifth St., but he pointed | 
out the things that would 
make future trouble im- 
possible. They talked 
for perhaps 20 minutes, 
and one was as _ inter- 
ested as the other. 

Brennan looked over 
at the two and naively 
remarked: ‘“You’ve got 
it in a nutshell. There’s 
Joe taking a real inter- 
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Liquor, over-confidence and speeding, Fixit Body officials 
say, put the dollars in their cash register. 
yourself what put the job above in the shop 
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SERVICE THAT SPREADS HAPPINESS 
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It actually gives 


Above are some of the jobs given speedy handling by the concern 


est in Mr. Thompson. 
is run.” 

It isn’t only the bosses who impart the spirit of good- 
will and fellowship to the customers. 

Each of the 55 “Happiness Boys” seems to have it 
in him. Most of the boys have been with the company 
for three years or over. They are satisfied. They work 
harmoniously and with no dissension. They are too 
busy to do otherwise. 

“Tt takes a lot of work daily to keep a crew like them 
running,’ Brennan remarked, “but say—we push them. 

“You can walk through this place any day at any time 
and you'll never find a loafer.” 

Modern inventions, from an automatic sandwich ma- 
chine for the workers to a huge sand-blasting machine, 
are used by the Fixit company of today. They are so 
equipped that repairs on an automobile from the front 
bumper to the rear can be made inside the shop. 

Most of the work is done by hand—and of course by 
specialists. 

“We never have to criticise a worker,’ Brennan said, 
“because they are all experts in their lines and they 
don’t shirk. It wouldn’t take us long to get rid of a 
shirker either.” 

Brennan believes one of the keynotes to success is 
judicious advertising. 

“A lot of advertising 
can go to waste,” he 
says, “if it is placed 
= wrong, but good adver- 

4k ge 
tising pays, and we do 
a lot of it.” 

Brennan and Schneider 
have their own views on 
the conditions that bring 
the business in. 

“Liquor, overconfi- 
dence and speeding put 
the dollars in our cash 
register. 

“The early morning, 
when a lot of drivers are 
returning from _ booze 
parties or hurrying to 
(Turn to page 42, please) 


That is the way our business 
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_— (Continued from page 33) 


your list and at the same time give the scent to two 
of your selling bloodhounds. 

The same procedure applies if you read that some 
person has fallen heir to money. The attitude for you 
to take is that when the decedent bequeathed money 
he inadvertently bequeathed you a prospect. List him 
and land him, eventually if not now, as the people who 
say it with flour advertise. 

And don’t be blinded by the idea that the society 
column contains a lot of slush of no interest to you. In 
reality it’s a nugget. Where else will you get news of 
debutante comings-out, of engagements, of weddings, 
birthdays, anniversaries, returning vacationists and 
new arrivals? Such information furnishes excellent 
data for your prospect list. 

It devolves upon the eye likewise to single out the 
old cars on the street. Jot down the license numbers, 


ascertain the identity of the owners and you are ready 


to sell them the idea that they should have new cars. 

What about the ears? They serve a very definite 
purpose in the prospecting process. They are the things 
to give wide-open throttle when you are one of a group 
at the club, on the street or at a social gathering. Much 
of what they hear will not be found in the newspapers, 
not merely because it is not fit to print, but because 
it may be a little too personal in nature for journalistic 
appropriation. But not so for your assimilation. Low 
downs and inside information on individuals (what 
gathering isn’t productive of them?) may prove to be 
invaluable tips; they may even concern a _ prospect 
whom you are finding difficult to sell and may furnish 
you a new line of approach to turn the trick. 

In respect to social gatherings, it must be remem- 
bered that you never can tell what an Arabian Nights 
story will lead to. 

Are there any other ways in which you can reap a 
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prospect harvest? Yes. Get acquainted with chauffeurs 
in your vicinity, because what a chauffeur doesn’t know 
about his employer isn’t in the book. Along with your 
direct mail matter inclose stamped postal cards on which 
you request that names of prospects be returned to you. 
Keep friendly with garagemen and ask them which 
customers need new cars. Advertise in newspapers. 
Offer to your employees other than salesmen a prize 
for each prospect name turned in that results in another 
bank deposit. 

To be sure when you have availed yourself of all 
these sources of supply you will have many and many 
a duplication. But after you have waste-basketed the 
duplicates you will possess a priceless prospect roll 
which in time will have a telling effect on your sales 
volume. 

Now while this article has been addressed to car 
dealers it is not to be supposed that we mean him to 
surrender his three meals daily and his slumber and 
do nothing but write letters, pore over newspapers and 
make of himself a Peeping Tom and an eavesdropper. 
Not so, In this modern day the dealer as prospector 
has many aides and it is his duty to get their unstinted, 
everlasting cooperation. A group of hunters beating the 
bush for game is more likely to return with a larger bag 
than the lone nimrod. When a whole sales organization 
begins digging for prospects the results will be more 
plentiful and satisfactory than if production devolved 
upon a single individual. 

Advice to the dealer is that he give all his employees 
a prospect-inducing hypodermic and that he repeat the 
injections from time to time in order to combat the 
germ of neglect that succeeds so readily in putting a 
catalog of prospects on the sick list. 

(A succeeding article will deal with the installation 
of the prospect card system and its use.) 





It’s a fact that when this picture came into the office the girls in the receiving department declared a field day. It was some 
time before they could be convinced that the gentlemen were not film stars but Campbell-Ewald Co., travellers who at- 
tended the recent second annual convention in Detroit 
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of Motor AGE or other popular automobile journals to 
obtain the latest information on new car models, 
feminine accessories and latest color designs. Vanity 
niches, flower vases, soft subdued lighting, tasteful 
interior decorations are all accessories to beauty. 
Easily cleaned upholstery, deep, luxurious seats, and a 
heating system which gives just the proper degree of 
heat with the utmost simplicity of operation—all this 
for comfort, the demand for all this speeded up as 
woman makes her influence felt in motordom. The in- 
fluence is undisputable. 

Garages, service stations and car dealers, as well as 
manufacturers, have been quick to sense this change. 
It is a rare thing for a busy repair department or shop 
to deliver a car with grease miarks on the wheel—service 
superintendents have found that even the best repair 
job won’t get by if the car is left dirty. The filling 
station operator who spills oil on the fender doesn’t 
last long. Like in the barber shop of earlier days, 
changes have come about due largely to woman’s in- 
fluence, and clean, well cared for cars are the order of 
the day. 

The washing of automobiles was a haphazard and 
infrequent operation before women became a factor 
in the field. It was generally done at home, or in the 
neighborhood garage, and the weapons used were the 
garden hose, a bucket, sponge, broom, rag and con- 
siderable profanity. This method missed all the es- 
sential parts of a car that required cleaning, but it at 
least gave the old bus a neater appearance—and then 
came the first crude ancestor of the modern car washing 
equipment. 

For years compressed air was the accepted method of 
producing the necessary pressure essential to good car 
washing, but with the development of the hydraulic, 
high pressure car washing system, manufactured at 
a price which even the least prosperous service station 
operator could afford, came a vast increase in the busi- 
ness of washing cars. Car laundries sprang up, and 
are springing up, everywhere. The ‘“Naborhood” 
Stores, with their many conveniences, were developed 
to bring greater service to the Boss of the household. 
Now filling station operators are realizing that the 
slack periods between gas and oil sales (9 a.m. to 4 
p.m.) could be made profitable money makers. More 
and more, the motorist began to realize that it is the 
poorest kind of economy to neglect his car. 

Human nature has not changed. The average car 
owner does not want to do the dirty work himself, but 
he is willing to pay—and to pay well—for having this 
service performed for him frequently and regularly. 
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It is not suggested that present day motor car ex- 
cellence would not have come without the suggestions 
or demand of women. Left to the men it is probable 
that automobiles would have developed pretty much 
along their present lines, for everything that has been 
done toward bettering motor vehicles is a logical 
development toward perfection in their construction. 
But woman has undoubtedly brought the millennium of 
automobile construction appreciably nearer by her 
interest and by her wholesale adoption of the motor 
car as her own. Her unseen but powerful influence is, 
in large measure, responsible for the growing habits 
among motorists of having their cars painted frequently 
and regularly. This growing demand has resulted in 
the establishment of car painting establishments every- 
where. It is responsible for the speed, ease and economy 
with which the modern motorist can have his car made 
to look like new. Car painting, like car washing, is 
today on a sound and permanent footing. Body and 
fender shops, custom built body manufacturers, and 
every other sphere of automotive activity have alike 
benefited by woman’s accepted appearance behind the 
wheel of her own car. 

Flapper Fanny or the Governess herself shoots 
out the driveway and collides with the “Old Man” 
next door. Both cars are looked over by their _respec- 
tive owners. Bumpers and fenders are badly bent, a 
big dent in the body and plenty of scratches appear. 
Several hours later the feminine operated car returns 
home as spick and span as when it went away. Why? 
The body and fender repair company fixed everything 
up O. K. in less than two hours. But the “Man driven 
ear” is still going around with a battered, loosened 
fender and numerous rust marks or battle scars of 
the long-forgotten crash. 


You don’t have to think twice to definitely know who 
is responsible for the two and three cars to the family 
idea. Out West they may make women governors but 
North, East, South and West they make them pur- 
chasers of the second and third automobile, so that 
it’s difficult to sell the average home nowadays unless 
there’s a two or three car garage there. We men may 
make the family income but the gals sure tell us where 
to spend it. 

Woman made an aristocrat of the lowly barber shop; 
even the English Channel has become only a pool where- 
in she expends her surplus energy. In this mechanical, 
work-day world woman has every right to say with 
Sir Christopher Wren “Si monumentum requiris, cir- 
cumspice,’ which means in good American, “If you 
want to see what I’ve done, just look about you.” 





One Accessory That’s All Wet 


CCESSORIES, tools and supplies of all kinds are 
offered the motorist who stops at the Highway 
Auto Supply Co. filling station at 2380 Rhode Island 
Ave., N.E., Washington, D. C. Courteous attention 
plus tactful suggestions sell much in addition to gas- 
oline and oil. Many needed items will be suggested 
but on one item they are all wet. They have a large 
aquarium and actually sell gold fish. 

This aquarium, which is a large glass tank, is illu- 
minated at night and is used primarily as an attrac- 
tion. However, there is a supply of fish bowls, castles, 
and other such items and many a sale of gold fish 
and gold fish accessories is made. 


Repair Service That Spreads Happiness 
| (Continued from page 40) 

get to work before the first whistle blows, is a bad 
time for smash-ups. They get reckless, start to speed, 
and then it happens. Sometimes they get sleepy at 
the wheel and crack up against a telephone pole. 

“During the day, the modern congestion brings us 
more business. Drivers are forever trying to squeeze 
into parking places that are about one-half too small. 
Fenders are scraped and bumpers are bent. They crash 
each other on the crowded streets, and then make a 
bee-line for the repair shops. 

“Worry about the number of accidents? Never, al- 
though of course we wouldn’t want to see anybody hurt.” 
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Remodeling for Service 


By Tom Wilder 
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E have a lot 75 ft. front and 120 

ft. deep which has a one-story 
building already on it, 40 ft. by 120 ft. 
This is in the middle of a city block; 
the short dimension is on the street 
side and runs back to the alley. 

We are going to make a service sta- 
tion out of this for Hudson and Essex 
cars and want to be able to do the fol- 
lowing things. In the building the 
front part will be used to display ac- 
cessories and parts, tires or anything 
we might have to sell, the remainder 
we want for a work shop to accommo- 
date wash rack, battery service, tire 
vuleanizing, grease rack and room for 
five mechanics at a bench. 

On the remaining 35 ft. we want to 
Place a gasoline pump, also grease 
rack and to use the vacant ground for 
waiting customers. This lot is enclosed 
by a 7-ft. fence. We do not expect to 
make a gasoline service station out of 
this lot, we are only putting this in to 
complete our service. 

The building has a door in the middle 
facing the lot and a small door 20 ft. 
from front opening on the lot. 

. Would like for you to give us an out- 
line of what you think best to suit us. 
Let us hear from you as soon as pos- 


sible as we have men at work on the lot. 


Have been following your sugges- 








tions to other people in Motor Age 
and think them very good.—Ray F. 
McDonald, Ray F. McDonald Hudson- 
Essex Co., Moberly, Mo. 


OU did not tell us which side of the 

building the vacant lot is on so that 
there is an even chance that the plan 
is in reverse position but that will not 
affect the layout, but only be a little 
awkward. The construction we have 
given the building is also only what 
might be expected in such a structure 
and may not be according to fact. 

The shop part of the layout may 
seem a little crowded but we have 
gotten in about everything asked for 
and added some customers’ waiting 
rooms beside. If these are not desir- 
able or are unnecessary as they might 
be in some cases where there is little 
or no tourist trade and the local trade 
confined to a small area, we would sug- 
gest using this space for larger battery 
and tire shops. This would relieve the 
pressure in the service room and make 
room for more ¢ars. 

It would, of course, be much better 
if the bench were on the window side 
of the room (if there are windows on 
this side) but two or three skylights on 
this back side would really be better 
than windows except from a standpoint 





of ventilation in the summer months. 

A more efficient shop arrangement 
from a standpoint of capacity would 
have a bench across the back with 
space for four cars and some equip- 
ment, then a 20-ft. cross aisle with 
doorway to the lot, then another row 
of four cars facing front either to a 
bench or service shops. This would 
bring the forward bench about even 
with the rear side of the doorway 
shown and all the space in front of 
it would be clear gain. There would 
be no space for a wash rack, however, 
and the cross aisle would not be as long 
and roomy as the one in the present 
layout. The yard layout would be in- 
ferior as would also be the relations 
between the service room and parts 
room so that we favor this layout. 

The greasing pit has a ground level 
runway easily made with 10-in. I-beams 
laid on their sides. There’s a deep pit 
between the tracks and shallow pits 
outside with a curb protection to pre- 
vent cars driving in. 

The gas pump island is in the center 
of the entrance driveway where it is 
easily passed by cars coming and going. 
Two cars filling at once would block the 
passage but this might be preferable 
to losing a gas sale because only one 
ear could stop. 
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New Accessories and Devices 
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Axle Tilt Gage 


6 pen Axle Tilt Gage registers the 
amount of axle and king pin tilt 
accurately in degrees. It can be used 
on any car and is particularly adapt- 
able to those cars equipped with four- 
wheel brakes and balloon tires. The 
Gage consists of a distance rod which 
is clamped to the end of the spindle, 
with the pointer extending downward 
and a tiltable table provided with two 
indicators which show in degrees the 
amount the table is tipped. The table 
is placed on the floor under the outer 
end of the spindle as shown in the cut. 

The design of the Axle Tilt Gage is 
based on the following well known 
principles. First, the plane of a circle 
is always exactly at right angles to 
its axis. Second, the plane of a true 
circle can always be determined by an 
are from any part of the circle. The 
front of the car is jacked up allowing 
the spindles to swing freely on the 
king pins. When the steering wheel 
is turned the lower end of the dis- 
tance rod travels in an arc. The tilt- 
able table can be adjusted so as to ex- 
actly conform to the plane of the arc. 

As the arc is part of a true circle of 
which the king pin is the axis the 
table top is then exactly at right 
angles to the king pin, consequently 
the two indicators which show in de- 
grees the amount that the table is 
tilted also show the amount that the 
king pin is slanted in both directions. 

Manufactured by J. F. Duby, 5 River 
Street, Mattapan, Mass. 





Keystone Dispensador 


GREAT convenience for motorists 
who smoke is announced by the Nor- 
lipp Company, 572 W. Congress St., 
Chicago, Ill., in the form of the Key- 





PAT. PEND. HUMIDOR 


stone Dispensador. This item is a humi- 
dor for cigarettes and is so made that 


by a simple turn of the knob the end of 
this humidor delivers a cigarette with- 
out any delay or fumbling around. 


This unit is readily clamped on the 
steering column immediately below the 
steering wheel, where it is in easy 
reach. Not only is this Dispensador 
sturdily constructed for permanent 
and unfailing service, but it may be 
had in different finishes to match the 
interior trim of any car. The finishes 
include Tuscom bronze, Chinese red, 
Apple green, French blue, Roman gold 
or Battleship grey. This item retails for 
$3 and, due to its construction, can be 
installed by anyone in a very few 
moments. 





Tiffany Adjustable Visor 


 gerreguy-wgn night driving with 
safety, is the purpose of the Tiffany 
inside adjustable visor, produced by the 
Tiffany Mfg. Co., of Newark, N. J. 
<4 ‘This device, which pro- 
tects the driver from the 
dangerous glare from the 
headlights of approaching 
cars, uses a pat- 
ented olive green 







optical glass instead of the conventional 
celluloid. There are no metal edges 
around this glass and no blind spots to 
obstruct the vision. The glass is abso- 
lutely transparent and the driver can 
easily distinguish all objects, including 
traffic lights, through it. Yet the glass 
relieves the eye of any strain, as it 
eliminates all glare and 
provides the driver with 
safety, comfort and insur- 
ance not otherwise secured. 
The visor’s arms have three 
universal joints, each with 
a patented oak brake shoe, 
held under tension by a steel 
spring. This permits the 
driver with one motion of 
the hand to put the-visor 








Windshield Cleaner 


s— design in vacuum operated 
windshield cleaners is announced by 
Stewart-Warner Speedometer Corp., 
1826 Diversey Pky., Chicago. In this 
cleaner, the vacuum is applied to both 
ends of the driving piston, giving double 
power throughout full stroke. This re- 
sults in a very powerful acting cleaner. 

The cleaner arm is adjustable to any 






size windshield and is 
held tightly against the 
glass by means of a 
tension spring. The 
arm may be lifted up, 
out of the way, when 
washing the windshield. 
The mechanism is protected against 
water or dirt and is quiet in operation. 
List price, $8.50. 





Motorstat 


Tape temanig ne made by J. C. Mc- 
Adams Co., Long Island City, N. 
Y., is a thermostat for automatically 
controlling the temperature of automo- 
bile engines. 

The automobile radiator is designed 
to prevent the motor from overheating 
in hot summer weather; therefore, in 
cold or moderate weather the engine 
does not require the entire capacity of 
the cooling system. The Bishop & Bab- 
cock Motorstat is capable of automati- 
cally compensating for this excess of 
cooling capacity. 

The thermostatic element used in the 
Bishop-Babcock Motorstat is a multi- 
flex bellows filled with a volatile liquid 
that is very sensitive to temperature 
variations. The volatile liquid her- 
metically sealed in the bellows vaporizes 
and causes the bellows to expand when 
the water is hot and to contract when 
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in any desired position 
where it will stay until it is wanted 
in some other location. Vibration 
and wear do not affect it. The visor 
is easily and quickly installed on wood 
or metal headers above the windshield 
by three screws. The standard finish 
is nickel, on which the list price is $5; 
silver finish, $10 and gold, $15. 


= 


it is cold. This action is communicated 
to a valve which governs the flow of 
the water. 

Manufacturer states that anti-freeze 
solution must be used in cold weather. 

The Bishop & Babcock Motorstat is 
made in three sizes for 1%, 13% and 1% 
inch hose connections. 
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Offered the Automotive Trade } 





Bushey Axle Press 


T= Bushey axle press, manufac- 
tured by J. S. Bushey Co., 717 W. 
Eleventh St., Los Angeles, is a new me- 
chanical device for obtaining accurate 
wheel alignment by placing the tires in 
perfect contact with the road surface. 
The press is constructed of a steel beam 
in which there are six sockets provided 
for the different positions of the press 
assembly. When this assembly, includ- 
ing screw, nut and head, is inserted in 
the different sockets, and slings are in 
place over the axle, it is possible to 

















add camber or remove camber from any 
axle, straighten the axle, or change the 
angle of the axle without removing ‘it 
from the vehicle. While this work is 
being done, the weight of the vehicle 
remains on the wheels and tires, which 
makes it practical, according to the 
manufacturers, to obtain the identical 
condition as if the vehicle was in action. 

Made in two sizes, one for passenger 
vehicles and up to and including 2-ton 
trucks and buses, and another for 
heavy-duty trucks. 


New Williams Wrench 


[ ) 2SIGNED for reaching “unreach- 
able” places on a car without hav- 
ing to remove interfering parts, the new 
Williams “Superrench” with its 75 deg. 
angle jaws, is sure to meet with the ap- 
proval of service men. 

On almost every car there are a cer- 
tain number of awkwardly placed nuts. 
Ordinary wrenches cannot reach these 
or turn them, unless much time is 
wasted by removing interfering parts. 
The new Williams wrench, with its 
unique angle and narrow-pointed jaws, 
is especially designed for just such jobs. 
Around the carburetor, manifold, 
shackles, steering gear and transmission 
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and in many other places where clear- 
ance is limited, this new wrench wins 
the friendship of mechanics by making 
his work faster and speedier. 

It will also be noticed that both of the 
openings of this wrench are on the same 
side of the handle, which means that 


the wrench is much more comfortable 
to grip and to work with than if the 
openings were on opposite sides. J. H. 
Williams & Co., “The Wrench People,” 
of Buffalo, N. Y., are the manufac- 
turers of the “Superrench.” 


Indian Shock Absorber 


HE Indian Motocycle Co., of Spring- 

field, Mass., manufacturer of the 
internationally known Indian Moto- 
cycles and bicycles announces the addi- 
tion of an automobile accessory line 
to its cycle products, the first of which, 
now being placed on the market, is a 
newly invented shock absorber. 

In broadening its scope of manufac- 
turing, the Indian company features 
for its first product in the auto accesso- 
ries line a shock absorber which differs 
materially, fundamentally and in prin- 
ciple from the average so-called shock 
absorbers. 





which in no way stiffens the car spring, 
known as Indian Inertia Shock Ab- 
sorber, operates chiefly through inertia 











This new product, action of 








and leverage of an off-set balancer so 
as to instantly arrest spring vibrations 
and reactions from road irregularities. 
The action is in direct proportion to 


the force of shock without interference 


with the natural flexibility of the 
springs themselves. . 

These shock absorbers are said to 
be absolutely wear-proof, trouble-proof, 
and once adjusted need no further at- 
tention. They are sold with a five-year 
guarantee. 

The manufacturer states that all 
principles of the Indian Balancer, are 
fully protected by patents throughout 
the world. 

A “package item” for dealers, easily 
installed without the necessity of using 
special tools. 


Bear Axle Gage 


A NEW precision tool for the manu- 
facturer, service man and the tire 
shop, has been placed on the market by 
the Bear Manufacturing Co., of Rock 
Island, III. 


The new device. known as the Bear 





Axle Gage, is designed to measure in 
degrees the caster or backward tilt of 
the front axle. It does this by meas- 
uring the slope of a segment of the 
circle swung by the axle spindle after 
the front wheels have been jacked one- 
half inch from the floor without remov- 
ing the axle. 

The left front wheel is placed in a 
straight forward position, at right an- 
gles to the axle and the axle gage is set 
directly in line with the spindle and 





a short distance from the wheel so that 
it is parallel with the wheel and at right 
angles to the axle. The hub cap is 
removed and a small punch mark made 
on the spindle directly above the line 
of the mark. 

By swinging the wheel from side to 
side the spindle arm may be checked, 
because if the wheel cannot be swung 
as far one way as it can the other, 
it indicates a bent spindle arm or a 
bent connecting rod in the steering 
device. 

Other operations are shown in in- 
structions sent with the apparatus by 
means of which the caster may be reg- 
ulated. The gage also is used to check 
the trueness of the rear axle. One of 
the claims set forth by the company is 
that it can be used in the repair shop 
regardless of the slope or the rough- 
ness of the floor. List price is $25. 





Stewart-Warner Heaters 


ee claimed by Stewart- 
Warner Speedometer Corp., Chi- 
cago, for its line of car heaters are: 

Quick heat, due to all steel heating 
element; vibratory noises eliminated by 
exclusive design of new unit; on and 
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off switch installed on instrument 
board; greater radiation due to freer air 
circulation; gas-tight joints, and pre- 
cision manufacture. 

Heaters, which are easily installed, 
are made in both plain and rail type. 








Motor Age 








READERS’ CLEARING HOUSE 























Questions Answered By (. Edward Packer 















































What Makes a High Speed 
Engine 

I would like to know the difference be- 
tween a high-speed engine and a slow-speed 
engine. Does the rear axle gear ratio make 
this difference, or is it the stroke and car- 
buretor inlet that controls this?—Chester H. 
Cooper, 447 Grove St., Worcester, Mass. 


VV SETHES or not an engine is high 
or low speed, is merely relative. 
That is, it is impossible to say that 
engines that turn at certain speeds are 
high-speed engines and engines that do 
not turn at that speed are low-speed 
engines. A few years ago engines that 
turned 2500 to 3000 r.p.m., were con- 
sidered high-speed engines, whereas to- 
day engines peak at speeds between 
3500 and 4500 on commercial jobs, 
whereas, race cars turn up as high as 
7000 r.p.m. 

Factors affecting speed are the weight 
and balance of reciprocating parts. 
Obviously, to attain high speed it is 
necessary to hold down the weight of 
such items as pistons and rods to the 
very minimum. Also, when high speeds 
are attained it is necessary to use higher 
compression in order to speed up the 
rate of combustion and thus get the 
maximum effect from each explosion. 
When engines are turning at high 
speeds, it is necessary to have valves 
and manifolds of high volumetric 
efficiency in order to get the explosive 
charge into the combustion chamber and 
the burned gases out in a very, very 
small fraction of a second. Of course, 
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it is absolutely necessary that the car- 
buretor design take into consideration 
the speed at which the engine is de- 
signed to operate. 





Correcting Crankcase Oil 
Leakage 


I have a 1922 Model X5 Pierce-Arrow 2-ton 
truck, which leaks oil from the crankcase into 
the flywheel housing. As I have tried differ- 
ent thicknesses of gaskets on the lower half 
of the crankcase with no results, I wish you 
could inform me how to correct this condition. 

The rear main bearing on this engine is 
entirely within the crankcase and there are 
two brass half circles which fit close to a 
screw arrangement. Should these circles rub 
the shaft or should there be clearance, and if 
so how much?—R. H. Archer, Cody, Wyom- 
ing. 


T= leakage that you are experienc- 
ing will be understood if you will 
study the drawing which we are show- 
ing. The sleeve, part No. T-68863, is 
something that has been recently added 
to the Pierce-Arrow parts. This is 
needed for the prevention of leakage 
between the halves of the crankcase. 
The oil pump is in the lower left hand 
corner of the illustration and you will 
see that the oil line rises vertically 
from the pump. This line is cast right 
into the lower and upper halves of the 
crankcase and to prevent leakage a 
sleeve is now used in addition to the 
washer which is part No. T-68862. 
With regard to the brass half circles 
which fit in the rear main bearing, 
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these should just clear the crankshaft 
by a sufficient margin so that end play 
will not throw any thrust on these cir- 
cles. The end play in the shaft should 
be not to exceed .004 of an inch and the 
end clearance of these brass rings 
should be not over .005 of an inch. 





Valve Timing Marks 
on Chevrolet 


Please give me the valve timing marks on 
the latest Chevrolet cars. I see one mark 
that is DC and then I see 25; also an- 
other 1, which seems to be the exhaust valve 


opening. Please explain this—A. D. Me- 
Camon, Automotive Repair Shop, Lisbon, 
Ohio. 


Eten valve timing on the Chevrolet 
cars has not been changed, though 
there is a difference in ignition timing, 
beginning with engine No. 3409976 
with the exception of engines from 
3410801 to 3415520. As formerly, the 
valves should be timed so that the in- 





take opens when the piston is 5/64 in. 
down on the intake stroke, and the ex- 
haust valve should just close at this 


point. A new type of ignition distrib- 
utor of the semi-automatic variety is 
now used. It is mounted and driven in 
the same manner as the previous one, 
but of the importance to service men 
is the difference in the method of tim- 
ing the ignition. First, turn the en- 
gine with the starting crank until the 
mark identified by No. 25 on the fly- 
wheel is in line with the indicating 
pointer seen through the window in the 
right-hand front side of the clutch 
housing. In this position, both valves 
in No. 1 cylinder are closed. Then, in- 
sert the distributor minus its cap in the 
crankcase so that the position of the 
distributor arm is at right angles to 
the center line of the engine, as shown 
in the illustration. The arm should be 
pointing away from the engine, and the 
spark lever should be in the fully ad- 
vanced position. Then, rotate the dis- 
tributor body in a counter-clockwise 
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direction until the breaker points are 
just ready to open. Then tighten the 
<erews in the distributor clamp ring. 
Replace the distributor cap and insert 
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No. 1 spark plug wire in the outer 
socket of the gap. Then following in 
a clockwise direction insert spark plug 
wires 2, 4 and 8 respectively. 





Displacement and Horse- 
power Formulae 


Kindly answer the following questions: 
How do you figure the horsepower of a motor 
according to the N.A.C.C. rating? How do 
you figure piston displacement? Thank you. 
—Moeller’s Garage Co., Sturgeon Bay, Wis. 


T= formula for figuring the horse- 
power of an engine is 
D? N 
2.5 

Here D stands for diameter which 
should be multiplied by itself; N stands 
for the number of cylinders in the en- 
gine. In other words we have the bore 
of the engine, times the bore of the en- 
gine, times the number of cylinders. 
The product is then divided by 2.5 and 
the answer is the horsepower according 
to the N.A.C.C. or S.A.E. formula. 

You will notice that this does not take 
into consideration the speed of the en- 
gine nor the stroke, as the formula is 
based on a piston speed of 1000 ft. per 
minute. Present engine efficiency, as 
you will probably notice, gives actual 
brake horsepower anywhere from two 
to three times greater than the calcu- 
lated horsepower. 

Piston displacement is the amount of 
air displaced by the pistons when they 
travel from the bottom to the top of 
their stroke. The formula for this is 
D* x .7854 x S x N. Here we multiply 
the bore times itself and multiply that 
by .7854. This gives us exactly the 
area of the cylinder in square inches. 
Multiplying this by the stroke of the 
engine, gives us the cubic inches dis- 
placed by one piston; multiplying that 
by the number of cylinders, gives us the 
total displacement of the entire engine. 


Changing Essex Generators 


Will you please send me a diagram of a 
way of changing the old Essex two-wire 
generator so that it can be used as a single 
wire machine on the later cars? Also tell 
me how the single wire generator can be used 
on the two-wire cars.—Texas Reader. 


H EREWITH is a diagram showing 
how to change the two-wire 


[ READERS’ CLEARING HOUSE] 


generator over so that they will oper- 
ate on the single wire Essex perfect. 
Take the lead that comes from the field 
winding as shown in the sketch, and 
connect that to the main lead as indi- 
cated by dotted lines. This can be done 
either on the outside of the generator 
or on the inside as shown—then it will 
be necessary to add a cut-out connect- 
ing the main lead from the generator 
to the generator terminal of the cut- 
out, grounding the base of the cut-out 
and running a wire from the ammeter 
to the battery terminal. In the case 
of the old two-wire system, you can 
merely remove the two wires running 
to the old generator and wire up the 
single wire generator as indicated in 
the diagram. 


Why Does It Pop? 


I would like you to explain to me what 
you think is wrong with this car. It is a 
1924 six-cylinder Buick and it seems to pop 
and crack at high speed and also pulling 
long hills and this does not occur at all times, 
only once in awhile. This is what I have 
done to it: just put on new carburetor, new 
vacuum tanks, new manifold, new intake 
valve springs, new set plugs, new heat riser. 
I shut the heat completely off from the car- 
buretor so there could be no pre-ignition and 
put on new plug cables. This has been tried 
out and makes no difference as it still pops 
and cracks.—Harry S. Williams, 9 W. 
Twelfth St., Wilmington, Del. 


I‘ occurs to us that your intake valves 
and valve guides might be worn and 
you might be drawing in air that would 
upset your mixture. However, this 
would be most bothersome at low speeds 
and frankly, we do not believe that it 
would cause the trouble you are hav- 
ing at high speed. If your exhaust 





valve springs are weak, the suction may | 


be sufficient to draw exhaust gases back 
from the exhaust manifold on the in- 
take stroke, thus upsetting the mixture 
which would cause misfiring and even- 
tual popping in the muffler. A weak 
breaker-arm spring or a loose breaker 
point camshaft in the ignition unit 
might also be at the bottom of this 
trouble. If any of our readers have run 
into this problem and have licked it, 
we shall be more than glad to hear what 
they did to overcome the trouble. 


Where Does the Oil Go? 


We are having considerable trouble with 
a 1926 Packard Six, as this car has been 
using too much oil. For the first 2000 miles 
it consumed one quart of oil to every 50 
miles, and since then consumes one quart to 
every 35 miles. 

We have removed the oil rectifier and have 
installed oil regulating rings and plugged the 
holes in the cylinder, but it still consumes 
a great amount of oil. 

The carburetor is giving trouble since we 
removed the oil rectifier. It works fine at 
high speed, but overloads on low speed. 

Please let us know any remedy for this 
excessive oil consumption.—Western Auto 
Transit Co., Rock Springs, Wyo. 


|= oil rectifier has nothing what- 
soever to do with the amount of oil 
consumed, and we would suggest that 
you put this piece of equipment back 











on the car. There are only two ways 
that oil can get out of an engine. One 
is to leak out onto the ground, and the 
other is to burn up and go out of the 
exhaust. If the latter is happening in 
your car—you will notice a blue smoke 
from the exhaust. If that is the case, 
it will be necessary to install new rings, 
or possibly pistons and rings, after hav- 
ing reconditioned the cylinders in order 
to eliminate this trouble. You do not 
say just how far the car has gone, but 
it is quite likely that you can get by 
without reconditioning the cylinders at 
the present time. 

In the center of page 45 of the July 
14 issue of Motor AGE, is a sure way 
of stopping oil leakage from the rear 
main bearing of a Packard Six. Some- 
times oil leakage does not show up at 
idling speed and as a consequence the 
owner of a car may conclude that his 
engine is not leaking oil. A sure check 
for oil leakage is to lay newspaper un- 
der the car and then run the engine 
at what would give a road speed of 
35 to 40 miles an hour for possibly 10 
or 15 minutes. If oil drips from the 
engine under these conditions, you may 
be sure that you are losing oil on the 
road. 





Wright Whirlwind 


I would like some information on the 
Wright Whirlwind engine. I have never been 
able to quite figure out how the connecting 
rods are hooked up on the inside of this 
thing.—O. R. Daymude, Viola Service Gar- 
age, Viola, III. 


ETAILED specifications of the 
Wright Whirlwind engine were 
given on page 49 of the July 9, 1927, 
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issue of Motor AGE. We are showing 
herewith an illustration of the way the 
connecting rods of the Wright Whirl- 
wind engine are connected up. You 
will notice that there is one main rod 
which has connections for eight addi- 
tional rods, giving a total of nine rods 
in this one assembly. There is but one 
throw to the crankshaft and on this 
throw is carried the main rod, together 
with its eight connecting rods, com- 
pleting the assembly. . 

































Why Oil Pressure Drops 
From 40 to 0 


I am writing you in regard to a little oil 
trouble that I am having with a Chrysler 70 
sedan Serial No. 22535, motor No. 46725. 
When I start this car up in the morning the 
oil pressure gage goes up to between 30 and 
40 lb. pressure. After I have driven a couple 
of hours, hard driving at 40 or 50 miles per 
hour, the gage will drop down to nothing and 
will stay there at a speed of 40 to 45 miles 
per hour. By increasing the speed to 55 or 
60 the gage will come up to four to six Ib. 
pressure and stay there until the speed is de- 
creased. 

I have had the spring adjustment changed 
on oil adjustment on side of engine but this 
does not remedy the trouble. Am _ using 
Quaker State Medium oil and have had the 
oil drained and fresh oil put in which does 
not help. About the only thing that I can 
figure out on this car is that the main bear- 
ing may be loose, but I do not like to have 
this gone into until I get your opinion of 
the matter, as I know that your opinion is 
very good from reading your Motor Ace for 
a good many %ears.—Kansas Subscriber. 


yer have properly analyzed the prob- 
lem that confronts you and we be- 
lieve that there is nothing for you to do 
but to have your bearings adjusted. The 
condition in your car is evidently just 
a matter of normal wear. When start- 
ing out the oil has considerable body, 
but after it becomes thoroughly warm 
it is much thinner than it was origi- 
nally, with the result that it passes so 
readily through the bearings that the 
pressure drops off radically. 


Good Equipment Sells 


Service 

I read your magazine regularly, and like 
the way you explain things to people who 
need help. Consequently I am taking this 
opportunity of getting some information for 
myself. 

I am starting a service station, and want 
to get information on making a growler to 
test armatures. I have a test lamp rigged 
up, but I am not just sure how to make a 
growler, and I cannot afford to buy one. I 
would also like to get the issue if possible, 
that tells how to make a tester for Ford 
coils, spark plugs and lamp  bulbs.—Floyd 
Pugh, 1032 Summer St., Grinnell, Iowa. 


o_o up a service station is 
not “can I afford to buy the equip- 
ment,” but “can I afford to be without 
it.” This does not mean that one must 
necessarily buy every piece of equip- 
ment that is advertised or that is 
offered on the market in one way or 
another, but it does mean that without 
equipment a service station has no 
chance of success in this present day 
of high pressure competition. 
Home-made equipment is all very 
well in a way, but as a rule it costs 
more in the long run than a well de- 
signed and substantially built piece of 
apparatus purchased from a concern 
that specializes in shop equipment. 
Here is the reason why: Shop equip- 
ment manufacturers have spent their 
good money and their good time in 
engineering research, and have ironed 
all the “bugs” out of the equipment be- 
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fore you get it. If you are to make 
one small piece of equipment you will 
probably buy more raw material than 
will be needed. You will have to pay 
a high price for the material and you 
will have some left over. It may or 
it may not be perfectly suited for your 
purpose. You will spend your own 
valuable time in constructing the ap- 
paratus, which when it is finished may 
serve you after a fight, but on the 
other hand the chances are _ that 
difficulty will be experienced. 

Furthermore, home-made apparatus 
does not inspire confidence into a cus- 
tomer. Nowadays a customer is accus- 
tomed to seeing signs of reliable equip- 
ment in the shop that he patronizes, 
and if he does not see suitable equip- 
ment he concludes that you can’t 
afford to buy the equipment or do not 
appreciate the value of the equipment 
—either conclusion is to your disad- 
vantage. 

A few years ago the market was 
not nearly so well supplied with relia- 
ble shop equipment at reasonable 
prices as it is at the present time, but 
due to the surprisingly low price on 
some of the satisfactory shop equip- 
ment that is offered today, we most 
heartily recommend that you consider 
the professionally constructed equip- 
ment in preference to spending your 
time and your money on equipment 
which when finished may prove a com- 
plete failure. 








SHOP KINKS 
Ideas that have proved useful 


— handy device for clean- 
ing out gas and oil lines can 
be made from an old valve stem. 
We taper the stem so that one 
end can be inserted in the line 
which is to be cleaned out and run 
the nut and plate up toward the 
other end to serve as a grip, then 
hold this against an air chuck as 
I insert the tapered end in the 
clogged lines. —T. H. Calkins, 
Curtis, Washington. 








Readers of Motor AGE are invited to 
submit ideas that they have found useful 
in doing some particular service job in 
the shop in a better or quicker way. 
For each one published $2.00 will be paid. 
Whenever possible the idea should be 
accompanied by a sketch or diagram from 
which a drawing can be made. 
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A Hot Knight in Nebraska 


I am in need of help badly, so please send 
me information by personal letter. Do not 
publish in Motor AcE unless you leave my 
name off. 

I have a Willys-Knight Model 65, 1925, and 
the motor has a very sharp knock, that can 
be heard only at low engine speed. When 
the engine is first started you cannot hear 
a sound, but after driving the car for about 
5 miles the knock comes in at idle speed, 
but after driving the car for twenty miles, 
the knock comes in between 15 and 20 miles 
per hour, but leaves when you drive at a 
greater speed. When idling the engine the 
knock is very loud and knocks very fast, 
sounds like two or three rods pounding. 

By shorting out one and four cylinders the 
knock is more pronounced, but shorting out 
two and three makes no difference. 

The following work has been done on this 
car: piston pins installed, bearings checked, 
two sleeves installed, eight new sleeve pins 
installed and now a service man suggests that 
a new block be put on. I am getting tired 
of spending good money, and that is why 
I am coming to you for results. When the 
bearings were taken up the knock was much 
louder and when the bearings loosened up 
the knock quieted down a bit. The oil 
pressure does not stay up as it should. When 
first starting the engine the pressure stays 
around 45 Ibs. and the motor sounds fine, 
and after driving the car 5 miles the pressure 
starts to fall, and after driving 20 miles at 
20 miles an hour the pressure drops to 15, 
and after driving for 30 miles the pressure 
is 10 or less. The pressure will never come 
up to 20 no matter how fast you drive except 
when the car is cold. 

This test was made with Mobiloil A. I don’t 
know what it would do on a long trip. This 
engine heats up fast and stays very hot— 


something unusual for a Knight.—Nebraska 
Reader. 


WE are indeed glad to send you a 
personal letter with our sugges- 
tions on this problem, but due to the 
interesting nature of your question, we 
are publishing this in Motor AGE leav- 
ing your name off. A big advantage 
of this is that some of our alert readers 
may see it and make additional com- 
ments which will probably be greatly 
to your advantage. 

The knock in your engine is in all 
probability caused by the balancers. 
The knock sounds to us very much like 
side play in the balancer gear. This 
should not exceed .004 to .006 in. Play 
in the balancer cylinders should not 
exceed .008 in. Back lash in the driv- 
ing gears of the balancer should not 
exceed .002 in. While you have used 
good oil in your engine you have not 
used the proper grade, as Mobiloil A is 
a good deal lighter than Mobiloil B, 
which is the proper body for this 
Knight engine. Using this heavier oil 
will to a great extent solve your prob- 
lem of low oil pressure, so it seems 
probable that you have loose main 
bearings and that a good deal of your 
. runs out here when the engine gets 

ot. 

A thin oil also will not give the pro- 
tection to sleeves of a Knight engine 
and we believe that the change to a 
heavier oil and the elimination of play 
in your balancers will solve your entire 
problem. 
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Perhaps the Rings, Not the 
Tappets 


I have a 1923 Maxwell and it has a tapped 
noise in it that sounds like tappets. I have 
adjusted them, but still cannot get rid of it. I 
have put in new silent timing gears and ad- 
vanced the spark slightly at the distributor 
and this advance makes the noise a little 
worse. 

I can retard the spark at the quadrant on 
the steering wheel and the knock is reduced. 
I have heard several Maxwells make the same 
noise, and I heard one the other day which 
did not make any noise. Please let me know 
what can be causing this trouble.—Gibson 
Garage, Bryan, Texas. 


: noise that you refer to is in all 
probability due to up and down 
play of the piston rings in the piston 
ring groove. 


Knight Engine Used 
Please advise the type of engine now being 
used in the Yellow Cab.—Groton Auto & 
Tractor Co., Groton, South Dakota. 


HE Yellow Cab Model 05 is made 

with a Knight sleeve valve engine 
manufactured in the Yellow Cab Co., 
Moline, Ill., engine works. However, 
the Yellow Cab with the Continental 
ATU 6 cylinder poppet valve engine is 
also available. 








Testing Ford Generator 


Please tell me how to hook up and test a 
Ford generator. I have a motor that runs 
1750 r.p.m. and I want to connect this up 
to test out the generator to see if it charges 
correctly. How fast must the Ford gen- 
erator run?—C. B. Norris, Marrowbone Gar- 
age, Marrowbone, Ky. 


: is merely necessary to connect up 
the Ford generator with its cut-out 
to any six-volt storage battery. Of 
course, there should be a good ammeter 
in the line in order to know what the 
generator is doing. You would run a 
wire from the terminal of the cut-out 
which is on the generator, to the am- 
meter and from the ammeter to the 
positive terminal of the battery. From 
the negative terminal of the battery 
run a wire to the frame of the gener- 
ator. This wire can be connected un- 
der any of the screws of the generator. 
Following is the test data: 


Amperes Volts R.P.M. 
4.1 6.6 800 
9.0 7.4 1100 
11.5 7.9 1400 
12.5 8.2 1700 
11.0 8.1 2000 


You will see that the peak perform- 
ance comes at 1700 r.p.m. when the 
maximum output of the generator hot 
is 124% amperes. Unless your electric 
motor is of at least % hp., we do not 
believe that it will turn up that speed 
When pulling the generator with its 
third brush set to give 12% amperes. 
The ideal drive is a direct connection 
using a coil spring as a coupling. Of 
course, the electric motor should be of 
the variable speed variety in order to 


run the generator over its entire test 
range, 
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Battery Charging from 
Lighting Plant 


I have a Delco light plant to light my 
building, and also wish to charge batteries 
from it. Please tell me how to hook up 
these batteries and let me know if lamps are 
suitable for resistance. Also give me the 
number of lamps to use and how to increase 
or decrease the amperage.—Marrowbone Gar- 
age, Marrowbone, Ky. 


— ideal way to charge batteries is 
to have sufficient of them in series 
so that the current from your Delco gen- 
erator charges the batteries at the pro- 
per rate, depending on their size. When 
the batteries are first put on the line 
their voltage will be rather low and as 
a consequence the charging rate will 
be relatively high. However, as the 
charge continues the battery voltage 
will increase and the point may be 
reached where no current is flowing. 
It will be necessary to remove one or 
more batteries to continue the charge. 


To use a bank of lamps, or any other 
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form of resistance, is perfectly prac- 
tical but extremely expensive as this 
method is most inefficient. However, if 
you do not have sufficient batteries to 
put in series with your generator, as 
just suggested, you can have one bat- 
tery on the line and have it in series 
with lamps that are in parallel. 

To increase the charging rate all 
lamps should be screwed into their 
sockets, and to reduce the charging rate 
the lamps should be loosened in their 
sockets so that they do not light. The 
current going through the battery 
would be the sum of the current pass- 
ing through all of the lights. 





N ash Wiring Wanted 


Please give me a wiring diagram of the 
Special Nash of 1926.—L. G. Dutcher, 
Wichita, Kansas. 


T= diagram of the Nash Special 
Six for 1926 is shown herewith, as 
requested. 
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Not a Chance, Harry, We 
Insist on Quality 
ICHITA, KAN.—You may tell 
Mr. and Mrs. Chilton that I sub- 
scribed to Motor AGE today because 
their subscription salesman told me 
they had an editor named John Cleary. 
Congratulations! I hope Motor AGE 
soon has a bigger circulation than the 
satevepost.—Harry E. Ridings. 





Ovyez! Ovesz! 
HILADELPHIA, PA.—I have been 
watching Motor AGE with a great 

deal of interest. It certainly is an in- 
teresting and different trade paper. It 
sure is going to make a lot of folks sit 
up and take notice. It already has, for 
that matter. But it hasn’t done half 
what it will. I just can’t wait to see 
what revolutionary miracles it and its 
editor will accomplish.—R. M. 


Read and Reap 
EADING, PA.—What makes your 
magazine most interesting to me 

is reading about other people’s methods 
of doing business.—H. A. Spatz. 











Rock Candy 








cellent journal as the Motor AGE. It is 
a most interesting and instructive jour- 
nal and is invaluable in keeping mem- 
bers of the trade up to date in all trade 
matters.— R. Juckert, Works Manager, 
Brodribb Bros., Pty. Ltd. 


This is What Comes of 
Not Knowing Botany 

EXINGTON, KY.—I don’t know 

who writes the captions for MOTOR 
AGE and of course he knows a lot more 
than I do, because I’m just 10 years 
old, but I can sure tell him one thing. 
In the September 22 magazine, those 
are not hippopotamuses the sheiks are 
riding. They are elephants.—W. W. H., 
JY. 








Yea, Henry! 
IDGEVILLE CORNERS, OHIO— 
I find all departments of MoTOR 
AGE interesting.—R. C. Henry. 





House Organs Please Copy 

AMBRIDGE, OHIO—I read MorTor 

AGE for the advertisements.— W. 
R. Blackburn. 


Motor Age 


WAS 
\ \ 


4 





\\ 


( 


\ 


4, 

















The Smarter the Buyer, the 
Quicker the Recognition 
(CLS veLAnD, OHIO—Keep up the 

good work. Editorially, Motor AGE 
is a wow. And the editorial improve- 
ment is being strikingly reflected in the 
advertising pages. But that was only 
to be expected, because when the smart 
buyers of space in the automotive busi- 
ness see a good thing, they recognize it 
instantly.—A. H. Dreher. 


Longs May We Wave 
EW YORK, N. Y.—We are auto- 
mobile insurance adjusters and are 
frequently called upon to figure in the 
service stations and elsewhere, and your 
book has been of inestimable value to 
us in the short period we have possessed 


it—Sherman Thursby, Vice-president, 
Charles J. Kirby, Jr., Inc. 


A Brazil “Nut” on M. A. 

AHIA, BRAZIL—MotTor AGE is in 

fact of real practical help to me! ! 
“Sure,” I say, and add—put my card 
back among the select crowd.—Arlindo 
Fernandes Dias. 











And Beard More? 








T. PAUL, MINN.—The 

Clearing House is the 
most interesting to me of 
all the departments.—F’. 
Rock. 





Goody, Goody 

OVER, TENN.—Mo- 

TOR AGE is all good.— 
T. H. Martin. 





No Mean Feat 
EDINA, N. Y. — 
Every feature of 
Motor AGE is interesting 
to me.—Wwm. G. Parker. 


Just Lake That! 

IERCE, NEB.—What 

part of the book do I 
like? The whole dam 
thing.—E. W. Hansen. 


Our Aim Fulfilled 
ELBOURNE, AUS- 
TRALIA —I _ would 
like to congratulate you 
for publishing such an ex- 


























Theyre Even Busting into Rhyme 


Y Boss is in a friendly rage—I’ve swiped his current 
Motor AcE—and as I scan each helpful page, I’m 
sorry for his raving. For, after all, I’m for him strong, 
and if such pilfering is wrong, I gather, as I read along, 
thought stuff his dollars saving. 
No grease hound I, and yet it’s good to read of New 
Devices, or Used Car selling stunts that lend the old- 
time problem spices, or Purrs and Pings, or kindred 
things—each tip a dollar getter. You folks are like this 
Coue chap who every day got better. 
How, in the sordid marts of trade, you find your wit 
and humor, is hard indeed to understand, save for the 
friendly rumor that every mother’s son of you gained 
knowledge first by daring, at varied tasks within the 
trade, to work and find your bearing. 
So, here’s to you and Motor AcGcE—and may each 
week’s edition give us the friendly hand we need to 
meet all competition—Stephen Da Costa, salesman for 


H. H. Fowler, Jordan Motor Cars, Hollywood, Cal. 


LASCO, KAN.— We 
are interested in the 
used car articles, and car 
merchandising in MOoToR 
AGE.—Beardmore Garage. 





Yes, Really 


ETROIT, MICH.— 

Motor AGE is a real 
magazine now. I like the 
news, editorials and the 
articles describing new 
ideas.—O. R. Goodrich. 





They Satisfy 
RADY, TEX.—We find 
the articles on garage 
management most inter- 
esting.—Mann Auto Co. 





Good to Hear 
ORTERSVILLE, CAL. 
—TI like the automobile 

financing articles.—E. H. 
Strong. 























Pore Owen enone OH Owe Rm Ben. Gon Geom & G Gee o oe. _— 


fre Cre Ore Rm Oe OA 


crt ho oo =a or om Or Cn RS Cn — 


ri 








October 18, 1927 











51 


Prices, Weight and Equipment of Current Passenger Car Models 














Important Changes in 
Specifications and Price 


Tables since last issue. 


LA SALLE 
New Weights 


LINCOLN 
Adds New Models 


PACKARD 


New Models and Weights 





















































Passengers . = . 
an = g : &'co| Standard 
Model or 8 => Equipment 
AUBURN 
“6-66” 
2-4p. Roadster. . .|$1095| 2/2750/ahrw 
5p. Touring...... 1345) 4/2760jabrw 
2-4p. Cabriolet. ..| 1295} 2\2850 
5p. Sp. Sedan 1195} 2|3040/jahr 
5p. Sedan........ 1295) 4/3080lahr 
5p. W = Sedan.} 1345! 4/3040jahr 
“8-7 
2-4p. tian 1395} 2/3005|ahmnrw 
5p. Touring. ..... 1445) 4)2960)ahmnrw 
2-4p. Cabriolet. . .| 1595] 213170 
Sp. Sp. Sedan. . 1495) 4/3350|ahmnr 
5p. Sedan........ 1695) 4/3390jahmnr 
5p. a Sedan..| 1745] 4/3390/ahmnr 
a, Sp. Rdster. .} 1995} 2/3180jahmnrw 
Sp. Touring. ..... 2045} 4/3200\ahmnrw 
2-4p. Cabriolet. . .| 2095} 213600 
5p. Sp. Sedan. 2095} 4/3380/ahmnr 
dp. Sedan........ 2195) 4/3450|/ahmnr 
Sp. Wanderer... .} 2245] 413450|ahmor 
147” W.B. 
7p. Touring orm aed 2295) 413790\w 
7p. Sedan........ 2595) 4/4200/ahmnr 
BUICK 
“7 15” 
4p. DeL. Redstr.. ..1$1195] 2]2990|ahmnpr 
dp. Touring DeL..| 1225] 4/3049): ahmnpr 
4p. Coupe...... 1195} 2 3110/ahmnr 
p. 2d. Sedan. . 1195} 2/3215jahmort 
5p. 4d. Sedan... .] 1295} 4/3300|ahmort 
4p. Ctry. Club....] 1275] 4/3190/ahmor 
Sp. Town Bro’m. .| 1375} 4/3305lah 
4p. Cou oe 1465} 2)3800|ahmnr 
Sp. 4d. Sedan... .| 1495! 413870] :bmaort 
dp. Town Bro'm, .| 1575). .}.... 
ote. Sp. Rdster. .| 1495! 2!3655jaghmnprw 
_ Sp. Touring.. .| 1525] 4/3735 agjmnprw 
p. Coupe....... 1850} 2/3940\ahmaor 
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Pucsmane < Passengers = Passengers f= 
° Es ° Es : s5 
an a . 5 so) Standard an = e\s a'> Standard an a S 5 22 Standard 
2 25 : 2 2 - 2 
Model els ae Equipment Model Se & | => Equipment Model ee islaE Equipment 
3p. Ctry. Club. ..| 1765) 2/3905)aghmnor CHRYSLER “52” DODGE BROS. 
5p. Bro. Sedan. ..| 1925) 4/4050)aghjmnoru 5p. Touring...... $ 750) 4/2185iar “124” 
7p. Sedan........ 1995) 4/4115)aghmnort 2-4p. Roadster....| 725] 2)2210/ar 5p. Touring...... 795| 4/2581/Ar 
2p. Coupe.......-. 725| 2|2355lar 2p. Roadster. ... 795| 2|2454]Ar 
5p. Sedan........ 735} 2)2350lar 2p. Sp. Roadster.! 845] 2/2530] Der 
5p. Sedan........ 795} 4)2455lar 5p. Sp. Touring..| 845} 4/2679) Der 
5p. De L. Sedan 875) 4/2390\ahr “128” 
“62” 5p. Sedan........ 875} 4/2600) Aehr 
5p. Touring. ..... 1095} 4)2645\aghor 5p. DeL. Sedan 975} 4/2609) Aehrt 
2-4p. Roadster... .| 1175} 2|2625)aeghnrw 2p. Coupe........] 855] 2/2428) Aehrt 
2p. Bus. Coupe...} 1125}. .| 555 4p.Cab. Rdstr.....] 955] 2/2463)/Behr 
5p. Sedan........ 1145} 2}2770jaghnr **Senior 6” 
CADILLAC “341” 5p. — re 1245] 4/2840jaghnr 4p Cab. Rdstr....| 1595} 2|3353)Cehmaortx 
‘Fisher”’ 2-4p. Coupe...... 1245| 2/2750\aghnr 5p. ..e-| 1495]. .]...lehr 
2-4p. Roadster. . .|$3350} 2].. 5p. Land. ie. 1295} . .}2855}aghnr 5p. Sedan........ 1595} 4)3412|/Cehmnrtx 
5p. Phaeton...... 3450) 4).... 4p Coupe........ 1570} 2}3315)Cehmnrtx 
5p. Sp. Phaeton. .| 3950) 4].... 2-4p. , 1495| 2)3005|aeghmnrwx 
7p. Touring...... 3450} 4] 4585 2-4p. Sp. Rdstr.. .| 1525]. .|3005 
2-4p Coupe...... 3295] 2].... 4p. Coune........ 1595} 2/3160)aghmnrux du PONT “‘E” 
2-4p. Conv. Coupe} 3495] 2/4600 2-4p. Coune..... 1545; 2/3130jaghmnrx 4p. Roadster..... $2800) . we a rena 
5p. Coupe....... 3495} 214700 5p. Roy. Sedan. ..} 1595} 4/3225jaghmnortx 5p. Touring. ..... 2800} 4/3850) afghikmnprx 
5p. Sedan........ 3595} 4/4800 5p. C.C. Sedan...} 1595). ./3240/aghjmnrux 4p. Coupe....... 3200} . .|3850)afghkmnprtx 
5p. Town Sedan..| 3395) 4/4750 2-4p. Con’t Coupe} 1745} 2/3100jaghmnrx 5p. Sedan........ oad .|4100) afghkmnprtx 
7p. Sedan........ 3695} 4]4870 5p. Crown Sedan..| 1745) 4)3235)aghmnortx 5p. Con. Sedan. ..} 3750} 4/4100) Bfghikmnprt 
5p. Imp. Sedan...| 3745] 4].... “30” x 
7p. Imp. Sedan 3895} 4/4950 5p. Phaeton...... 2495} 4/3925|aeghlmnprwx 
5p. Imperial Cab.}| 3745] 4].... 2-4p. Roadster... .| 2595} 2/3805) Beghlmnprwx 
7p. Imperial Cab.| 3895) 4).. 7p. Phaeton...... 2645}. .|4115}2eghlmnoprx {| ELCAR “6-70” 
“Fleetwood’’. . 2-4p. Sp. Roadster} 2695}. .|3805}aeghIlmnprx 5-7p. Touring. . . ./$1275)..].... 
5p. Sedan....... 4095 5p. Sp. Phaeton.. .| 2895]. .|4240/aeghlmnoprx || 4p. Land. Rdstr..| 1475) 2/2580jahjmar 
5p. Sedan Cab 4095 5p. Std. Sedan.. 2675} 4/4155|aghimnoprtx |} 4p. Brougham....| 1295} 2/2670)ahjmnor 
7p. Sedan....... 4195 5p. Std. Landau. .| 2795] 4 4215\aghlmnprtx 5p. Sedan........ 1395| 4)2750}ahjmnor 
7p. Sedan Cab 4195 7p. Std. Sedan 2895| 4/4370jaghlmnprtx **8. 32" 
5p. Imperial 4245) . 5p. Sedan........ 3195} 2|/4260)aeghlmnoprtx || 5-7p. Touring. ...| 1645). .}.... 
5p. Imperial Cab | 4245). . 5p. Land. Sedan. .| 3295). .|4220}aeghlmnoprtx |} 2-4p. Roadster. ..}| 1870} 2/3320jaeghmnr 
7p. Imperial......}| 4445]. . Th Ms cccces 3295} 4/4370\|aeghImnoprtx || 5p. Brougham. . 1595} 2/3410jagehmnor 
7p. Imperial Cab.| 4445). . 5p. Coupe........ 3095} 2/4220/aeghImnoprtx || 5p. Sedan........ 1790] 4/3490) aeghijmnor 
...Town Cab Con} 5000}. . 2- an Cabriolet... 3495] 2/4065] aeghlmnoprtx “8. 90" 
...TownCabCon} 5500}. . 7p. Sedan Lim.. 3595} 4/4450/aeghlmnoprtx |} 7p. Touring. ..... 2465) 4/3675|aeghkmaors 
..LimBro’m Con} 5500}. 5p. Town Car.....| 5495]. .|4265}aeghlmnoprtx |} 4p. Land. Rdstr..| 2295} 2|3620jaeghmar 
5p. Brougham... .} 2195} 2 3710|aeghimnor 
5p. Sedan........ 2265}. .}.... 
5p. Sedan........ 2465] 4/3895/aeghilmnort 
7p. Sedan........ 2765) 4/4245)aeghkmnor 
CUNNINGHAM ERSKINE “6” 
“V.7” 5p. Tourer....... $915) 4/2300\aeghnr 
CHANDLER 7p. Touring. ..... $6650) 4/4600|/Ceghjkimnp 2-4p. Spt. Rdstr..} 965). .}2305/B 
“Big Six” rsx 2p. Bus. Coupe...} 895] 2}2265jaeghnr 
2-4p. edie... .|$1695) 2/3200) Ahbmnw 4p. Sp. Touring.. .| 6150] 4/4500/Ceghjklmnp 2-4p. Spt. Coupe.. 965} 2/2330\aeghnor 
7p. Touring...... 1695] 4/3360jahmnw rsx 5p. Cus. Sedan. . 965] 4/2425|aeghnor 
5p. Met. Sedan 1495} 4/3570/ahjmnu 4p. Coupe....... 7600} 2/4700)Ceghjklmnp 
4p. Coupe....... 1675] 2)3435)\ahmno rtx 
3p. Ctry. Club. ..| 1675} 2/3435\ahno 6p. Limousine. ...| 8100} 4)5000)Ceghjkimnp 
5p.Met. DeL. Sed.| 1595) 4/3570/ahimnotv rtx ESSEX 
7p. Sedan DeL...| 1795] 4/3725jahmnotuv “Super Six” 
... Royal Sed.. 1795| 4)... .jahmnptx 2p. Speedabout. ..| $700] 2}2115j/amar 
4p. Speedster.....| 835) 4/2230jamnr 
**Spec. Six” 2p. Coupe, cloth..} 735) 2)/2330)ahmnr 
5p. Touring. ..... 945) 4)2475j\ah 2p. Coupe, leather} 750} 2}2330jahmor 
5p. DeL. eee 1005} 4}2475|ahiw 5p. Coach........ 735} 2}2450)ahmnr 
2-4p. Rdstr.. 1135} 2|2470jahw 5p. Sedan........ 835} 4/2490)ahmnaru 
5p. Sportster. . bakes 1145} 4|2650jahw 
5p. Sedan........ 995) 4/2740)ah DAVIS “92-27” 
3p. Coupe....... 1035} 2!2620\ah 5p. Leg. Tour. .. .}$1395} 4/2915) Dhmnr 
2-4p. Coupe...... 1135} 2\2650\ah 5p. Sedan........ 1595} 4/3000) Dhmnor 
5p. DeL. Sedan.. .| 1135} 4/2635jaht 5p. Imp. Sedan...| 1795} 4/3055| Dghmnort FALCON- 
3p. DeL. Coupe. .| 1125) 2/2620/ah **94-27” KNIGHT 
2-4p. DeL Coupe.| 1235} 2/2650jah 5p. Roadster... .. 1245] 2/2350/dbr 4p. Roadster. . ...|$1045}. ./2450/ghr 
5p. Touring. ..... 1285) 4/2500/dhr See b wwe 
“Roy. St. 8” 5p. Sedan........ 1285} 4/2570\dhr 4p. G.G. Rdster. .| 1250). .|2500| Beghkmnrwx 
7p. Touring. ..... 1995) 4)3645|/ahjmnpwx 3p. Coupe. . 1285) 2)2375idhr 2p Coane....... 995]. .|}2565ighr 
4p. Roadster. .... 1995} 213375\ Abmnpwx 5p. Imp, Sedan...| 1385] 4/2575 Dghmnort 5p. Brougham....| 995). .|2665)ghr 
4p. Coupe....... 1995) 2|/3610j;ahmnoptx **98-27” 5p. Sedan........ 1095} 4}2700|ghor 
4p. Ctry. Club 1995} 2/3610|/ahmnopx 4p. Polo Rdstr....| 1795] 2}3000!aghmar 5p. Landau... ....} 1145]. ./2735j}ghrtu 
5p. Sedan....... 1995] 4/3760lahmnoptx 5p. Touring...... 1795} 4|3050/aghimns 
7p. Sedan........ 2095! 4)3870)ahmroptx ” Coupe........}| 1865} 2 3150 aghmor 
. Emp. Sedan. .| 1885] 4]3200 aghmnort 
FLINT ‘‘60” 
5p. Touring. .... |$1250) 4/2750)aehmnrx 
4p. Spt. Rdstr....| 1350) 2}2885) Aehmnrw 
4p. Cpe. Rdstr...} 1395} 2|2890)aehmnor 
5p. Sedan........ 1395} 4/3030) aehmnort 
5p. yee. ..| 1395] 2}/3010|aehjmnor 
DIANA “St. 8” 190” W.B. 
CHEVROLET 5p. Phaeton...... $1695] 4/3100jagmn 5p. Touring...... 1450] 4)3245|aehmnr 
“AA” yp. Roy. Roadster} 1795| 2/2995|agmnw 4p. Spt. Tour 1595} 4/3395)aehimnrwx 
2p. Roadster. .... $ 525) 2/1890/dr ip. P.B. Rdstr...} $895) 2/2°95|Bemnw 4p. Coupe....... 1795} 2|3500|aehmnorx 
5p. Touring. ..... 525] 4/1985j}dr dp. Cab. Rdstr.../ 1995] 2/3160jaghmn 5p. Sedan........ 1850} 4/3625/aehmnortx 
2p. Util Cpe... 625} 2!2090)dhr ip. Cab Rdstr... 2295) 2/3160!aghmn 130” W.B. 
ip. Coach........ 595} 2)2190!dhr yp. 4d. Sedan. .../ 2095| 4/3275/aghmnot 7p. Touring. ..... 1595) 4/3470)afhmnrx 
Sm, Segem........ 695; 4)2275)dhr 5p. be Sedan. 1795; 2|3170\aghimno Se 2050} 4/3780|aehmnortx 
2-4p. Cabriolet...| 715; 2)2135\dhr 35” W.B. “7-18” 
Imp. Land... .. 745| 4/2290\dhu 7p. "Touring er 1795| 4/3336)/agmn 5p. DeL. Coach. .{ 895) 4/2580\)aehknor 

















A—Wood wheels with spare. 
a—Wood wheels. 
B—Wire wheels with spare. 
b—Wire wheels. 
C—Optional wheels with spare. 
c—Type of wheels a 








D—Disk wheels with spare. 


d—Disk wheels. 


e—Front and rear bumpers 


f—Front bumper. 


g—Shock absorbers or snubbers. 
h— Automatic windshield wiper. 


KEY TO SYMBOLS: 


i—Trunk and trunk rack. 
j—Trunk rack, no trunk. 
k—Spare tire. 

I—Spare tire lock. 
m—FEngine heat indicator. 
n—Dash gasoline gage. 


o—Car heater. 
—Cigar lighter. 


r—Rear traffic signal. 


s—Spotlight. 


t—Vanity and smoking set. 


»—Smoking 


set. 


v—Vanity set. 


lock. 


— 


we — wings. 


*—QOverall length. 


§—Prices on application. 
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= i Passengers . s&s 
oe Passengers . ES Me/2/S%! Standard 
t~ Passenger , £2 Mo/ |S") Standard and 8/5) andar 
-~ a Sei 33 Standard and =s 5 22 wl . °o £ 3 zs Equipment Model - = aiz3 Equipmeni 
Model OE |Z \£5| Equipment Model ee |O ne we [Ol ; 
“yy” Berline....... ..{....Jaeghkinprx Pit I 3485| 214951 aechinprs 
FORD * 1545} 2/2915|aghmorx .. Limousine.... | 6000}. .]... or 7 - eee 3485| 214056! ~~ 
_ Sin os. 1695| 2/3070|aghmnrx -Brougham. . a. oe 3485| 4/4017|aeghinprx 
2p. Runabout....| $360) 2/1658/a 2-4p. on .| 1695] 4|3200|aghmnortx 6p. Ber. Landau . .. -JaeghkInprx 7 T con Speed: || 3565] 414480/a eghilnprw: 
- —: hind os ; 1890 1 z Cue Vict... 1695} 2|3200)aghilmortx Ty rs nee Cab. toes rma op ‘ anaes Rdstr.. 3565| 214374 aeghlnprx 
ou os gare - 
Bp. Tudor Sedan..} 495| 2/1950/a 4 G ‘i Coupe] 2195} 213185)aghmnrx _. Holbrook Cab. vo re a _— Coupe — : a = wand 
Sn: a 4p. Perm. Coupe.| 2195| 2/3185laghmnr A po Peete Wl ap. Victoria. ...._] 3485] 214346lacchinorte 
5p. Victoria...... ee ae nor 5p. Brougham... . ses ~ mar 
ae we wy LOCOMOBILE } 7p. Sedan.......| 3640] 44620 (ccebloee 
—— 2-4p. Playboy. ...| 2345) 2/3200 meen * 4|3525jafghkmnrx {| 5p. Cus. Sedan... .| 3960] 4/4515|aeghinprtx 
ee al mate, | ear a | He erate, | oo eaten ig Seater | FS Se | sr doen 
3p: Coupes: ----| 2490| 218105|aeghbiprs || Sp: Cus. Sedna. -| 2495| 42470Jaghmartx || 4p. Collp. Gpe:.| 1006] "[o43slate ; 
3.5p Coupe wewee 2565) 2/3150)aeghklprx Spe] Rdster.. 2|3870|aeghkImnprt 
4p. Victoria...... 2740) 2/3165|aeghkiprx uvx 
5p Rn giedill 2790] 4/3230|aeghkl “g_55” 4p. Spt. Touring. . . 13972) aeghklmnprt 
ty “4 an.... 5010 ‘ 3208 ook “4 5p. hos -1$1685) 4 3020) ahmnr 4p. Collap. Coupe. 2}3780 panne M p R adster..... $9: 5} 212295 an 
> Sa aeghkl 4 Speedster... ....| 1895] 2/3160|ah klmnprt Bp Phaeton...... 995) 4/2340/an 
7p. Limousine. 2940} 4/3360 prx ra Coupe Rd... 2. | 1895 tems penne 5p. Sedan........ 4|3950 ave np Sp. De L Reds 1095 23330 da 
rom.. r a . 
Sp. Bro'm Sedan..| 1895) 4 ote ah 5. Brougham..... 4|3990 — — 3 5p, Roy. Cab...| 1295] 2/2575lan 
i i ee 7p. Sedan........ 4}4140/aeghidimnprt |} 3-5p. Cab Radstr.. 1105] 212575{dn 
7 tp. Touring... — oor Sub. Sed 44280laeghkimnprt Po 2d. Se 2d. Sedan.....| 1145} 22520/dn 
no Brim ean. | a8 480s we |i aeons | tae sana 
$1475 2|3290 Aghjmnr 5p. rm sedan... “4g” ; Pp ° an... 
e Sp. ee ...}| 1490] 4/3285) Aghmnr 7p. Sedan Dee eeeee. 2295). .13770jahmnar 4p. Sportif....... 4/5030] afghjkirsx 5p. Roy. Sedan. 1295 4 2605 aha 
‘oo 1595] 2|3030| Aeghmnr 4p. Cpe. Roadste:| 1595 ahmr .. Roadster. .... ye ee > a. 2 
peeet eg “412065 ’ ea & 
pope Crue] 178] apr Acgimer SB Sle. 409) oat 7p. Tout bin i|5464{afehklrstx |] 5p. Roy. Rdster-| 1305] 2|2000/dn 
Vie. Coupe...) 1745} 213375 moan 6p. Brougham. . 4 afghkirstx Pp 
Sp Sadan. rss] Ape iAegimar —|l Sp. Phacton.,....| 1885] 4/3240] ahmar 5p. Vie. Sedan... alsseslatghklrstx || 5p. Sedan DeL....| 1395] 237i0ldno 
— bt Ft ft aga Beet ; . Enc. Dr. Egnkites 
4p. ties: ...| 1695) 2 oe eee 2 cag rs ad 2093 313343 an 7: Cabriolet spt 4/5624) afghkirstx Sp. ony +4 : sustiane 
..-| 1845] 25: eghimnr . Qn”? ‘ > poe pees 
> Vie fone. 41 ot oo Bro'm Sedan..| 2005 ‘ 3400lahmnr 4p. Sportif senses 4|4475 seghikimnpe 
Brougham. ...| 1895] 4|3360| Aeghimnr p. Bro’m § | uvx 
op. Sedan... 1895] 4(3380|Aeghmnr || Sp. re | Se. 4p. Roadster... 2|4370|aeghklmnpr 
al 1985] 4|3360/ahmor uvx 
ee 1795] 4/3330] Aeghmnr 7p. Touring. ..... ing......1 60001. .|..... aeghkimnpr 
rp. Touring......] 1798] 4{3330|Aeghmnr ap. Tourster_, | 2005] 418155]ahmnr 7p. Touring vchecttt,  IENASHL 
san”? p. . Vic. Sedan.. 4 atgnimprtx . 
ap. Roadster.....| 1995] 213400/Deghmnrx || 7: Sedan........ _— TP Suburban... 4|4930/afghmprtx || Sp. Touring... $805) 4|2325| Dahne 
feet FE Se apie bon WO al | t= ee 
. Victoria. ..... 229 egnunnrx uvx pM. cccons 
: Broughen. ..| 2295] 4/2690] Deghimnrx 5p. Phaeton...... ee : — nee 7p. Town Bro’m..| 7500| 4|4615|afghmprtx 6p. Sedan....... ‘ 25 4 2500 Dehn 
oon + Sn Se rs Coe. Rasit 2395| 213578|ahmnr ~ Cabriolet. .... 7500) 4 er 5p — — 1085} 4 eghor 
‘ ! —~ <imnpr P 
" 5p Spec. Brom ree 2 ae « wed » aap. GOD. «.] SOUR. ~~" . 4p. Roadster..... 1225] 2 moe: pape 
5p. Bro’m Sedan a 4 4 53 wore 5p. Touring...... 1135 4 aes ne wed 
5p. coat Far ay 4p. — beens a : +e, — 
—— ae Si 7p. "Touring. eee ef 2285 4|3630]/ahmnr 4 5p. oe See *) 42151 913150 Dehiart 
“sel Lie” 4p. Tourster... 2395] 4/3335 /abmor ae SWE. Bp. Sedan........| 1335] 4|3250|Dghnrtuy 
Sp. Coneh......... a Soe OD Een | S705] 4(3075lahmnr 4p. Roadster... ..|$3050] 2}3400|Ceghmnprwx ||" “Advanced 
Custom’ an Fem ee iy. Sedan Deb. | 2085] 4]310lacgimorex | bp Sp. Phacton ..| 3180] 4[3400latghimnprx || 4p. Hoadstr 1475| 2|3400|/Dghmor 
tom” ; . Phaeton .. aighimnprx {| 4p. Roadster. .... 
™ Phaeton -~__. ot Soe Ss 3585 ‘ 1135 aioe 3 tog .....+| 3180] 2/3650)afghlmnprtx 5p. Touring... ee. 1340 4 oe — 
4p Brougham ...} 1575| 4)3660/aghjmnru aetna ee 5p. Sedan........ 3180) 4|3650\afghimnprtx |} 5p. Sedan........ ar , oe a 
7p. Sedan........ 1850) 4/3870laghmnoru \| 5p. Coach Bro’m..| 3180) 4 a eo 5p. Soe merned 154 g 
+, lil ; 5p. Town Car....| 4600] 4 afghimnprtx 
5p. Coach........] 1175] 2/3510jaghjmnr LA ake . fj oP 136” WB. 7p. Lag eer —_ : oan — 
5. Fedan......... an i tes enema Reeds 2525] 2)|3665|aeghlmnoprx 7p. Sedan........ 3280} 4/3700|afghImnprtx || 5p. Sp. Touring. . 2 i A 
2-4p. Roadster. . . oC 413680). cen 7p. Sub. Sedan....; 3480} 4/3700jafghlmnprtx || 4p. Victoria... ... 159 ee — ; 
2 ee. 2995] 4|1080|Begh:kmnp “av” | Se Amb Sedan. .| 1925] 413800 Deninmrtuvs 
4p. Sp. Phaeton. . 4 2p. Roadster..... 5800} 2 a nen _ ~~ Sedan. . oe: 413830 et 
5 som 4 eghjimnorx p. eres 
oacll 2585] 2|3875jaeghimnprx || 4p. Spt. Tour.....| 5600] 4/4 
x _ 4p —_ Cpe. ee 2 co ners 5p. ‘lour. Sedan. .} 6720) 4/5200 “waned 
asl 251 4/2 4p. Victoria. ..... 2635] 2)3895|aeghlmnprvx 
wg ow iy +385 $2600 — Bp. Town Sedan. .| 2650] 4/3975 meneeners 7p. Touring.......] 5700} 4/5200 “cad 
2-4p. Coupe...... 1385] 2|2800{eghor j &. Sedaa........ a Bete... 6720] 4)... Afghiimnop a 
Sp. Sedan........ 1385} 4/2 eghnr cand veiemaanll e sane | 
. _Sedan........| 3800). |.. . Sp. Phaeton. .]..... 4)2620/aehjw 
5p. a. ...| 1385] 2/2890) cghjn SD. ae "| enol 7p. Sub. Sedan. ..} 6920] 4 Coghimnop ra Bp. —e 11075] 212500lachinw 
2 Toure aia the ‘ 3360 a. " be ws mat 4-6p. Town Car. .} 9000; 4/5200 Ctghilmnop ma ———" sees ee 919745 ahu 
. Touring...... J : 
od. wey A ..| 1895) 2/3355) ceghnrvx 7p. Sedan........ ate : neo «senate | 3p. Land. Coupe... 1045 9 2705 ah 
5p. Brougham... .} 2095} 2/3515)j 5p, Imp. Sedan...] 2 : 220 tone 5p. 4d. Sedan.....} 1145) 4 — a ~ ' 
2-4p. Coupe...... 2195) 2 3465 dghrx 7p. Imp. Sedan...} 2895) 4)... .Jaeg 5p. Land. Sedan..| 1265] 4 aehno 
5p. Sedan........ 2195| 4/3545laghrx RMON 
5p. Victoria...... 2195} 2/3525 aeghnrx aoe 
7p. Sedan ee 2345 4 eed = 2p. Speedster. ou all $195 9 3019 <n t 
9 
*p. Sedan Lim... .| 2520) 4/3360|aehnrx 2p. Spt. Raster. .|$4600| 214030}aegkloprx || 4p. Speedster.....| 1965] 4)2077}aeghlmnprx }] OBILE 
.Club Roadster} 4600). .|... .jaeg . dae 9|3053|aeghImnprx “30-E” 
7p. Spt. Touring..| 4600| 4 es oe am . al .-| 1895). .|3090 , 5p. Sp. Touring.. .} $895) 4 ta sme 
> eee.» 46001 2 49101 ok at Ap. Sedan........ 1895] 4/30S2iaeghimnprtx || 4p. DeL. Rdster..| 895 2|231 |cehmnr 
JORDAN et EIOP- + «no coel ala caiies 2p. Couve Rdstr..} 1995] 2|3054|aeghlmnprx 2p. Coupe... 875) 2)....th 
“R” ap. Sedan........ a @ ee ie roa Victoria...... 2595) 2/3116jaeghlmnprtx || 5p. Sedan 2d... 875 2 ehu 
ae Sot’ Sing] 1745] 4]2800|Beeghkmars |} Sp. Sedan........ 5000 _~ paaniingrs || 5p. Cus. Sedan. ..| 2595] 4/3119/aegbImnprtx || 5p. Sedan 4d... 975 ; 2650 oat nru 
4p. Spt. Salon... . 1595) 2 be: re _ eae: mann < 4/5050 mae 5p. Cus. Sedan. 2595) 4 ott An ae : 4p. Sp Couns at 13 42780 — <a 
. is a Tr TTT Tt ] 20| 4/3040 aeghimnprtx i} Sp. Landau..... 
oy ~anadete Foo 275|aghmnrts 7p. Limousine. ...{ 5200| 4|5180\aegkInprtx tp. Town Cab.. | 3125) 4[3040lacghimnprtz || Sp | 
BOLS 
aieaneen an rack. e—Car heater. v—Vanity set. 
A— Wood 9 with spare. Eg — with spare. ‘os se Sapper p—Cigar lighter. ; — wings. 
a— Wood wh — ISK wheels. et - r—Rear traffic signa — 
B—Wire wheels with spare. e—Front and rear bumpers. a ag \ s—Spotlight. *—Overall length. 
»— Wire w — h lo yo or snubbers ta, ae ar heat indicator. t—Vanity and smoking set. §—Prices on application. 
_ it re. — Shock a ; bers. . t. 
ge shoals to a 5 —datemnatie windshield wiper. n—Dash gasoline gage. u—Smoking se 
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TP os Passengers o Passenger fe Passengers es 
— MS o|/2\'S%| Standard oa Mo/2|S'%| Standard an -. eels s% Standard and sels aS Stendard 
Medel O-£|3/-2°8| Equipment Model oO: 2 as Equipment Model oO: 2 “<| Equipment Model O-£/si28 uipment 
— we laine) oP ae One Ko |Olns te Oe a|ne 
/ERLAND 7p. Limousine. ...| 2695| 4|3750jaghlmnrtvx ROAMER 2p. Coupe........ 1195} 2/3120\deghlmnr 
a 4” Whippet 5p. DeL. Sedan...} 2725] 4/3600|aeghimnrtvx “8-78” 4p. Coupe........| 1295) 2/3165/deghlmnr 
5p. Touring......| $625) 4/1985)ag 7p. DeL. Sedan... .| 2995} 4/3700jaeghimnrtvx || 2p. Roadster... .. $1495) 2 4p. Victoria Dea 1295} 2|3165|degblmnr 
2-4p. neonnggaaie ..| 695) 2)1930\agh **6-80 4p. Coupe........| 1495] 2].... 5p. Sedan Plush. .} 1195} -t/3235/deghimnr 
Qn. Coupe.. ..| 625) 2/2025\ag 5p. » ll .. | 1395) 4/2850\aeghimnrw 5p. Sedan. ere 1795]. .}.... 5p. Sedan Mohair. 1295} $/3235|ideghlmnr 
5p. Coach.......-. 625| 2/2075\ag 2-4p. Roadster....| 1495] 213025 ceghlmnrw 8-80 Commander b See 
5p. Sedan........ 725) 4|2185\agk 2-4p. Coupe...... 1565] 2|2975|aeghlmnr 2p. Coupe......../$1985) 2/3410/ag 4p. Roadster..... 1595] 2)3330\deghIlmnr 
5p. Landau...... 755| 4/2230\agh 5p. 2d. Sedan.....| 1395] 2/3000/aeghilnr 5p. Brougham....| 1985} 2/3440jag 2p. Coupe........ 1495} 2/3395|deghImnr 
‘“6” Whippet 5p. Std. Sedan... .| 1595] 4/3125jaghmnr. 5p. Sedan. ras iain tied 1985) 4|3570)\ag 4p. Victoria...... 1495} 2|3510/deghlmnr 
9.4p. Roadster...| 825] 2|2225/agh .. Spt. Sedan....| 1795} 4/3100 8-88 5p. Sedan........ 1495) 4/3570/deghImnr 
5p. Touring. ..... Lt. : ate. agh 5p. = Sedan...} 1795) 4/3125|Deghlmnr =  — a —_ - tee cg 4 a Re es = 7 wee ree 
9, Coupe......-- ag “6-90” p. Sedan........ ( cg . Vie. aia | r 
= — eee 795| 2/2405\agh 5p. Phaeton .... | 1695} 4/2930)aeghImnrw 7p. Sedan........ 3285) 4/3980icg 5p. Sed. Regal. ...| 1625] 4/3585/deghlmnpr 
5p. Sedan.......-. 875) 4|2440\agh 2-4p Roadster....| 1695) 2)2960jaeghimnrw President 
5p. Landau...... 925} 4/2490|aght 4p. Coupe........} 1725} 2|3050/aeghlmnr 7p. Tourer....... 1795| 4/3805|/deghlmnp-x 
4p. Sedan........ 1895} 2/3150/aeghilmnr 7p. Sedan........ 1985} 4/4050/deghImnprx 
5p. Sedan........ 1895} 4/3200/aeghlmnrt 7p. Limousine... .| 2250} 4/4080/deghlmnprx 
5p. Landau...... 1995} 4/3250|aeghimort 
“*8.69” ROLLS ROYCE 
126” W.B. **Si. Ghost” 
5p. Coupe........| 2795}. . 13810] Deghilmnrtx n Models.....| § ...|Bfghjkmprtx 
PACKARD 5p. men, war’ 2995) 4/3875) Deghlmnrtx C = ey ..| § . | Bfghjkmprtx 
“526” 133 B. “‘New n” 
4p. Runabout $2275; 2)3620] Deghimnpx 2-4p. Roadster... .| 2995] 2/3650|Deghlmnrx Open Models.....} § as ex man sata 
5p. Phaeton...... 2275| 4/3665] Deghimnpx 7p. Sedan..... .. 3095]. . |(3°75| Deghlmnrtx Closed Models....; § |..|....|Beghlkmprtx STUTZ AA 
5p. Sedan........ 2285} 4/4000} DeghIimnprtx || 5p. Sedan........ 3495] 4/3950) DeghImnrtx 131 W.B. 
2-4p. Coupe... ... 2350}. . |3950 7p. Sedan........ 3595} 4/4050) DeghImnrtx 2-4p. Sp’dster. . . .|$3350| 2/4058|aeghimnprwx 
4p. Conv't Cpe...1 2425). . 13875 5p. Ber. Lim. . 3795} 4/4100] Deghimnrtx 4p. Speedster... ..| 3360] 4/4175|aeghImnprwx 
“533” 2-tp Coupe......| 3365} 2/4182|aeghlmnprx 
5p. Phaeton ..... 2385) . .13745 4p. Vict. Coupe.. .| 3375] 2/4176/aeghImnprtx 
4p. Runabout... .| 2385]. ./3700 STAR ‘*4” 5p. Brougham... .| 3395} 4/4334/aeghlmnprtx 
7p. Touring...... 2485| 4/3865) DeghIlmnprx 2p. Con. Rdstr... .| $550) 2/1850/a 5p. Sedan........ 3395} 4/4340 Imnprtx 
4p. Coupe........| 2685] 2|4000|deghint Sp. Touring... ... 550| 4/1920}a Sp. Land. Sedan. .| 3545] 4]4280|aeghlmnprtx 
5p. Club. Sedan. .| 2685} 4/4085 ee 2p. Coupe........| 650} 2/1965jah 145” W.B. 

PIERCE ARROW 5p. Coach........ 675| 2/2120/ah 7p. Sedan........ 3885) 4/4656)aeghImnprtx 
ip. Sedan........ 2685) 4/4145 = Sa **80” 5p. Sedan........ 765| 4/2200/ah 7p. Sedan Lim.. . 3985} 4/4731 /aeghimnprtx 
7p. Sedan Lim 2785} 4/4205|Deghlmnprtx || 2p. Runabout... ./$2495| 2|3285/afgbirx — AA DeLuxe 

“443” 7p. Phaeton...... 2895] 4/3440/afghirx 5p. Touring......| 725] 4/2070\a 131” W.B. 
4.p Runabout... .} 3975]. .|4350 4p. Phaeton...... 3095} 4/3300/afghirx 2-4p. Roadster....| 885} 2/2140 aeghkmrw 2p. Speedster... ..| 3450) 2|4058\aeghImnprwx 
5p. Phaeton ..... 3975]. ./4370 4p. Conv’t Coupe | 3350} 2/].... 2-4p. Cabriolet...| 915] 2/2260jaeghmr rs Speedster... ../ 3460 414175/aeghimnprwx 
7p. Touring... ... 4050} 4)/4410|Deghklmnprx || 5p. Brougham... .| 2495) 2/3470\afgkirtx 2p. Coupe........| 795] 2|2145jahmr “AA Custom 
4p. Coupe....... 4950} . .|4635 5p. Sport —.. 3025} 4/3530 5p. Coach........ 845) 2/2265jahmr 131” W.B. 
5p. Club Sedan... .| 4950] 4/4710|Deghilmnp a acy ay --} $100 : see afghipr > nos ges ined = : ae < wed ~ eee eg = : ney in 
rtx p. an.. afghirtx 5p. Land. Sedan. . ahmr p. Black Hawk. . 2)... . | beghlmaprx 
7p. Sedan........ 5150} 4/4820) Deghklmnp 7p. Std. Sedan... .| 3350} 4/3620/af hirtx 2-4p. Sp. Coupe..| 975) 2/2295|aeghkmr 2-4p. Cab. Coupe | 3895] 2]... ./aeghlmnprx 
rtx 2-4p. Coupe... ... 3200] 2|3450|afghirtx 5p. Pr. Wales Sed.| 6345] 4}... ./aeghlmnprtx 
7p. Sedan Lim... .| 5250] 4/4860] Deghkimnp 5p. Club. Sedan. .| 3300] 4/3565/afghlr 5p. Wey. Deau. S.| 4665] 23... ./aeghlmnprx 
rtx ~ Ene. Dr. Li ee 4 ae a. 5p. hye ad .| 4665] 4]... .|aeghlmnprx 
p. Enc. Dr. Lim 4 atg j 
4p. Coupe... 3250) 2|3420\afghirtx STEARNS- 7p. Speedster. ....| 3885) 4]... ./aeghjlmnprx 
5p. DeL. Sedan...} 3895] 4/3500 afghirtx KNIGHT 7p. Pr. Wales Sed.| 6345] 4]... aeghimnprtx 
7p. DeL. Sedan... .| 3995) 4/3600|afghirtx **F.6-85” 5p. Wey. Sedan 5185] 4}... ./aeghilmnprx 

PAIGE “6-45” 7p. Lim. Encl. ...| 4045] 4/3660/afghlirtx 4p. Roadster... .. $3250) 2/4252jaeghklmnpr 7p. Cab. T’n Car | 6895) 4] ...{aeghlmnprtx 
5p. Touring...... $1095] 4).... hor **36” ; wx 
2p. Coupe.. ..| 1005} 2}2525)aghnr 2p. Runabout. . 5875| 2/4560|afghirx 4p. Touring. ..... 3250] 4/4322|aeghjkimnpr 
4p. Cab. Rdster..| 1195] 212615 aeghnr 4p. Touring...... 5875} 4/4510\afghrx wx 
5p. Brougham....| 1095] 2}2660jaghnr 7p. Touring...... 5875| 4/4585 lafghirx 4p. Cab. Rdstr...| 3550] 2/4500jaeghkimnopr 
dp. Sedan........ 1195) 4/760/aghnru 7p. Sedan....... 5875) 4/4815 \afghirtx x 

“6-454” 7p. Lim. Enel 5875) 4/4870\afghirtx 5p. Cus. Sedan. ..| 3350] 4|4562)aeghjklmno 
5p. Brougham....} 995]. .4... ; 3p. Coupe........| 6375} 2|4760l/afghlrtx rtx 
5. Sedan......... 1095)..}.... 4p. oe Sedan... pe 2 phe se 4p. Coupe........| 3450} 2 ee oun 

“6-65” 4p. TTT e er 4 af birtx rux 

4p. Roadster.......| 1395] 2/3055|aghmnrwz 7p. Ene. Dr. Lan.| 6000} 4/4895 |afghirtx 5p. Std. Sedan... .| 3450} 4|4572|aeghjklmno “*Std. 50” 
dp. Brougham... .| 1395] 2)/3215/aghmnr 7p. Sedan Land.. .| 6000} 4/4840/afghirtx rtx 2-4p. Roadster... |$1165)..|.... 
Op. Land. Bro’m..| 1395] 2/3115jaghmnr 4p. Lim. Encl... .| 6375) 4/4880jafghirtx 5p. Sedan Lim....}| 3700) 4|4647\aeghjkimno 3p. Coupe........] 1165} 2|2730jaehkmr 
op. Sedan........ 1495} 4/3280jaghmnrux 4p. Sedan........ 6475| 4/4805/afghir ; rtx 5p. Sedan........ 1165} 4)2810|aehkmr 
_ “6-75” 2p. Coupe........| 6600] 2)4745)afghir 5p. Cus. Sed. Lim.} 3700) 4/4637|aeghjkimno 5p. Met. Sedan. ..| 1325}. .]....Jeghkmr 
ip. Touring. wae hy a a 1655 4 3420 aghmnrx 4p. Sedan Land.. .| 6600 4 4800 lafghirtx rtx Spec. 60 , 
4p. Cab Rdster. .| 1895} 21/3540|deghmnrx 4p. Encl. Land... .| 6600} 4/4880\afghirtx 7p. Sedan...... .| 3750) 4/4702|aeghklmno 5p. Club Ph’tn....} 1450} 4/3025jaehimnoprx 
Op. Sedan........] 1695] 413550laghjmnrux 7p. Fr. Limou....| 7500) 4/4740/afghirtx rtx 4p. Coupe........| 1585} 2|3260)aehmnrux 
4p. Coupe.. ..| 1895} 213550}deghmnrx 7p. Fr. Landau...}| 8000} 4/4865/afghirtx 7p. Sedan Lim... .} 3950) 4/4777|aeghklmno 5p. Spec. Sedan...| 1585] 4/3335/aehmnrux 
ip. Sedan. ..| 1998) 413765\dghmnrtx rtx 5p. Royal Sedan. | 1635] 4/3350)aehmnrux 
7p. Limousine. . ..| 2145] 4/3805)dghmortx **G8-85” 

**8.85” 4p. Roadster... .. 3950) 2|4448/aeghklmnpr 
ip. Touring. .....| 2195} 4|3570|aeghmnprx wx 
dp. Sedan........| 2255] 413700|aeghmnprux 4p Touring...... 3950| 4/4633|aeghjklmnp 
4p. Coupe... .....| 2495] 2)3700]aeghmnprx rwXx 
4p. Cabriolet... ..] 2495] 2/3690|aeghmnprx PONTIAC i 4p. Cabriolet. .. .. 4550} 2|4717|aeghklmnopr 
7p. Sedan........] 2525] 4/3910]aeghmnprux 2-4p. Roadster.. $745) 2/2160jah x 
‘p. Limousine. ...| 2665] 413950|aeghmnprux 2p. Sg ak | 745 2 wins “ 4p. Coupe........| 4550) 2|4882|aeghkIlmnor we aer 

5p. 2 an.. 45} 2 a tx 

4p. yon ah 795} 2 rte x 5p. Sedan........ 4650} 4|4934|aeghjklmno P ne: J ‘ an oe 

Sp. Land. an..| 845) 4/2460j\a rtx 2p. Roadster... . laghnrx 

5p. Del. Landau.| 925) 4/2510jaeh 7p. Sedan...... .| 4750) 4|5027|aeghklmno 5p. Wes y, —- pee : on ~ 

rtx 2-4p. Cab C’pe...| 199 aghorx 
a? 5p. Sedan Lim... .} 4850} 4/5009 oo “oe dp. he sagan = ’ om set 
rtx p. Sedan........ aghnrtx 
2-4p. Roadster... $1295] 2|2600|adeghlmnr 7p. Limousine... .} 4950) 4/5102|aeghklmno 135” W.B. 
2-4p. C’pe Rdstr..| 1345] 4/2725ladeghImnr rtx 7p. Touring. ..... 2495) 4].... 
p. Sedan........ 1345) 4/2895|adegh!mnr og 3 a — . ip. a. Remain poe } ww 
, 2p. Roadster... .. 2|3300\aeghnr p. Limousine. .. . 
12649” W.B. ...Brougham.....| 1685] 2/3425/aeghinr : ““70-A” 
dp. Coupe .| 2295] 2/3400/aeghjlmnrtx 2p. Sp. Coupe. ...| 1625} 2/3320|aeghnr STUDEBAKER 2-4p. Roadster....| 1350) 2}2965jaghnr 
Op Sedan........| 2395) 4/3475|aeghimortvx 4p. Victoria. .... | 1845} 2/3350/aeghnr “The Dictator” 5p. Touring...... 1295} 4/2900\aghnr 
13316” W.B. ...pedan........ 1845) 4/3550/aeghnrt 5p. ‘Tourer....... $1165) 4/3080\deghlmnr 2p. Coupe........| 1295} 2/2815 ~~ 
Sy Phaeton......| 1995] 4/3175/aeghlmnrx ...DeL Sedan.. | 1995) 4/3550/aeghnrt 5p. Du Phaeton. | 1195) 4/3105\deghlmnr 5p. Coach........ 1295} 2|3010jaghnr 
-4p. Roadster... 2195} 2/3300|aeghlmnrt wx “Wolverine” ee 1245| 4/3090|deghlmnr 2-4p. Cab Coupe..| 1495) 2)2880jaghnr 
‘p. Sedan....... 2595] 4/3675|aeghimortvx 5p. Brougham ...| 1195) 2/2960/aehine | 4p. Roadster. .... 1245] 2 o~ menue 5p. Sedan........ 1495) 4/3105jaghnrt 
KEY TO SYMBOLS: 
A—Wood wheels with spare. D—Disk wheels w.th spare. i—Trunk and trunk rack o—Car heater. v—Vanity set 
a— Wood wheels. d—Disk wheels. j—Trunk rack, no trunk. . p—Cigar lighter. w—Windshield wings. 
B—Wire wheels with spare. e—Front and rear bumpers. k—Spare tire. r—Rear traffic signal. x—Clock. 
1 —Wire wheels. f—Front bumper. I—Spare tire lock. _ s—-Spotlight. *—Overall length. 
C—Optional wheels with spare. g—Shock absorbers or snubbers. m—FEngine heat indicator. t—-Vanity and smoking set. §—Prices on application. 


c~-Type of wheels optional. h—Automatic windshield wiper. n—Dash gasoline gage. u--Smoking set. 
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Business - 
Comes to “~S 


the Specialist 





The Highways are full of Fender 
Business—Let it be known that you 


Can Handle it—and it’s YOURS! 





‘TRE fender replacement easy reach of any repair shop 

business of the country has. car dealer or service station. 
been growing in leaps and ‘Then Fostoria by their Wall 
bounds. Long agothe Fostoria Chart method made it possible 
Pressed Steel Company saw for anyone to enter this profit- 
where this business was head- able businesswithoutinvesting 
ed andthey built upanetwork apenny. You simply hang the 
of Fostoria distributors all chart on your wall and when 
Over the country sothat today you needa fender you order by 
Fostoria Fenders are within number from the distributor. 


THE FOSTORIA PRESSED STEEL COMPANY 
Dept. A-10 Fostoria, Ohio U.S.A. 


FOSTORIA 
FENDERS 
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DIES RADIATOR= 
RTAINS REPAIRED 













SoS 


Do You Want to be a 
Fender Specialist? 


This Chart Starts You In Business — 


REP 
LACE DAMAGED D FEN 
FOSTORIA oats i NDERS 
Sully ENDERS- 


| SEND THIS COUPON for FREE WALL CHART 





Fostoria Pressed Steel Company, Dept. A-10 
Fostoria, Ohio. 


Please send me your Free Fender Chart with name of nearest 
Fostoria Distributor. 


Name 
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Announcing the New 








The most up-to-the-minute 





Airman Features } 


Air-cooling—the advanced 
scientific principle now so widely 
endorsed by Airmen 


Acceleration—the swift-dart- 
ing, quick maneuvering of the 
pursuit plane 


Synchronized 4-wheel hy- 
draulic brakes—just a touch and 
you get action 


Speed of a new kind—distance 
speed—al]-day-speed—speed you 
use 

Riding comfort—the swift, 
easy glide of the airplane 


Largermotor—for any tempera- 
ture, altitude or road condition, 
a wealth of power always availabte 


Engine smoothness—the bal- 
anced purr of the turbine 


7-passenger models— (128 inch 
wheelbase) —the up-to-date 
family cars—-commodious and 
light weight 


Advanced designs — having 
their counterpart in aeronautical 
engineering 





Fresh from the triumph of the most re- 
markable endorsement ever accorded a 
motor car—the almost universal adoption of 
air-cooling by Airmen for their sensational 
distance flights—Franklin presents the Air- 
man Series. It is an achievement for which 
automotive science has been striving for 
years—fast travel—mile-a-minute and up- 
ward—with absolute comfort and sure, quick 
control, 


The new Airman Series is assured instant 
approval and acceptance. For the first time 
automobile buyers are offered the advan- 
tages that Aircraft has demonstrated as so 
desirable for distance ability—power that is 
usable at high speed for hours on end. 


pe 
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car built today 


New models with distinctive lines and at- 
tractive beauty; a new motor that is larger 
by 24%; a host of new, advanced con- 
struction features that can not be duplicated 
in any other one car—guarantee an instant 
and enduring popularity for the Airman 
Series. 


‘Today Franklin enjoys the highest per- 
centage of repeat buyers in automobile 
history—the Airman Series will not only 
retain this enviable record, but will win 
thousands of new Franklin Owners. 


Up-to-the-minute dealers will be interested 
in the attractive profit possibilities the 
Franklin franchise offers. Wire or write 
for details today. 


FRANKLIN AUTOMOBILE COMPANY, SYRACUSE, NEW YORK 
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Build Customer Confidence and 
Profits the HAMMETT Way 


I 


No. 1 Business Builder—Hammett Motor 
Testing Outfit—locates loose bearings, 
leaky rings and valves, piston slaps— 
and tests compression. Consists of: 1 
Vacuum and compression pump; 1 Accu- 
rate compression gauge; 1 Stethoscope 
for listening at heart of motor. Set 
complete, in box ................. $20.00 





No. 2 Business Builder—the well-known 


Hammett Motor Tester—has accurate 


compression gauge attached. Tests any 
motor. Complete, in box ......... $13.50 





3 


No. 3 Business Builder—Hammett Bear- 
ing Tester—is a large size vacuum and 
compression pump. Locates knocks, 
leaky rings and valves. For any motor. 
Complete in box ................. $10.00 


With Hammett Business Builders, you 
locate the center of motor trouble at 
once. You save time —are accurate in 
your work—and convince customers that 
you know. your business. You can take 











care of more jobs and better jobs—and 
give your patrons absolute satisfaction. 
Increase your profits and the prestige 
of your business this economical way! 
Thousands of shops use Hammett Busi- 
ness Builders. Order one of these pros- 
perity outfits from your jobber today. 


HAMMETT MFG. CO. 
13th & Oak Sts. 
Kansas City, Mo. 
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Lyon Engineers have been working very closely for 
years with automobile, accessory and parts manu- 
facturers in planning and installing their steel stor- 
age systems. Some of these installations are very 
large, covering many acres of floor space. 


Lyon Steel Shelving installations have been planned 
for many distributors and whole- 
salers who carry thousands upon 
thousands of different items in stock 
that must be immediately accessible. 


Years ago when Lyon Engineers 
designed Lyon Auto Parts Control 
for automobile dealers, they had 
this vast experience behind them— 
an experience further broadened by 
their knowledge of the storage prob- 
lems in other industries, for Lyon is 
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The experience that is behind 
LYON Auto ‘Parts (ontrol 


This durable Lyon Steel Table with attrac- 

tive linoleum top is useful in the display sales- 

room, private office or stock room. Finished in 

standard Lymetco green—or in oak, walnut, 

mahogany, ivory gray and white. Ask your 
automotive jobber. 








































the largest manufacturer of steel storage equipment. 


When you buy a Lyon Auto Parts Control System 
you are buying a system designed specially for your 
needs and that fits your business exactly. You are 
buying a basic stock storage and control system that 
will save you money in many ways and help you in- 
crease sales. Ask your automo- 
tive jobber. He can tell you how 
Lyon Auto Parts Control applies to 
your business. Or, write us, giving 
the name of car you handle and we 
will send you a descriptive folder 
about the system built for you. 


Lyon METALLIC MANUFACTURING Co. 


Aurora, ILLINOIS 
Plant No. 3 
Los Angeles, Calif. 


Plant No. 2 
Jersey City, N. J. 
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LYON Auto ‘Parts Control 


TR 


lorage Systems, Counters, Steel Benches, Bench Drawers, Tool Boxes, Display Racks, Cabinets, Lockers and Miscellaneous Steel Equipment 
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1, It pays better to sell high grade merchandise at a good 
profit than labor at a poor profit. 


2, Don’t regrind old, worn valves; put in new, long-lived 
Thompson Valves. 


3, Don’t patch up, or replace valves one by one; put ina 
whole set — exhaust or intake, or both. 


4. The Thompson Triple Selling Plan meets every grade 
of car and kind of owner. 


5, Thompson Valves lead the field, both in original equip- 
ment and in replacement. 


6, They last four times as long and require only one 
fourth as many regrinds. 


YP Thompson Bolts are profit winners second only to 
Thompson Valves. 


8, There’s a Thompson jobber near you; get in touch 
with him for better profits. 


THOMPSON PRODUCTS, INCORPORATED 
General Offices: Cleveland, Ohio, U.S. A. Factories: CLEVELAND and DETROIT 
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/¥ Tungars are available in 


4 four, ten and twenty battery sizes. 
te 


General Electric 
Battery Chargers 


for trouble-free service 
at lowest cost 


Lower initial cost and low operating 
cost . . . . these combine to make 
Tungars {the General Electric Bat- 
tery Chargers} a sound business in- 
vestment for garages and service 
stations. 











—twenty-four hours a day. And, 
for eleven years, it has proved it- 
self thoroughly dependable under 
the strain of severest use. 


Before you buy battery charging 
get complete facts. 
The coupon below will bring them 


Tungar is as fool-proof as a battery equipment, 


charger can be. With the least 




















possible attention, it does its job to you. 

feo ow ew ew ewe om om 6 oe ow ow oF = «= == a= ee ” 
es | Merchandise Department, ! 

General Electric Co., 
Bridgeport, Conn. | 
[ [| Please send me descriptive literature on the G-E Tungar. j 
un U.S. a Ie | LJ Please furnish the name of my nearest Tungar Distributor. | 
IBATTERY CHA RG ER| | es km a a a ek eae ea ee oar eS 8 7 
, ~~ 2 Oe ee ee } 
Tungar—a registered trademark—is found only : ne | 
on the genuine. Look for it on the name plate. ae aes ee ee ee ee ee ee ee aap ume aun aus eee aun aus om onl 


GENERAL ELECTRIC | 




























4 
ts 
“3 
a 
Se 
Me, 
< 
wy. 
| 





: 
| 














October 13, 1927 


OPEN AND CLOSE YOUR DOORS AT THE TOUCH OF A SWITCH 








AIR-LEC Users 
in Madison 


Auto Service Com pany, 


D. Swing 

Behrend Bros. 

6 D. Swing 
Berg, Fred 

5 D. Swing 
Blackhawk Garage 

3 D. Swing 
Brady, J. A. : 

3 D. Swing 


Capital City Tire Company 
4 D. Swing 
Central Garage 
4 D. Swing 
East Side Motor Company 
3 D. Swing 
Fox Motor Sales Company _ 
D. Swing 
Gillespie Motor Sales 


Highland Park Garage : 
7 D. Swing 
Jacobson Auto Company 
5 D. Fold, 6 D. Swing 
General Auto Service 


D. Swing 


D. Swing 
Jeffery Brothers 
6 D. Swing 
Koch Rent A Car 
S. Slide 


Lake City Auto Repair 


Ludens Garage . 
7 D. Swing 
Madison Battery & Service 
7 D. Swing 
Madison Dairy & Products Co. 
6 D. Fold. 
Madison Motor Car Company 
; 5 D. Swing 
Madison Nash Company ’ 
6 D. Swing 
Oscar Mayer and Company 
. & D. Swing 
Purcell Auto Company 
3 D. Swing 


7 S. Swing 
6 D. Fold. 


7 D. Swing 
D. Swing 


Ritter Garage 
Reider Garage 
Ryden, J. A. 
Schoelkopf Garage 


Sherman Avenue Garage 
D. Swing 
Smart Motor Car Company 
3 D. Swing 
South Park Street Garage 
; 6 D. Swing 
University Motor Company 
; ; 5 D. Swing 
Valewrelty of Wisconsin Service 
g. 


7 D. Slide 


6 D. Swing 
Wingra Park Garage 
4 D. Swing 


Wisconsin Auto Service 
5 D. Swing 


Wingra Garage 
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W here 
AIR-LECS 


are made 





























The Schoelkopf Building 











Madison Garages Open and Close 
Their Doors—at the touch of a switch! 


59 AIR-LEC installations insure Madison 
drivers of perfect garage door service 


T is said that a man goes without honor in his home town, but this cannot be said 
of AIR-LEC automatic door operators. In Madison, the home of the Schoelkopf 
Manufacturing Company, the garages and industries (see list) have accepted 

AIR-LEC to the extent of one for every 800 population. AIR-LECS are so popular 
in Madison because one owner tells another. Satisfied AIR-LEC users are our best 
salesmen. If you or the garages and industries of your city have not accepted AIR-LEC 
to the same extent as Madison it is because you have not known about it. 


AIR-LEC uses compressed air from your regular tire line; a six-volt battery furnishes 
the current. Air cushioning prevents slamming, while powerful springs hold the door 
tight against the jam in the heaviest wind. 


We will guarantee to send the AIR-LEC that will work your doors satisfactorily. 


SCHOELKOPF MANUFACTURING COMPANY 
Dept. M.A. 


Madison, Wisconsin 


Without obligation, please send me information on Ajir-Lecs for handling doors as follows: 
Consider this our order for Air-Lec to handle doors as follows: 


i I I sietistissssesisteensnsirsisicnanyiaaiabesniiiiidagiaiioniaiaiiiaveiitia EL a 
Type of doors—double......................0... i cial i otic sg SIN nnesiiintemiesnts 
i scunisinuiensicnnpsntanitii aD op I i iiscscsteiectinnniiii ‘ 


Ee a ee sisieiatilliaiieeteciiaiaiaieiaia 


I Ge Fi i iisittiertencrniciniiinictiovniicnmsniinianaa a sisccisssitisenticsiniinctsinisieitcitpaialtccaabiiai Ibs. 
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Customers’ satisfaction — their comfort and safety — are 
positively assured with Stromberg New Anti-Shox. That’s 
what you must have for sales and profits. Anti-Shox 
control automatically, proportionately and accurately, the 
recoil of the car springs. In reality, they are automatic 
spring brakes. The full benefits of balloon tires and present- 
day flexible springs are thus obtained without a semblance 
of galloping or upthrow. 


ANr, = SHO 
Here are Seven Big Features for Comfort and Profit 


Permit car springs to perform their full Brake surface increases and decreases pro- 
function. . portionate to ss —. _ 
: : eturn action oO nti-Shox pring co- 
yee S— ey ordinates perfectly with car spring. 
; Sturdy construction. Best materials and 
Do not grunt or squeak. workmanship and the Stromberg repu- 
Not affected by changes in temperature. tation behind them. 


0 


Let us send you all the facts about Stromberg Anti-Shox, our attractive , 
discounts and dealer co-operative plan, as well as detailed information about y 


Other Stromberg Automobile Necessities , . 
The New Stromberg ? STROMBERG 
VIS-A-GAS CARBURETOR DEVICES CO. 


Combines all of the qualities for dependability, durability and ~~ Chicago ™ 

precision of action of the Stromberg aeroplane model which Pi a ee 
did so much in making possible recent major aeroplane obligation, complete facts 
achievements, with many added features for convenience about Stromberg money-mak- 


and power. An easy seller—a fast money-maker. FR get necessities, dealer dis- 


Ask_about,the!Stromberg Tandem Electric Windshield Wiper 


STROMBERG MOTOR DEVICES CO., 
58-68 East 25th Street, Chicago 


Direct Factory Branches: 517 W. 57th St., New York City. 760 Commonwealth Ave., 
Boston. 84-86 Hancock Ave. W., Detroit. 1529 Laurel Ave., Minneapolis. 1809 McGee 
St., Kansas City. London, Eng., Chelsea, S. W. 10, Milman’s St. and Cheyne Walk. 
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Volume _ Big __Easily Quick 
Sales Profits Stocked Turnover 
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SAGOCK ABSORBERS 





Ah cemu leila 
Fif All Cars 


No Fittings to Stock 
AoW ale\(--m on DY al 


Easily Installed 














Unusual 
Engineering 
Principles 


of Inertia and Balance are embodied in the INDIAN Inertia 
Shock Absorber with its dual action. The device by being 
applied with the balancer, extending toward the axle in the 
direction of the length of the spring, absorbs all road vibra- 
tions and shocks through Inertia. 

x a... _ The chassis and body of the car are 
protected from bumps and rebounds 
by properly graduated resistance. 
INDIANS exercise the Ideal Shock 
Absorber action in the simplest manner 
at the lowest cost. 


‘Patentcd in 
_ U.S.A. and 
Foreign Countries 


Write for Liberal Dealer Proposition 
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You could 


see the engine, too 


.. if the hood 


was made of spokes! 


But people don’t want to see the engine—so the 
hood is a streamlined piece of polished steel. 





BUDD 














People don’t want to see the machinery under the 
car, either—brake drums, steering rods, etc. They 
avoid it when their cars ride on Budd-Michelin 
Wheels—streamlined discs of steel that shield the 
under chassis parts as gracefully as the hood hides 
the engine. 


Budd-Michelin Wheels conceal, but they make 
brakes and other working parts more accessible. A 
few turns on the cap nuts and the wheel comes 
off—almost as easy as lifting the hood to get at the 
engine. 


Beauty and convenience are increasingly effective 
sales arguments. Budd-Michelins have them both! 





WHEEL COMPANY ... Detroit 


Budd Service Stations in all principal cities—parts and service for wheels of every type. 


To put on a Budd- 


Slip pilot bar 


Michelin Wheel, set 
brakes and place 
wheel in position 
before the mount- 
ing studs. 


through top 
mounting hole and 
over top mounting 
stud. Lift up and 
wheel slides into 
place. 


Put on cap nuts 
and tighten with 
socket wrench— 
that’s all there is 
tochanginga Budd- 
Michelin! 
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LX months ago I secured the Chrysler Dealer 

Franchise for my locality —a fine little city of 
8,700 population. Two years before, I was 
offered the same opportunity. I didn’t take it. 
Judging from my profits of the first six months 
since acquiring the Chrysler line, I lost approxi- 
mately *7,600 per year—a total of $15,200—for 
the two years in which I turned my back on 
the chance to represent Chrysler. 


“I formerly represented an old substantial line. 
The Company was sound, policies fair and prod- 
uct good. But they always seemed to be just 
a little bit behind the modern trend in motor 
cars. As a result, I lost sales to more progressive 
competition. 


“1 liked this Company and wanted to do business 
with them—in the hope that they would turn 
out something newer and more attractive than 
my competitors. But they never did. 


“Then I took on the Chrysler. Now I lead. I al- 
ways have the newest and the most highly im- 
proved models that the industry has to offer. It 
is my competitors who are now wondering— 
“What will we have to fight against next?” 


“There is not only personal satisfaction but real 
profit in being able to represent the very fore- 
front of motor car progress in one’s own com- 
munity. For two years I didn’t realize what 
Chrysler progressiveness meant to a dealer. Now 
I know, and my bank balance tells how 
profitable the knowledge is.” 


WIRE, WRIT 
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DETROIT, MICHIGAN 


Name 


CHRYSLER SALES CORPORATION 


GENTLEMEN:—Please send me at your earliest convenience complete details of 
your new 1927-28 Sales Agreement. I am particularly interested in your Agree- 
ment for smaller cities in which I can contract only for the Chrysler “52,” but 
still have the other Chrysler models, “62,” “72” and Imperial “80” available 
at call. Of course, this is without obligation whatsoever on my part and with 
the understanding that you will keep this inquiry strictly confidential. 





City 


Address 


o Ree 




















ROBABLY you are in the same position 
as the dealer mentioned on the opposite 


page. 


Probably you, too, have cast longing eyes on 
the Chrysler franchise, but have never felt it 
was available. 


Here is YOUR opportunity! 


Chrysler needs 2,000 more dealers—particu- 
larly in points of 10,000 population and less 
—to take care of the sweeping public accep- 
tance of its products. 


It has written a special Sales Agreement par- 
ticularly for dealers in smaller points—the 
most progressive, as well as the most profit- 
able Agreement that the industry has ever 
known, from the standpoint of the dealer. 
Through it you can sign up only for the 


DOU 
efac 


Chrysler “52”—priced from %725 to $875— 
yet you have the other Chrysle els 
— “62,” “72” and Imperial “8 ced 
from £1095 to *3595— availab call 
without any definite commitment, except, 
for the “52.” 


A chance to cover practically the entire price 
range, without the necessity of a costly and 
huge showroom, nor for elaborate service 
facilities which you would have to have if 
you were to hold individual franchises for 
similar market coverage. 


Send in the above coupon and we'll be glad 
to let you have all the details of this new 
Agreement. 


Your inquiry will be held in strictest con- 
fidence, whether ‘or not a permanent con- 
nection with our company results. 


CHRYSLER SALES CORPORATION, DETROIT, MICHIGAN 
CHRYSLER CORPORATION OF CANADA, LIMITED, WINDSOR, ONTARIO 
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Buy of Breeze 


A complete line of all types of 
fiexible metal hose carried for auto- 
motive use. Used extensively for 
Heaters 

Carburetors 

Air Cleaners 

Exhaust Lines 

Wire Covering 

Gasoline and Oil Lines 

Car Washers 

Dash Controls and Checks 
Speedometer Shafts and Casings 
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Breeze Transmission Derrick 
Replaces One Mechanic! 


and Pays for Itself in One or Two Jobs 


Here is a small, inexpensive piece of garage equipment that simplifies 
one of the hardest jobs you have to do! One man and the Breeze 
Derrick easily removes and replaces a transmission in less time than 
two men could formerly do it. 


oo. 





BREEZE SENIOR 


The Breeze Derrick is quickly clamped to the body channels and fits ; 
(Formerly Lewis) ‘ "he ee é 
A Complete Brake Lining under the cowl. A few turns of the handle raises the transmission ; 
Service Unit | up where it can be worked on or lowers it to a truck on the floor. : 
A portable drilling and riveting See your favorite jobber or write us direct, mentioning his name. 
unit. overs a range of wor rom 


the smallest internal bands up to 


Gomisg SLID core eh BREEZE CORPORATIONS, Inc. 
: 24 S. 6th Street Newark, N. J. 
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Lasting Beauty! Complete 
Protection! Easy Installa- 
tion and a Better Profit. 
Here is a fast selling line 
of bumpers that is bound 
to make a hit. 

The only absolutely RUST- 
PROOF Bumper of its type 


BREEZE JUNIOR on the market. 
A combination drilling and rivet- 
ing unit which handles all brake 
bands, selling at a remarkably low 7 . PY 
price. Drilling or riveting unit we 
sold separately if desired. 


A Rovnad Bumper oo of 
Surpassing Beauty! 
Distinctly different in 
appearance! 

Lighter in weight by 50% 
With 87% greater im- 
pact strength—Plus our 
exclusive RUSTPROOF 
Feature! 
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Real Sales Advantages: 


An outstanding shutter adequately merchandised, nationally 
and locally advertised and priced to give dealers a good 
profit. 





A finely built shutter in every way, with features that are 
attractive to car Owners. 


Features That Make Sales 
Easy 


TRIPLE SERVICE—Lower section of leaves can be 
closed while upper section remains open, providing 
extra protection at the bottom of the radiator where 
water is always coolest; complete protection, all leaves 
closed, for severe weather; full opening of all leaves 
when radiator protection is not necessary. 





One piece frame. Narrow, rigid leaves opening in- 
wardly. Tension springs that prevent rattle. Leaves 
nest snugly together, making it air tight. All mech- 
anism concealed. Leaves stamped from heavy gauge 


steel in one piece. 
HAND OPERATED 
MOTO-GARD, JR. A handsome screw type 


dash control operates 
For Fords and Chevrolets Moto-Gard. It is attached 


to the instrument board 
MotoGard, Jr.a lower price shutter for Fords and Chevrolets = with a set screw. No drill- 


offers additional profit-making possibilities. The same as ing is required. Action is 
Moto-Gard except that the leaves are controlled in one sec- smoothand easy. Permits 
tion, by a pull dash control. 1-32 inch adjustment of 
leaves if desired. Mech- 
anism is simple and strong. 





The Brewer-Titchener Corp. 
40 Port Watson Street 
CORTLAND, NEW YORK 
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Get in touch with your distributor today 
If he doesn’t handle Moto-Gard, write us. 


THE FINEST SHUTTER MADE 
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New Colors ~ Greater Luxury 





With rich new color harmo- 
nies, beautiful and luxurious 
interiors, and a new degree 


of lively pickup and smooth, 


surging power, the Willys- - 


Knight line anticipates the 
higher standards of 1928. 


The patented Knight sleeve- 
valve engine is the only great 
advance inmotorconstruction 
which is exclusively controlled 
by one organization. Were it 
available toall motor car man- 





Still Finer Performance 


ufacturers, its superiority over 
other types would make its 
usage as common as the self- 
starter, balloon tires or 4-wheel 
brakes. It affords the live dealer 
a powerful advantage over 
competition. The Willys- 
Knight line includes two bril- 
liant Sixes, the “70,” and the 
Great Six, ranging from *1 295 
to2695. It assures big profits 
in this big price field, now 


and for years to come. 


WILLYS-KNIGHT 
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Every recent new car announce- 
ment serves to emphasize the 
Whippet’s leadership in engineer- 
ing design. In this remarkable 
car are to be found the leading 
features that will characterize all 
light cars of the future. 


It is important to remember, how- 
ever, that any new cars, when 
announced, will still have to be 
proved by customer use. The Whip- 
pet has back of it 400,000,000 
miles of service in the hands of 


more than 125,000 enthusiastic 
owners. 





Whippet dealers occupy an envi- 
able position for 1928. There 
are no drastic model changes to 
weather. They havea car of proved 
supertority in the biggest price 
class. The Whippet and Whippet 
Six range from *625 to *925. 


With both the Whippet and the 
Willys-Knight lines, the Whippet 
dealer has complete market cover- 
age—a car for every buyer. 


7 xy y 


Write for particulars today. Sales 
Department, Willys-Overland, Inc., 
Toledo, Ohio. Willys-Overland Sales 
Co., Ltd., Toronto, Canada. 


The Perfected Whippet Forecasts 
the Trend for the Year Ahead 
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The Hand book which 
we are offering you free 
of all charge or obligation 
may easily be worth 4 
housand dollars to you in 
gext six months. 












oe Sa take a busines; 
genitts to‘ make a_ thov- 
sand dollars in hali a year 
vith a small Manley Auto 
Yasher—not when he ha: 
his Hand Book to tell 
im how to. bring’ the 
AIS In. 2 
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turns $1.50 “One-timers”’ 
into $8.00 “Repeaters” 


tsk MANLEY 


Frank Mazzini wrote us a letter You can get the same big re- 

saying: turns Frank gets—because the 

“T have seen plenty of very ex- free Hand Book te/l/s how and 

pensive equipment that can’t shows how. 

turn out the results a Manley ee ge ee AEG 


cost you a cent. It contains all 


gives. Your machine takes a the facts about washing cars for 
small investment to begin with Sealed anetheds thet’ are’ brine, 
and it gives profits that would 
be good on a big investment. 


“New customers are coming all 
the time to get a really clean 
wash—and I sell oil and grease 
to them. Another thing, I get 
a spring spraying job out of al- 
most every wash customer. In 
fact, almost every wash cus- 
tomer spends between seven or 
eight dollars before he leaves 
my place—and he comes back 
for more of the same service.” 


why - . ee 
Ds aad r i : pierre oe ree Sate Specs. 
Pree recs Pee ee Seok ae SR 
will recommend the Manle «a fa Vee, 

ae ae RS SS eee a Poa BeAeS _ iia 

poy ~ Soe Sa Be ¥ % ee | 

Be — a Saaey He. 

: Paes res ae wee 
Sy rmnis ost serene 


tested methods that are bring- 
| a Sy ing a steady line of customers 
Ye to other people 
tL ee . 
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to anybody.” ] 
Frank Mazzini runs a gas and po / 
grease station in a suburb of poo ———————— 888 | 
Philadelphia. Frank has the Jo (ttt | 
same kind of a car washer you ee ee, | 
can have. ee 


COMPANY, YORK, PA., U.S. A. 


of Garage Equipment, including —— 


mu) 





MER: 
Hydraulic Jacks Hydraulic Presses Screw Presses Engine Stands 
Auto Washers Auto Elevators Service Runways’ Air and Water Stations 








DRIVING LIGHTS 
BUMPERS 
WINDSHIELD CLEANERS 
SHOCK ABSORBERS 
HEATERS 
SPEEDOMETERS 
VACUUM TANKS 
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sk your distributor 


about these two sure-fire” 
winter volume builders ~~ - 


Pre 
buat ape tt. 








Pane K 


y The Weather King Car Heater 


One model in 3 sizes fits all cars 


The day of the smelly, nauseating car heater is passed. 

Modern automotive science contributes the Weather King 
[=< Car Heater—a carefully engineered heating unit that 
utilizes all the heat from the exhaust pipe—yet produces 
a flood of pure, absolutely odorless, warm air. 
f ee Plus this great sales advantage—one model in three sizes 
4 will fit any car on the road. Amazingly small stocks to 
carry for an item of this kind. 









































| Simple to install. One hole to drill. The same heater, 
: 8 using an extra register—amply warms the rear of the car 
The volume and direction also. No other heater on the market offers this feature. 
f heat l t d by e ° 
- ean tae OF Eales Complete Heater Unit lists at $8 —$10— and $12 


Rear Unit $4 or $5 extra 
In Canada, Prices Range, $11.20 to $16.80 














The Weather King Radiator 
Shutter—an all-weather 
shutter --- - 


Can be regulated to suit all weather conditions. 
The upper half can be opened while the lower 
half remains closed—full protection against freez- 
ing where 
freezing occurs 
first — at the 
bottom of the 
motor — yet 
ample air 
circulates to 
prevent over- 
heating. The shutter closes completely 





for absolute protection in zero weather and Controlled right 
opens completely in warm weather. The at the dash! 

frames and cores are made in separate units. . 

Three sizes of cores will fit the complete New-type dash control. Using the 
range of frames for all models. Eliminates pa > Agger ers . accurately 
bulky stocks and risk of obsolescence. oo” ann arc slight ecg yy 
; ae ae tached to. hustroment, booed with se 

In Canada, $13.65 to $20.50 


screw—no holes to drill. 


METAL STAMPING COMPANY 
Long Island City, New York 


EATHERMING 
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No. 880 Tire Valve 
Cap for straight stem 
valves 


MOTOR AGE 


Improved Schrader Valve Caps 


Every dealer should stock these 


October 13, 1927 


No. 935 Tire Valve 
Cap for bent valves on 
disc wheels 


two types of caps 





every tire valve. Both of the 
improved Schrader Valve Caps 
illustrated above are made 
with a metal-reinforced swivel 
rubber washer which abso- 
lutely seals the mouth of the tire 
valve. 

They are air-tight up to 250 


CHRADER advertising is telling mil- 


lions of motorists of the importance 
of keeping a Schrader Valve Cap on 





This handy Schrader Valve 
Repair Tool has a slotted 
end for removing valve in- 
sides—a necessary accessory 
for motorists using the No. 
935 Valve Cap, which has no 
slotted top. _.. 


lbs. when screwed down tight by hand. 
Look at the tire valves of your cus- 
tomers’ cars. You will see at once the 


large waiting market for Schra- 
der Valve Caps—the No. 880 
for straight stem valves and the 
No. 935 for bent valves on disc 
wheels. Just a reminder on your 
part means a sale. Make sure 
your stock of these important 
tire valve parts is complete. 


A. SCHRADER’S SON, INC., BROOKLYN, Chicago, Toronto, London 


Schrader 


Makers of Pneumatic Valves Since 1844 


TIRE VALVES:+::+:+ TIRE GAUGES 
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‘Opening 
Doors by 
Hand is 


COSTLY 
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en your doors eléctrically 
. at. the mer touch o of a button! 






TAY on the job. Let American Electric Door 

Controls be your door-tender. Operated from any 
convenient part of your shop. Just press the button and 
the motor does the rest. 


A tremendous good-will builder. Customers never have 
to wait outside in zero weather. ‘They come in smiling 
—impressed with SERVICE that starts right at your 
door! 


Costs but a few cents a day in operation. Far cheaper 
than using mechanics at $1.50 an hour to open doors. 
Amazingly simple in construction. A motor, four little 
gears, automatic safety switch and brake make up the 
complete operating mechanism. Gears run quietly in oil. 
Simple to install. Nothing to get out of order. No 
chance of clogging or freezing up. (Guaranteed for one 
year against defective material and workmanship. 


Priced well within reach of every garage and service 
station. 


Ask for details on this lower cost, more efficient method 
of opening your doors this winter. American Appliance 
Co., Inc., Kalamazoo, Mich., Manufacturers of Electric 


Door Controls and Color Flood Lights. 


Send for bul- 
letin on Color 
Flood Lights 
| re for your display 
a window 












LOW IN 
PRICE! 


merican 
FLECTRIC 
Door Control 
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YS ambitious dealers 
and service stations 
a complete line of automobile 
storage batteries, radio “A” 
batteries and Radio Socket 
Power Units. 


Advertisements in The Sat- 
urday Evening Post, the first 
of which appears in the issue 
of October 8, feature the Prest- 
O-Lite Trikl-“A” Power Unit 
and the Speedway “B” Socket 
Power—both of Prest-O-Lite 


manufacture. 


Dealers and service stations 
are finding a new source of 
profit in pushing these 
products. 


> 


PREST-O-LITE STORAGE BATTERY 
SALES CORP. 
Storage Batteries +« Radio Power Units 
INDIANAPOLIS, IND. | OAKLAND, CAL. 
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Nation-Wide Distribution 
HONOLD 


’ N6CLA 


ONOLD NOGLAR has proved one of the fastest selling accessories ever mar- 
keted. Every motorist recognizes the necessity of this device which banishes 
the hazards of glaring headlamps and dazzling sunlight. Now Honold NOGLAR 


has nation-wide distribution. The firms listed below are organized to serve dealer 
and jobber. 








Winkenweder & Taylor Illinois, Indiana, Eastern Missourl 
1507 South Michigan Ave. 


Chicago, Ill. 


Clyde E. Moore Ohio. 
67 Ford Street 
Detroit, Michigan 





! Wallace R. Lynn California, New Mexico, Nevada, 
4 268 Market Street Washington, Arizona, Idaho, Oregon, 
r San Francisco, Cal. Colorado, Utah 

L. E. Spencer Company Kentucky, Tennessee, Mississippi, 
2310 Charlotte Road West Virginia, No. Carolina, Geor- 
} Nashville, Tenn. gia, Virginia, So. Carolina, Florida, 
labama 

The Carroll Company Texas, Oklahoma, Arkansas, Loulsi- 
1323 Wall Street ana 
Dallas, Texas 
| G. A. Ashton Company Montana, Kansas, So. Dakota, N. 
1547 University Ave. Michigan, Wyoming, lowa, Minnesota, 


Western Missouri 


National TwinHigh Sales Company WNew York State 
403 Denison Building 
Syracuse, New York 


: St. Paul, Minnesota No. Dakota, Wisconsin, Nebraska, 


Harold E. Ring 
77 Wollaston Avenue 
Arlington Heights, Mass. 


Maine, New Hampshire, Vermont, 
—— island, Massachusetts, Connec- 
cu 


James B. Carter, Ltd. Alberta, Saskatchewan, Manitoba 
Winnipeg, Man., Canada 


Honold NOGLAR is a quality device that sells on sight. Durable metal parts, 
electricaliy welded@ and heavily nickel plated. The shield is heavy crystal-clear 
green pyralin. Quickly installed and operates at the touch of the finger. Once 
installed no further service needed. It is a fast seller, retail price $1.50. Order 
from the firm listed above that serves your territory, or write direct to us for 
literature and net prices. 


: FREE HONOLD MANUFACTURING CO. 
“es SHEBOYGAN, WISCONSIN 


HON OL D 


OGLA 





Display 
Stand 


This attractive dis- 
play stand sent 
FREE with an order 
for 12 NOGLARS. 
Holds NOGLAR 
firmly and _ invites 
your customers to 
operate the _ shield. 
A real sales promo- 
tion device. 
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“| HAD URGENT NEED yesterday, 
writes a London barrister, “to confer 


with a brother lawyer in New York. 
. The conference was disposed of satis- 


factorily in 3 minutes.” 


LOOO 
cars 


THE MANAGING DIRECTOR Of a 
motors company in London talked 
with an automobile factory in the 
American Middle West and ordered 
a thousand cars. Amount involved, 
$1,500,000. Communication was 
over the regular long distance lines, 
and by radio telephone across the 
Atlantic. Delivery dates and other de- 
tails were arranged; business condi- 
tions of the moment were discussed. 


company, “the result of a telephone call 
with London this morning. ... It was 




















A New York department store sold so 
much of a certain silk that it had to know 
whether more could be shipped from 
London immediately. More was quickly 
ordered by transatlantic telephone. 

“I cannot resist letting you know,’ 
writes the president of another American 


the thrill of a lifetime... And it’s won- 
derful how much conversation can be 
crowded into a four or five minute talk.” 


Use transatlantic service for business 
and social calls. It’s simplicity itself. Just 
ask for “Long Distance” and place your 
call in the usual way. .. . Number, please? 


BELL LONG DISTANCE SERVICE 
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Success Is 
Obligatory 


A business must succeed or it can not serve. When 
buyers applaud a manufacturer’s efforts, ky a pro- 
nounced acceptance of his product, they at the same 
time place an obligation upon the manufacturer. 
The builder of an automobile is but the trustee of 
his clientele’s confidence. He must pass on to them 
the benefits of his success, in the form of a better 
product of greater value for less commensurate cost. 
Because, once the public has given its endorsement 
rg ateruclohvmcetsl-onetemes wart cc ance) erentom ole j le) (mm tanaatcmerrvelee 
facturer defaults, it is more than a loss of an oppor- 
tunity, it is am economic waste. Only those survive 
who continue to deserve to. Auburn’s success and 
growth is an expression of the public’s need for 
better personal transportation. As this success has 
beta ucr ioe ae Ca Or: t aust olacte ME aetemm oltle)b Comb beW => qelcuatels 
even better things from Auburn. To prove worthy 
of this trust, and put Auburn in a position to 
eervetete(aatt uct eladco wert umm eelehucmuueelejettelinmmattlolttae! 
announces acquisition of control of the following: 


Lycoming Manufacturing Co., Williamsport, Pa. 
Duesenberg Inc., Indianapolis, Ind. 


Limousine Body Co., Kalamazoo, Mich. 
eee Oe Gy | 


President 
fattieltl ae Watticesests)est (sm er 


AUBURN 


YOUR i em, Se I CAR 


6-66 Roadster $1095; 6-66 Sport Sedan $1195; 6-66 Cabriolet $1295; 6-66 Sedan $1295; 8-77 Roadster $1395; 8-77 Sport Sedan $1495; 
8-77 Cabriolet $1595; 8-77 Sedan $1695; 8-88 Roadster $1995; 8-88 Sport Sedan $2095; 8-88 Cabriolet $2095; 


8-88 7-Passenger Sedan $2595. Freight, Tax and Equipment Extra. 
AUBURN AUTOMOBILE COMPANY. AUBURN, INDIANA 


8-88 Sedan $2195; 
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THE NAME INSURES THE QUALITY 


cAnnouncing~ 
The Great New Velie Line 


and Dealer Proposition 





Wea ioe le tetertae, 
Six Sedan 


om oa will be opened to new 
values and new opportunities for 
profit if you will write for complete 
details on these great new Velie 
Models and the Velie Co-operative 
Franchise. The new Velie Models an- 
ticipate the demands of today’s motor- 
buying public. Each isan outstanding 
leader in its price class—in amazing 
performance, in individuality of 





body design. Each is powered by the 
famous Velie-built Airplane Type 
Motor with Full Force Feed Lubri- 
cation to all moving parts. Each ful- 
fills the Velie Long- Life pledge by 
incorporating a wide margin of Over- 
strength in every part. Each Velie 
car is cushioned in rubber, with 
Oilless, Noiseless Rubber Shackles 


as standard equipment. 


VELIE MOTORS CORPORATION, Moline, Ill. 





—— 
iow 








Dealers and Distributors: 

Remember that our valu- 

able,co-operative Franchise 

is unquestionably one of the 

most profitable you can 
obtain today. 


ON \eecee 





Velie offers a line of fully 
equipped cars on two chas- 
sis, ranging from the Stand- 
ard Six Sedan at $1165 to 
the Royal Sedan at $1635. 
All prices F. O. B. Moline. 
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THE NAME INSURES THE QUALITY 


| ONG WELIE/ J IFE 





N a Velie 40 Speed Truck 
Rake co Chassisand Cab $1595 


en ~ FeO. 8. Moline, illinois 


Airplane Type Motor in Speed Truck 


Creates New Standards of Service 
“Ask the Driver’ 


The new Velie 40 Speed Truck is 
scientifically designed to meet ex- 
actly those primary demands of all 
truck owners—Power, Endurance, 
Economy, Beauty. An attractive 
Coupe Cab, combined with low, 
stream-line effects and a high-grade 
finish, gives the new Speed Truck a 
beauty which will add to the 
prestige of your business. “Ask the 
Driver” about these Velie features: 


Velie-built, 6-cylinder, valve-in- 


head Airplane Type Motor— Speed 
with one and one-half ton loads 
up to 50 miles per hour—Strength 
by specially designed pressed steel 
channel frame, seven inches deep 
—Extra large 92-pound crankshaft 
—Economy and Long Life through 
Full Force-Feed Lubrication to 
all moving parts—and Lockheed 
Hydraulic four-wheel brakes. 


VELIE MOTORS CORPORATION, Moline, Iil. 


More Valuable Than Ever Before ... The Velie Cooperative Franchise 


85 














86 MOTOR AGE October 13, 1997 


ee : ae ‘ Piss. Bo 
es Bos: bt VS eA > 
we ‘ . 
. - 
ee Se ip pins oe 
Bie " % : 
oe. “* 
4 nee 
‘ RS * 
3. 








ENTS in bodies and fenders 
can often be “pulled” more 
easily than hammered, The pulling 
rod to be securely fastened should 
be soldered with Kester acid-core 
Solder. Kester makes bonds of 
greater tensile strength in less time. 
Deep dents and seams can be neatly 


and quickly filled with Kester. 


In fact for all general soldering Kester 
is more economical and efficient—for it 
requires only heat. One, five, ten and 
twenty pound spools handled by jobbers 
everywhere. The larger the spool the 
greater the saving. 


CHICAGO SOLDER 
COMPANY 
4203 Wrightwood Avenue 
CHICAGO, U.S.A. {fff if SUEUR? 


‘ 
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Model B 


t sight. A ular single-stage outfit, com- — 
a ny ot soe. Suitable for use with OUR auto laundry, painting department, even 


gas engine or line shaft. Many sizes. your “free air” outlets are all intended to 
Model H earn a profit, now or later. Make sure, there- 


Below. A complete motor driven unit, fore, that they are powered by Quincy Compr ' 
available in several sizes. Especially _— y p y Q y pressors 


adapted to paint spraying. Quincy engineer-built units pay dividends by supply- 
Prices as low as ing uniform, dry, clean air when and where you 


1 40 “ need it; by delivering economical, trouble-free serv- 
o*4 cm) ice on a lifetime basis. Because they help you turn 


for complete units gee | out better and quicker jobs, they build your reputa- 
7 a tion for the future. 





The Quincy Catalog, containing specifications of 
all models, will prove helpful to you when you plan 
the installation or replacement of any compressor 
equipment. Write for a copy today. 


QuINcy COMPRESSOR Co, 


219 Maine Street <g> Quincy, Iil. 
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Hidden Strength 


The real stamina of a car is not 
seen from the outside — it is 
hidden away in the bearings 
where the heaviest loads are car- 
ried. B.C. A. Bearings provide 
strength at the points where it is 
most needed. Their accuracy is 
insurance on the life of the car. 


B. C. A. Bearings are the product 
of “Bearings Headquarters.” 





Bearings Company Of America |} 
Plant Lancaster, Penna. 
Detroit Michifan Office 1012 Ford Building. 











MOTOR AGE 87 








Says: “Give ’em the 
air—but give it to 


’em H-O-T and fresh” 


A car owner wants a car heater for comfort’s 
sake and that means plenty of h-e-a-t without 
any headachy fumes. The Kunkel Heater pro- 
vides a swift flood of fresh HOT air and there 


isn’t a trace of gas fume in it. 
G ==? 


Give a green boy an hour and he can install a 
Kunkel. No cutting or bending of the exhaust 
pipe. No holes to drill in metal. ‘This heater is 
just as easy to install as it is to sell. 


Gq == 


Priced right— anyone can aftord a Kunkel. 
Write today and get all the facts so you can cash 
in on the combination of good cold weather and 
a good cold-killer. 


Eastern Factory: 


COLEMAN MANUFACTURING CO. 
Quincy Ave., Cleveland, Ohio 


Western Factory: 


KUNKEL MANUFACTURING CO. 
Hart, Michigan 
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Franklin Portable 
Painting Machine 


cent 


PAINT ’EM 


and 
SELL ’EM! 


This Machine at $150.00 
Solves the Used Car Problem! 


An investment of only $150! A small amount 
of an ordinary mechanic’s time! A quart or 
so of paint! This is all it takes to speed up 
used car sales and add $25 to $100 to the 
selling price of each one! 


The Franklin Portable 
Painting Machine is the 
first high grade outfit that 
is priced within the reach 
of every car dealer in the 
country. It will easily 
pay for itself in two or 
three jobs! It works on 
any ordinary electric light 
circuit. Write in for the 
name of the nearest 
Franklin Distributor and 
complete specifications. 





The Franklin Spray 
Gun operates satis- 
factorily on from 40 
to 150 pounds of air 
pressure. A simple, 
eficient spray gun 
with ordinary fruit 
jar for paint con- 
tainer. The same 
gun that is stand- 
ard equipment on 


Franklin Portable 
Paint Machine. Manufacturers of a Complete 
Retails at Line of Air Compressors 


$11.25 Complete 


rranklin 





AIR COMPRESSOR CORPORATION 


Norristown, Pennsylvania 
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CYLINDER Reconditioning—SIM- 
PLICITY REBORER AND 
GRINDER gives you the best chance 
to win out—positive accuracy, earn- 
ing power and a business getter. For 
filling “scores” in cylinders we recom- 
mend SIMPLICITY “SCORE” 
FILLER. 
VALVE RECONDITIONING—For 
reconditioning valves we have Sim- 
plicity Valve Grinder—Hub City 
Valve Seat Replacement ‘Tool and 


Simplicity Reseating Cutters and 
Pilots. 


Most Gouin Line of Precision Motor 
Reconditioning Machines Sold by Any 
Single Manufacturer in the United States 


CONNECTING ROD RECONDITIONING—Green Bros. 
Rebabbitting and Bearing Fitting Machine—Green Bros. 
Electric Reamer Drive with foot control—Connecting Rod 
anl Piston Aligner. 


MAIN BEARING RECONDITIONING—Hub City 
Main Boring Tool—Simplicity Crank Pin Tool. 


PISTON RECONDITIONING—Simplicity Piston Grin- 
der—Green Bros. Electric Reamer Drive with foot control. 


PRECISION GAUGES—Complete line of micrometers and 
gauges of all kinds. 


Write for Catalog “‘D”’ 


SIMPLICITY MANUFACTURING CO. 
20 S. Pierce St. Port Washington, Wis. 























She 





gives plenty of soft, dif- 
fused lightat either side 
of main beam—with 
glare cut off waist-high. 













It is the only road light 

using reflector and lens 

« wa made under the famous 
il ~ PARABEAM patents, 

-— nS adopted for headlights 

af ee by many big automo- 
beacoseal| tive leaders. Delta’s.ad- 

a ae —_ aptation of these on 
pring’, BulletType Units into one compa 

the rich beauty, fine con- none light has beongnt 

ie : nsiiliieate condemnation forth amazing results. 

pact size 


which have made these two Par- 
alites real sales leaders, have now 
been added Parkerized bracket 
parts. Thus Delta Paralite is rust- 
proof—an added selling point 
which will increase your profits 
if you push these two leaders. 


The Delta Paralite shoots a strong 
distance light down the road and 


DELTA ELECTRIC 
1003 Delta Block 


Eithertype, bullet(No.90) 
or drum (No. 70), can be 
mounted on any car. See 
your jobber or write direé. 


LIST PRICE 


50 


In Canada 
$5.00 





COMPANY 
MARION, INDIANA 


. oe P a t/ we xo Ee + 
+ 5 hp RE ew! Sit PRE PR Sant 











October 13, 1927 


MOTOR AGE 89 

















Qur modern three- 

story Factory — big -~......... a 
enough to make“ . 

‘*Service’’ more 

than a word. 








Thompson Piston Pins“Are Lapped 


Quick Service on Piston Pins 


One hour after your Piston Pin order is re- 
ceived at our plant the Pins are on their way 
to you. Five different oversizes of every 
standard size and type of Piston Pin in stock, 
waiting for your telegraphic order. 


The Thompson ordering code makes it easy 
to order by telegraph. Our 140-page cata- 
log containing this code as well as a wealth 
of Piston Pin information free to all. Ask 
us for your copy—then order your Piston 
Pins through your jobber. THOMPSON 
PISTON PINS, DEFIANCE, OHIO. 


THOMPSON 
PISTON PINS 























id 5950 Second Blvd. 





Molol RUNK 





A nee nl 
A New Line of Trunks to 
Match New Body Colors 


Again color characterizes the new 1928 model 
cars. MoToTrunks have been designed in 
Duco and lacquer to match the color combina- 
tions of practically every popular make and 
model of car. 


The MoToTrunk is built of high grade steel 
with crown cover mounted on full-length piano 
hinges. Weatherstrips make it water-and-dust- 
tight. It cannot warp, sweat or mildew. Straps 
and handles in contrasting colored leathers, 
are optional. 

The MoToTrunk line includes all necessary fit- 


tings for cars not equipped with a trunk deck. 
Write for complete information. 


THE MOTOR TRUNK CO. 


DETROIT, MICH. 











Yow’re going 
to have 
calls 
for 
Pines Automatic 


WINTERFRONT 


from now on! 


HE big Pines Winterfront national advertising 

campaign is under way. We’re telling millions 
to come to your store and buy the Only Automatic 
Radiator Shutter on the market. If you haven’t 
made arrangements to take advantage of this de- 
mand—do it now! Winterfront business hits like 
a bolt out of the sky. Be prepared. 


SVINTERFRO NT 


Distributors Everywhere 






































PINES WINTERFRONT COMPANY 


422 North Sacramento Blvd., Chicago 
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New DOVER RADIATOR FILLERS 


Speed Up Your Service 


Especially designed for 
garage, service station and 
fleet owner. Made of heavy 
steel, galvanized after mak- 
ing. Rust-proof and sturdy. 
Guaranteed not to leak. An 






absolute winter necessity. 
Capacity 3 gallons. List 
$2.80. 


Dover Stamping & Mfg. Co. 


385 Putnam Ave. 
Cambridge, Mass. 
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CANTON 
2-TON CRANE 
125 


ty 
Casy Paym ent Plan 
1 Np: 
zeBiggest Value 
DO whet WILL TP asr A LIVETIME, tis 


TRUE ECONOMY. Castings are semi-steel; 
BBB hand forged chain, Hyatt Bearings. Used 
by Ford, Dodge, Packa kard. Two designs, ratchet 
and pawl—$125. Safety Friction Load Brake 
$50 additional. Can easily be installed on old 
cranes. Meets all State Safety Codes. Catalog. 
Ask about our Easy Payment Plan. 


CTs atibbils 





CANTON FOUNDRY & MACHINE CO. 
CANTON, OHIO 
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Why Pay More For Less? 


Crane. . $110 


1 “A.C.E.”’ 3-ton 
| Better Crane 78 


Wise buyers buy “ACE” Cranes 
| and apply the saving to the pur- 
: “ chase of some other needed 
—- equipment. How About You? 
j Write for catalog . Grease-Racks, Portable Inclines, Steel Ff 
: Horses, Tire Racks, etc. 

Jobbers! It will pay you to write for the “A. C. E.” Proposition. 


AIR COMPRESSOR & E or Co. 
288 E. Genesee St., B 
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YOU SAVE . $ 32 | 














IMPLEX | 
Piston Rings 


give you six outstanding advantages. Stop oil 
pumping, stop. piston slap, stop compression loss, 
force cylinder lubrication, reduce wear and increase 
power. Two Simplex Piston Rings to each cylin- 
der, installed by the Simplex Method, recondition 
worn motors without resizing cylinders and install- 
ing new pistons. 

Send for the Simplex Method of reconditioning motors 
without cylinder machinery, and make more money. 


The Simplex Piston Ring Co. | 


of America, Inc. 
1971 East 66th St., Cleveland, Ohio 




















The Crowe pays for itself. 
One garage man calls it a 
mint. All talk about the 
perfect work it turns out 
and how pleased are cus- 
tomers. 





The Crowe sells for only 
$87.50. You will find it the 
best investment you’ ever 
made. Terms if desired. 


large Shops and Small Ones 







Write for Information About 


The CROWE 


Jue. NEW 
CUPPED WHEEL 


haat * WALVE REFACER 
VALVE REFACER ‘lowcost 
LISLE MFG. CO., 819 E. Main St., Clarinda, Iowa 


Also manufacturers of the new Lisle Reliner (worn brake lining remover, lining 
cutter, reliner and tire chain mender— all in one). Slickest ool you ever saw. 


all over the country are 4h 








SHIP US YOUR . ——— 
STEWART—A.C.—NORTH EAST /@fe = 


(si | a ) 


SPEEDOMETERS FOR REPAIR 
Catalogue of Parts and Repair ee Sent 
upon request, WRIT 
SPEEDOMETER REPAIR Co. 
1919-21 Chateau St., N. S., Pittsburgh, Pa. 
WE ARE NO FURTHER THAN YOUR NEAREST 
MAIL BOX 


NPY] 

















ROSE OIL DRUM DRAINER 


The Rose pump type Oil Drum Drainer reaches down into the lowest 
corner and draws out the last little bit of oil. Ask your jobber or write 
us for details of this and other GREASE EQUIPMENT— 


FRANK ROSE 
MFG. CO. 


Hastings, Nebr. 





























Portable Electric 


DRILLS 


GRINDERS—POLISHERS 


Ask for Catalog 105 

















The United States Electric Tool Co. Cincinmati, Ohio, U. S$. A. 








— BUMPERS 






BEAUTIFUL— Quick Sellers —Easily Installed 








The Eaton Bumper & Spring Service Co., Cleveland, O. 














Oldest Builders of Electric Drills and Grinders in the World 
FAWSCO 


ae? WRENCHES 


Are the Best 
No. 121 Circular Tells 
FAWSCO WRENCH CO., 27 Warren St., New York City 
































TAND! 


Suro RAD 


Damageproof against repeated boilings and freezings. Built to last the full 

life of the car. Complete radiators for Fords, Chevrolets, Dodges and 

| nerd ells. Cores for all cars and TRUCKS. If not at your jobber’s, write 
rect. 





PYDIATOR 











J. C. Black Mfg. Co., Inc., Oil City, Pa. 














Trunks, Trunk Carriers, Pumps, Bumpers, Jacks 
See our combination trunk, trunk carrier, spare tire 


carrier and bumperette. COMPLETE line for all 
cars. Write for prices and nearest jobber. 


THE BELLEVUE MFG. CO. Bellevue, Ohio 

















———— 


Orrville Spring Governors 


Make Smooth-Running Profits 


frmane the foremost popular sellers for easier -_ 

Simple in operation and easy to install. Check the 
rebound and control the springs against sguitoning’™ 
Ask for Illustrated literature and discounts worth while. 


ORRVILLE SPRING GOVERNOR CO., INC. 
500 Brant Bidg. Canton, Ohio 











FREDERICKS 


Rewinds 


New low prices: Rewinding or exchanging any 
type of automobile generator or 

2.50. Any type of Ford 
armature 1.50. Special prices on Ford 
armatures in quantities, 


H. M. FREDERICKS CO., Loek Haven, Pa. 






























The Worlds 


Finest CARBURETORS 











The Wheeler-Schebler Carburetor Co. _ Indianapolis, U. S. A. 














i 





LAS. 
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It’s a Permanent Repair! 


Have a can of CONNEAU® PLASTIC 
open gg Ryn Pe. and 

be ready fer the fellow who ay he can’t 
keep his water-pump from 1 
All sizes im eRe can. Stocked “with your 


Bincaclonenihy if they go by — 


(ir-dcales stop them and bringf© 
___ them back 












Jobber. 
5 Ib oom 1:60 ber 1b. Sr 
. Cam . per e 


preve"t THE CONNEAUT PACKING COMPANY 
_This! Conneaut 


i Se The lirsbeale OC mp 


Toledo, Ohio, U. S. A 


WELEVER 


‘OIL CONTROL”’ PISTON RINGS 


= ay Necessity That Has Made Good 
by Seven Years’ Satisf 


actory Service 
THE WEL-EVER 1 PISTON RING CO. TOLEDO, OHIO 


Sold most everywhere. If your dealer cannot supply you write us. 


Biggier 
MOTOR BEIT Ul LT TRUNKS 


Motor Trunks, Racks and Equipment exolusively. All types and _ styles. 
Genuine Duco finish, or bright black. A money-making line. Write. 


BIGLER MANUFACTURING co. 
CHIPPEWA FALLS 






























Valve Face 
~i<* Grinding Machine 


—with the NEW Sioux Roller Chucking System. Amazing accuracy and 
speed. Investigate before you buy. 


Your Jobber Sells It 





ALBERTSON & CO. 
SIOUX CITY, IA. 











































STATEMENT OF OWNERSHIP, MANAGEMENT. CIRCULATION, ETC., 
REQUIRED BY THE ACT OF CONGRESS OF AUGUST 24, 1912, 

|: of MOTOR AGE, published weekly at Philadelphia, Pa., for 

Be October Ist, 1927 








a STATE OF PENNSYLVANIA 
{§ COUNTY OF PHILADELPHIA §** 






Before me, a Notary Public in and for the STATE and county aforesaid, 
personally appeared C. A. Musselman, who, haviag been duly sworn according 
to Jaw, deposes and says that he is the Business Manager of MOTOR 
AGE, and that the following is, to the best of his knowledge and belief, 


WISCONSIN 























the circulation), etc., of the aforesaid publication for the date showa in the 











| 
' 





above caption, required by the Act of August 24, 1912, embodied in section 
443, Postal Laws and Regulations, printed on the reverse of this form, to wit: 


1. That the names and addresses of the publisher, editor, managing editor, 
and busiaess manager are: Publisher, Chilton Class Journal Company, Chestnut 
aad 56th Sts., Philadelphia, Pa.; Editor, John Cleary, 3722 Highland Ave., 
Drexel Hill, Pa.; Directing Editor, Julian Chase, Tarrytown, N. Y.; Busi- 
ness Manager, C. A. Musselman, Merion, Pa. 


2. That the owner is: 
Unitei Publishers Corporation, 239 West 39th St., New York, N. Y. 


Stockholders of United Publishers Corporation: 
Charles W. Anderson, 220 Broadway, New York City 
James Artmaa, 906 Ist St., Ocean City, N. J. 
George H. Buzby, The Wellington, 19th & Walnut Sts., Phila., Pa. 
Anna B. Frank, Pleasantville, New York 
Fritz J. Frank, Pleasantville, New York 
Mabel M. Griffiths, 165 Montclair Ave., Montclair, N. J. 
Lillie Lindsay, 698 West End Ave., New York City 
James H. McGraw, Jr., 10th Ave. and 36th St., New York City 
Elizabeth S. Mekeel, 80 Upper Mouatain Ave., Montclair, N. J. 
C. A. Musselman, Merion, Pa. 
A. C. Pearson, 169 Christopher St., Montclair, N. J. 
Lelia C. Pearson, 169 Christopher St., Montclair, N. J. 
Jennie M. Phillips, 171 Cooper Ave., Upper Montclair, N. J. 
Publishers Securities Co., 10 Overlook Park, Montclair, N. J. 
Charles T. Root, 2 West 67th St., New York City 
Franklin T. Root, 32 Washington Square, W. New York City 
G. Eugene Sly, Grove Park, Asheville, N. C. 
F. C. Stevens, 325 West End Ave., New York City 
W. H. Taylor, 490 Park St., Upper Moatclair, N. J. 


Stockholders of Publishers Securities Co.: 
Velma S. Stevens, 325 West End Ave., New York City 
¥. C. Stevens, 25 West End Ave., New York City 
Ruth S. Kane, Montclair, N. J. 
Dorothy S. Johnson, New York, N. Y. 


3. That the known bondholders, mortgagees and other security holders 
owning or holding 1 per cent or more of total amount of bonds, mortgages, or 
other securities are: (If there are none, so state.) None. 


4. That the two paragraphs next above, giving the names of the owners, 
stockholders, and security holders, if any, contain not only the list of stock- 
holders and security holders as they appear upon the books of the company 
but also, in cases where the stockholders or security holders appear upon the 
books of the company as trustee or in any other fiduciary relation, the name of 
the person or corporation for whom such trustee is acting, is given; also 
that the said two paragraphs contain statements embracing affiant’s full knowl- 
edge and belief as to the circumstances and conditions under which stockholders 
and security holders who do not appear upon the books of the company as 
trustees, hold stock and securities in a capatity other than that of a bona fide 
owner; and this affiant has no reason to believe that any other person, associa- 
tion, or corporation has any interest direct or indirect in the said stock, bonds, 
or other securities than as so stated by him. C. A. MUSSELMAN. 

Sworn to and subscribed before me this 30th day of September, 1927. 


(Seal) HARRY SMITH 


a true statement of the ownership, management (and if a daily paper, 
: 


Commission Expires January 2@, 1930. 








WE MAKE 


RADIATOR CORE MACHINERY 


Write for Catalog and Prices 


RADIATOR ENGINEERING CO. 
FACTORIES BLDG. TOLEDO, OHIO 


























4358 Roosevelt Road 





Shop 
Equipment 


for Battery and 
Electrical Service 


Chicage, Illinois 












)HONE Gi 


Jobber’ 
Spring and Solid Pressure i in one Hone 
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AIR COMPRESSORS 

















FOR SALE: Authorized AUTOMOTIVE 
ELECTRICAL SERVICE STATION cen- 
trally located, and second largest in city of 
350,000, established wholesale and retail trade, 
service floor 65 x 35 ft. DRIVE IN from 


CLASSIFIED 








C. L. PARKER 





main traffic street, DRIVE OUT on a non- 
trafic street between two main arteries. Will 
invoice around $15,000, reasons for selling, 


oth . *” FOR SALE—Miller straight eight 122 cu. in. 
er business. Wonderful — Ad racing car in good condition. Has been driven 
by DePalma, DePaolo and Duray. One of 

fastest 122 in. jobs on dirt. Will sell for best 
2103 Michigan Ave., 


dress Box 6309, MOTOR A 
FOR SALE—50-ft. business lot suitable for auto 





trade, and 6-room modern house, hot water offer. Andy Burt, 


heat. 3748 N. Ashland Avenue, Chicago, Ill. Chicago, Ill. 


Ex-Examiner U. S. Patent Office 
Attorney-at-Law and Solicitor of Patents 
McGill Building, Washington, D. C. 
Patent, Trade Mark and Copyright Law 





















Keystone 
Senior 
4.50 

















Keystone 
Junior 
$3.50 


® a 
























dealers. 


THE 


The convenience of the 
hinged cover, which 
tilts backward for ra- 
diator filling, isa Key- 
stone feature well 
worth the price of the 
cap to any car owner. 









Senior 
DeLuxe 
with Onyx 
Balls. $8.50 
Jr., $7.50 


NN 
r) 


Self-Locking ‘Radiator Cap 
Offer ‘Profitable Repeat 


‘Business 


During the past five years, thousands upon thou- 
sands of Keystone Self-Locking Radiator Caps 
have been sold to car owners. These motorists 
know the many advantages of the Keystone Cap 
and will want one on their new cars. 

This enormous repeat market offers outstand- 
ing profit possibilities to automobile and accessory 


Nearly every car retailer now knows that any 
car is easier to sell if it is equipped with needed 
accessories—and the profit per dollar on the ac- 
cessories is nearly seven times the profit per dollar 
on cars. Keystone Caps offer an even greater per- 
centage of profit. 

Accessory dealers also have tremendous profit 
opportunities in the “after-market” field. Only a 
small investment is required in order to supply 
the demand for Keystone Caps for popular cars. 
Dealers must, however, “make it easy to buy” by 
displaying Keystone Caps prominently. 


Ask, your jobber what numbers to stock and how to make 
extra profit on Keystone Caps or write us 


NORLIPP COMPANY 


568 West Congress Street, Chicago 





eee 


RADIATOR CAPS 


The meter or orna- 
ment locks to hinged 
cover by means of 2 
special slotted dise 
washer expanded into 
stem. Ask your jobber 
for this counter dem- 
onstrating stand. 
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NOTHING 


is more essential for smooth, 
quiet and powerful operation of 
a motor than a perfectly operat- 
ing timing chain drive. 


Drivers who know insist on re- 
placements with “WHITNEY” 
SILENT CHAINS. 


Service men who are out to build 
customer-satisfaction install them 
because they are 


QUIET and PERMANENT 
REPLACEMENTS 


WHITNEY 


SILENT {CGD timineG 


leet! 


CHAINS 






























THE WHITNEY MFG. CO. 
HARTFORD, CONNECTICUT 
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AFTER 1932 EVERY AUTOMOBILE MANUFACTURER CAN BUILD KNIGHT-ENGINED CARS 


A Record 


for a New Car 





Seven hundred and fifty Falcon-Knight dealers 
report that they have never before sold an auto- 
mobile that required so little service expense as 


the Falcon-Knight Six. 


Relief from this item of expense is one factor 
which enables the Falcon-Knight dealer to con- 
duct a profitable and satisfactory business. 


FALCON MOTORS CORPORATION - DETROIT 


Falcon-Knight 
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Finger Tips Lift Tons 


— No Axle Too Low or Too cAwkward 


LACKHAWK Jacks, Hydraulic 
Oil-Power, crash into the RIP- 
EST WAITING CONSUMER 
DEMAND that ever welcomed a 
| needed automotive product. 


The terrors of tire-changing are end- 
| ed. The lowest underslung, balloon 
i] tired car lifts like child’s play with 
the Blackhawk Jack. The long bay- 

















* 
onet-lock handle holds and slides 
. the jack under the meanest axle. Ge a> kee ee 
Any length of stroke, suited to cir- Fogler pate, inciading gman 


34-inch handle. 


cumstances, raises the load — just a 
finger pressure for the heaviest car. 
No kneeling. No crawling in the dirt. 


To lower the car, the same handle 
opens the release valve — no 
strokes required. Car comes 
down smoothly, quickly — 
operator controls the speed. 


Tourists, women drivers, and 
jack-troubled motorists are a 
wide-open, tremendous market 
waiting to be shown. Ask 
your jobber’s salesman. 
































Ask how to get our Demonstrator Display FREE. 
BLACKHAWK MFG. COMPANY 


Department M Milwaukee, Wis. 





r 
t 


Shown below, the Hi-way Balloon Tire 
Jack fits all cars no matter what make. 
Double telescopic lift with hand adjust- 
able extension gives a total height of 18 
| inches — high enough for any rear. Collaps- 
ed to 7% inches, it is 
TWIN-CHEK Valve Unit low enough for any 
automatically controls the front. Long rigid two- 
hydraulic oil power. Locat- piece handle permits 
ed below the pump (out- placing and withdrawal 
side the jack) easily access- of Jack without getting 
ible. Patented. 
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Millions to be made on 


Spark Plugs 


Over 12,000 cars a day equipped at the factory with AC Spark Plugs, among them being: 


Chevrolet 
Buick . 
Oakland 
Pontiac .. 
Oldsmobile 
Cadillac 
Hudson 
Essex . 
Chrysler 
Nash . 
Star .. 
La Salle 


Always AC-equipped 


iCamiamadl for nineteen years 


AC-equipped since 1908 


‘seminal since the first one made 
For seventeen years AC-equipped 


; AC-equipped since 1902 
AC-equipped for thirteen years 
Always AC-equipped 


AC. equipped since the first one made 


Always AC-equipped 
Always AC-equipped 
AC-equipped since announced 


These well known makes, plus 125 other makes of cars, trucks, tractors, motorcycles and 
engines make the daily total of AC-equipped engines well over 12,000. 


This tremendous equipment means positive and ever-increasing sales for dealers. 


Oil Filters 


There are now more than a million cars in use and 
over 10,000 a day are leaving the factories—all 


AC Oil Filter equipped. 
Following are the cars and trucks using AC Oil 
Filters as equipment: 
Passenger Cars 
Buick 
Cadillac 
Chandler 
Chevrolet 
Dodge 
La Salle 


Commercial Cars 
Available 
Federal 
GMC 


Nash 
Oakland 
Oldsmobile 
Paige 
Peerless 


Yellow Cab 


Nelson-Le Moon 
Maccar 
Ward-La France 


The filtering unit on every one of these AC Oll 
Filter equipped cars becomes filled with dirt after 
a certain mileage and must be renewed, to insure 
efficient lubrication. 


In addition to this, there is the business of com- 
plete oil filter installations for cars not equipped 
with an oil filter. 


How You Can Get This Oil Filter Business 


Make it a point to test the oil filter on every oil 
hlter equipped car. 


Write a letter to owners of oil filter equipped cars 
in your community, advising them that their oil 
hlter cartridges should be renewed at least every 


10,000 miles. 


Get over to owners that an oil filter is economy 
because it keeps the oil clean —thus reducing 
engine wear—and there is not the expense of 
changing oil every 500 miles. 


A. C. Spark Plug Company, FLINT, Michigan 


AC SPHINX 
Birmingham 


ENGLAND 


AC-TITAN 
Clichy (Seine) 
FRANCE 








Over 200 of the world’s most successful manufacturers use one or more, or all of these AC Products 
SAC SPARK PLUGS ACC SPEEDOMETERS AC AIR CLEANERS AC OIL-FILTERS 
AAC rue_pumps AC casoiine strainers AC ammeters AAC oi_cauces AAC THERMO GAUGES 








